What You Really Need
to Know about Selling
Your Property
IN 2015 AN ESTIMATED 484,000 homes went under the hammer, making buying and

selling property one of Australia’s favourite pastimes. Yet, despite what that figure
suggests, most of us will only experience the process of selling our homes once,
maybe twice, in our lifetime. As a result, the process of selling property often remains
a bit of a mystery that’s both exciting and at the same time, stressful.
This guide has been created to eliminate the many mysteries of selling property and,
in preparing you, alleviate much of the stress. Each section covers an important step
in nearly every residential sales campaign, from clarifying your objectives through to
what actually happens on settlement day.
That being said, if we could distill all of the suggestions and recommendations made
in this guide down to one, overarching principle, it would be the following: Do your
research. As your largest and most valuable asset, you need to get it right the first
time, because in real estate sales, there are no do over’s.
To continue your research on buying and selling property, you can also visit our blog,
which contains the latest news and insights on the property market, or register your
interest in our property valuation service.
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1. Be Clear about Why You’re Selling
FINDING A REAL ESTATE agent is often the very first step people take when beginning the journey of
selling their home. However, determining ― and becoming crystal clear ― about your motivations
for selling is best done even before you speak with an agent.
Selling property is dependent on many things including favourable market conditions, a skilled real
estate negotiator and an efficient marketing campaign. However evaluating whether the sale of a
property has been successful or not depends on what the goals for it were in the first place.
Obviously, there’s a certain price you’d like to sell your home for, but say you don’t reach that goal
price? Will you know what to do then? The answers to this and other questions that may crop up will
come by clearly defining what your motivations are for selling in the first place.
Whatever reason you have for selling, it will, undoubtedly, figure in your decision making at each
and every point in the sales process. The reason it’s important to be clear on your motivations and
goals now, is because the average Australian home spends just 39 days on the market, although in
certain capital cities, such as Sydney, for example, the average home is on the market just 27 days.
The sales process is fast, and you’ll potentially be thrown a lot of curve balls along the way. A good
real estate agent will keep these at a minimum, but you’ll still be required to make a lot of decisions,
like should you have your home professionally styled? Are you happy with the proposed marketing
campaign? Will you accept a pre-auction offer?

Running through scenarios
It’s easier to make these decisions, especially when you don’t have the luxury of time, if your
motivations and goals for selling are rock solid in your mind. Run through the many possible
outcomes of putting your home up for sale, and consider what you will do in each instance. Some of
the possibilities to consider, and how you would handle each one, include:
●
●
●
●
●

Pre-auction offers
Setting the reserve price
What if the reserve isn’t met?
What if buyer interest is low?
Negative buyer feedback; how will you deal with this?

Once you’ve appointed a real estate agent to sell your home, discuss with them your circumstances
and reasons for selling, as well as your ideal sales price.
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2. What’s Your Property Worth?
The price you’d like to get for your property and how much it’s actually worth, are obviously
two very different, but equally important, aspects of a sales campaign. In order to determine the
former; first work out the latter. It’s often not until they are sitting in a real estate agent’s office
that many vendors actually consider how much their property might be worth. While it’s true
that a real estate agent is one of the most qualified people to give you an appraisal of your home,
it’s best if you also have a good idea of your home’s value.

Determining the value of your property:
The bank appraisal
A good place to start is with a bank appraisal of your home. The bank uses the same methods a
real estate agent does to determine the property’s worth, which includes:
●
●
●
●
●

Recent, comparable sales
Location and zoning
Overall size and number of rooms
Vehicle access to the property
Building structure and condition

A bank’s appraisal of your home, however, doesn’t necessarily
reflect its true market value; in fact, bank appraisals are often
between 10 and 15 percent lower than market value.
A bank appraisal is used to determine how much money the bank
will lend you, which is set at a figure lower than the perceived
market value to ensure the bank can recoup its money quickly if
you default on the loan. So while it’s helpful to know what the
bank values your home at, especially if you’re selling in a
depressed market, a bank appraisal should really only ever be
used as a starting off point.

Note:
A bank appraisal doesn’t take
into account a property’s
intangible assets that make it
appealing, such as character or
landscaping, even though these
factor highly in a buyer’s
consideration of a property.
You can, and should, research
the recent, comparable sales in
your local area before meeting
with an agent.

Researching the market
The previous week’s private treaty and auction results are published in most local and
metropolitan newspapers which will inform you what prices homes are fetching in your local
area. For a more comprehensive picture of property values in your area, however, the property
websites realestate.com.au and domain.com.au both provide recent sales results for properties
listed for sale. Due to the vast number of properties listed both for sale and rent on both
websites, they’re also able to provide fairly comprehensive suburb profiles, which include
information on demographics, market trends and sales data.
You can also use propertyvalue.com.au (formerly myRPdata), Australia’s largest provider of
property information and analytics, to get a free estimated value of your street address. Just
keep in mind that, as an online tool, drawing on recent sales in the area from multiple historical
sources, such as realestate.com.au and domain.com.au, it is only an estimate.
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It may be tempting at this juncture to go out and have your property appraised by one or more
real estate agents. However, we suggest that now that you know how much your property might
be worth, it’s a perfect time to take a good, hard look at your home through objective eyes, while
you have the benefit of time on your side, and assess its overall condition.

3. Have You Taken a Good Look Around Your Home?
Repairs and maintenance
There’s a difference between minor repairs and a complete refurbishment. Once you’ve engaged
your chosen real estate agent to sell your home, you can ask them for their expert opinion on
what you need to do to prepare your home for sale. Their eagle eyes will often spot problem
areas that you may have overlooked and they will also know what potential home buyers tend
to pick up on.
However, before you even seek any market appraisals, or speak with agents about sales
campaigns, take a good look around your home. Do you notice anything that needs to be
repaired? This might include a creaking door, a broken front step, or perhaps loose or rotting
decking on the back porch. Now is a good time to make those repairs before you speak to or
engage a real estate agent.

Painting
One of the most cost-effective ways to revitalise your home for prospective buyers is to give it a
paint job, particularly if there is any peeling paint, watermarks or other signs of wear and tear
you’d like to cover up. A couple of tips to keep in mind, though, include:
●

●

●

Use neutral tones — beiges, off whites, etc. They make spaces look bright and clean, and
give the illusion of space. They also make your home appear as though it’s a blank
canvas, and help buyers to imagine all the things they’ll do with your home once it’s
theirs.
Plug up any holes in the walls — from where pictures were once hanging or where
they’ve been bumped and chipped over the years — and then sand them down before
painting the surface.
Remove any old wallpaper completely. Wallpaper may be making a comeback, but it’s an
acquired taste. Don’t make the mistake of painting over the wallpaper instead of
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●

removing it first. You may save some time and effort, but it’ll send the wrong message to
buyers, and that’ll cost you in the long run.
Don’t forget the doors and window sills, which in the case of the latter, are usually
always in desperate need of a paint job. Remove all peeling paint beforehand, and make
sure to paint the inside and out.

Kitchen and bathroom
These tend to be deal breakers for buyers because they’re the areas of a home that people aren’t
inclined to live with if they’re in need of repair. Although, typically, these are big jobs, older style
kitchens and bathrooms can be given a cheap, yet effective, facelift quite easily. Even if your
kitchen or bathroom don’t need repairs per se, you should still consider sprucing them up.
●
●
●
●

Fix any drawers or cupboards that need repair — replace hinges, tracking