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ways to get top
dollar in a tough

market-and fast!

With for sale’ signs an all too common sight these days, what can
sellers do to achieve an optimal sale price for their property and quickly
win the hearts of buyers? APl offers nine suggestions. evnaserooie

t’s a tough market out there, for sellers at

least. For cashed up buyers, it’s a dream
come true. In many parts of Australia the
market is flooded with properties for sale,
which means buyers have variety, time and
bargaining power on their side.

In our capital cities alone, there were
138,465 properties (104,010 of them houses,
the other 34,455 units) advertised for sale in
November, according to SQM Research.
That’s almost 30 per cent more than for the
same time the year before.

It’s enough to make a seller’s heartsink...
but don’t worry. API has come to the rescue,
with nine clever strategies to ensure you
don’t have to massively reduce your selling

price or watch your property languish on
the market for months on end.

1. SETTING THE PRICE

One of the first and most important steps
you'll need to take is to set the asking price,
or, it you're selling at auction, the reserve
price. If you're selling privately, vour asking
price will usually be considered a starting
point for negotiations, and in a slow market
you can expect to end up accepting an offer
that’s lower. The key is to remember that
your property is only worth what the market
is willing to pay for it and there’s always a
buyer if it’s priced right, so set emotions aside
and price to sell!
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“It’s important to set a price that reflects
the full market value of your property, yet is
realistic and remains attractive to buyers,”
confirms the Real Estate Institute of Australia
(REIA).

The property’s location, size, age, features,
and proximity to services and amenities will
play a huge part in determining how much
it's worth.

“Looking in real estate agents’ windows
or searching the past property sales databases
on the internet will give vou a good
indication of how much other homeowners
are asking for their properties in your area,
But remember, these prices may not
accurately reflect the price at which the
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homes are eventually sold,” says the REIA.

Economic and market conditions are other
important factors to consider, with interest
rate movements, buyer demand and real
estate sentiment likely to influence how
much people will pay. If you aren’t confident
that you can come up with a good estimate
of how much your property is worth, you
can either obtain a market appraisal from a
real estate agent (API encourages sellers to
ask for at least three) or pay for an inde-
pendent valuation. Agents and valuers will
inspect your home and let you know what
they think it’s worth based on what the
property offers, the area and recent sales
prices achieved nearby. Just be aware that
some agents may overestimate the price of
your property in an effort to win your
business, so don’t automatically choose the
agent who has valued your property the
highest because it may not be achievable.

“Make sure you get (real estate agents) to
go over their analysis of the value of your
home compared with what similar homes
have been selling for,” advises the REIA.

Patrick Bright, buyers agent and author
of The Insider’s Guide to Buying Real Estate
Series, believes sellers should always give
prospective buyers a price guide, an asking
price or a price range, as no price information
will only annoy them, “especially the ones
that have been under quoted to in the past
as they put it in the ‘too hard’ basket”.

“In a really hot market it won’t hurt you
to lose a few buyers... however if it’s a flat
or declining market you need every buyer
you can to look at and consider your
property,” he says.

2. METHOD OF SALE
When it comes to selling your property,
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there are two popular methods to choose
trom: private treaty or public auction. A third
method is public tender, but this is less
commonly used for residential properties.

“Each has its own advantages and it’s
advisable to speak to your agent about the
benefits of each method,” says John
McGrath, chief executive of McGrath Estate
Agents, however he favours auctions for
properties located in the ‘top suburbs’ and
also for properties that are difficult to
determine the value of.

“Also, where a property is likely to attract
more than one qualified buyer in the
marketplace, auctions allow competitive
bidding to increase the final sale price,” he
says.

If you choose to submit your property for
sale by auction — and some agents argue that
it’s a risky way to go in a slow market — make
sure you research the success of the
auctioneer, as a skilled auctioneer can add
significantly to your end result.

3. PRESENTATION

This is an obvious one, but we have to
mention it because how you present your
property directly contributes to how buyers
teel about it.

“This is similar to detailing a car before
vou sell it,” McGrath says. “The emotional
appeal required to stir the spirit of the buyers
is unlikely to be generated by a poorly
presented property and a neglected building
sends out warning signals.”

He lists some of the turn-offs for buyers
as:

0 animal odours in the house,

I evidence of damp or moisture in the walls,
I cigarette or strong food smells,

I doors, windows or gates that stick,

1 too much furniture or personal belongings
cluttering the space,

B cracked glass, and

B stained carpet.

“Investing a little ime and money upfront
to get the presentation right can result in a
$5000 to $50,000 upside in most instances
I've seen,” McGrath says.

Presentation counts at two crucial stages
of the marketing process, he adds: “One, if
vour property looks fantastic in the photo-
graphs used for the advertising, more buyers
will be enticed to inspect your home; and
two, once they’re there, great presentation
will help them feel good about your property
and enable them to imagine themselves
living there.”

He advises sellers to ask their agent for an
objective opinion about what needs to be
done to boost the property’s chances of a
successful sale.

“The goal is to get the maximum price for
your home while spending the least amount
of money.”

4. HOME STAGING

Still on the topic of presentation... a prop-
erty stylist can improve the appeal of your
property by enhancing its appearance
through ‘home staging’.

Home staging involves decorating and
cleaning, but more importantly it’s about
creating the right mood to make buyers want
to purchase your property (see November’s
API for all the ins and outs of home staging).
"The idea is that it helps you achieve a higher
sale price.

McGrath says you don’t need to hire a
stylist, although their expertise can be
invaluable.

“Styling costs range from 52000 to
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$10,000, depending on whether you hire
furniture through them and so on,” he
explains. “If you’re interested, you can usually
get an initial consultation and appraisal for
a small fee.”

For vacant properties, as is often the case
when selling an investment property,
McGrath recommends the use of decorator
furniture for the duration of the sale.

“The average cost to furnish a typical
three-bedroom house for six weeks is likely
to be in the range of $4000 to S6000 - in
our experience an excellent investment in
maximising the sale price of your property,”
he says.

5. TIMING

Buyers for good quality property can be
found all year round, according to McGrath,
however there are some important points to
consider.

“If your property is located in one of
Sydney’s beachside suburbs, our research
indicates that the spring and summer months
produce superior results, particularly Octo-
ber and February,” he says. “In major centres
avoid the Christmas holiday period between
December 20 and January 10. In tourist
destinations, however, this same period can
be the best time for the sale of property.”

Sellers who accurately price their property
can usually expect to have it on the market
for between two and six weeks, says MeGrath.

6. SUPPORTING DOCUMENTATION
There's always a long paperwork trail when
you try to sell a property, but did you know
that some of it can actually improve your
chances of a successful sale?

Patrick Bright suggests sellers display a
building and pest report —and a strata search
for units — at the open inspection.

“It shows you have nothing to hide and
removes barriers to receiving offers, and it
can speed up the transaction process,” he
says. “It’s really beneficial if it’s for sale by
auction.”

McGrath offers another benefit to obtain-
ing a building and pest inspection report,
saying that it allows you to have the necessary
repair work done before the property goes
on sale.

Bright notes it’s a legal requirement in the
Australian Capital Territory to put a building
and pest report on display for every residen-
tial property that’s for sale, and New South
Wales is currently considering doing the
same.

The contract of sale is another important
document to have prepared properly for a
happy and smooth sale. Bright says, “Many
are just thrown together by solicitors with
the bare minimum information; many with
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Here are John McGrath’s top tips for enhancing the presentation of your
property:

As they say, first impressions count. If a buyer’s first impression is bad, they
often look for reasons to back up that impression as they inspect your home
If their first impression is good, they're more likely to look for reasons to buj
your property. Also, buyers often do drive-by inspections and if your home's
street appeal isn't great they may simply cross it off their list. Fading or
peeling paint, dirty windows, grimy external walls, overgrown gardens and
broken fences are major turn-offs.

Do a room-by-room inspection and make a list of all the little things that
require attention. Look for chipped paint, cracked tiles and stains. If you're
repainting, go for light coloured neutral tones. Replace outdated light fitting:
with modern ones to add a contemporary feel.

Clutter is the mortal enemy of good presentation. Less clutter enables the
true space of your home to be seen and appreciated. Remove ornaments an:
extra furniture - your agent can advise you on which pieces should go into
storage.

The garden and alfresco dining and entertaining areas are incredibly
important selling features of your home. Many times when |'ve been showir
a family home, I've seen the sale made when the buyer steps into the
backyard. They look around the garden and visualise themselves having
barbecues and playing with the kids. If you have a deck, remove any clutter
and wash the outdoor furniture.

Your home should be spotlessly clean for the inspections, especially the
bathrooms and kitchen. Sparkling windows are essential - they look great:
maximise the flow of natural light. Pet smells are a major turn-off so clean
and deodorise the carpet and furniture.

And here are some tips from the Real Estate Institute of Australia for open
inspection day:

K Clean up everywhere. That means inside cupboards, under beds etc. A fe
finishing touches to the garden can also make a difference, so rake up an
fallen leaves and branches. You might put the sprinklers on to give the [z
a wet, healthy appearance [as long as buyers aren’t having to walk on it).

1 Buyers are often concerned with how much light a home receives. Openal
curtains and blinds, and consider using some artificial lighting in dark roc

I Make sure your home feels comfortable. If it's cold, heat the rooms,
especially if you have an open fire. If it's hot, make sure your home is coo

I Put out fresh flowers, but don't clutter the space with decorations. Every:
has different tastes and it's difficult for a buyer to imagine the home as
own if it's filled with your idiosyncratic style [this may mean storing away
collection of hubcaps!).

I A home which smells beautiful will seem more attractive to buyers. Mak:
sure your home is properly aired out. Put out potpourri or bake somethin
the oven, but avoid incense or other strong aromas.

I Remove all your valuables.

B Don’t hang around the property during the inspection. You may get in the
of the agent and/or prospective buyers.
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missing information that a purchaser’s
solicitor will be asking for at some point
which will just slow the negotiation process
down and can cause a hot buyer to go cold
and put your property into the ‘too hard’
basket category.”

According to McGrath, in NSW a contract
must, by law, be available for inspection prior
to the property being offered for sale.

Bright encourages sellers to include a
survey, final sign-off certificate from council
for any building works that may have been
carried out on the property and a current
149 certificate for NSW (or the equivalent
in your state or territory). (Section 149
Planning Certificates contain information
on how a property may be used and the
restrictions on development.)

McGrath adds that if there’s a current lease
on your rental property, you'll need to check
the expiry date and termination requirements
and advise your solicitor accordingly.

7. UNDER PROMISE AND OVER DELIVER
Bright says it important to be factual in the
advertising you use to promote your prop-

erty and, where possible, you should “under
promise and over deliver in some way”.

“In an industry that over promises all day
long and seems to constantly under deliver,
to make your property stand out, do the
opposite,” he says. “For example, don’t
overstate the property in the advertising and
say it’s five bedrooms when one of the rooms
is really only big enough to be a study, or
don’t advertise a standard bedroom as a
double size bedroom if it's not. A separate
toilet is not a second or third bathroom or
ensuite, it’s just a separate toilet. Don’t
advertise it’s a private backyard if it’s not,
or say ‘room for two cars’ if the truth is they'd
only fit if they were minis.”

8. OFFER SOMETHING EXTRA

Bright says including a piece of furniture
with the property could be enough to cinch
the deal if a buyer has to choose between
two properties.

“For example, if you had a really nice water
feature or 42-inch TV mounted on the wall,
justinclude that in the contract of sale to go
with the house or apartment. Not only will

it make your property stand out, people will
focus on the free TV over negotiating down
to the last $1000, as these days you can buy
one for that for your new home and you save
on moving the old one.”

9. VENDOR ADVOCATES

We're all familiar with buyer advocates (or
‘buyers agents’) but what about advocates
who work on behalf of sellers?

“It’s a professional service that’s growing
in popularity,” claims Hugh Jones, director
of Synergy BSM.

According to Jones, vendor advocates
come at no additional cost to sellers, as their
fee is taken out of the agent’s normal
commission. He says vendor advocates can
interview potential agents, establish sales
objectives, oversee the entire sales campaign
and act as the day-to-day contact between
the agent and the vendor.

And “a vendor advocate will provide advice
on the most effective advertising for your
property, which may not be the one-size-
fits-all model that benefits the agent’s own
profile,” he adds. api

Property Investors: How To Make
2011 Your Best Year Ever

IF you have big plans for advancing your
property portfolio in 2011, now is a great
time to arrange your New Year Loan
Portfolio Review with Trilogy Funding.

The New Year Loan Portfolio Review is a
strategic take on your current and future
financing requirements, aimed at ensuring
you meet and exceed your investment goals
in 2011.
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DURING YOUR LOAN PORTFOLIO REVIEW
WE WILL:

I Review your current or proposed loans
and structuring

I Identify where you may be giving away
too much security to your lender (plus
how to put more power back in your
hands)

I Double-check that your portfolio is
structured for maximum tax-effectiveness

1 Compare your current rates and fees with
available alternatives

I Assess your future funding requirements
in light of any planned purchases

EXTENDED BY POPULAR DEMAND: FREE BOOKLET

Request your copy of the Investment Property Finance Guide now. This
19-page booklet explains in non-technical language what every investor
needs to know about property finance.

Why Trilogy Funding?

other mortgage brokers,
Trilogy Funding works exclusively with

Unlike most

property investors and their professional
advisors to help build a more stable,
flexible and profitable property portfolio.
Supporting your long-term success is our
priority.

To arrange your
New Year Loan Portfolio Review

CALL 1300657 132 NOW
Offer ends 31st January 2011

TRilO3Y

investment property funding

Sydney - Melbourne - Brisbane
Adelaide - Canberra - Perth

Request your copy now by completing the form here:
www.TrilogyFunding.com.au/Booklet

FEBRUARY 2011 AUSTRALIAN PROPERTY INVESTOR 23



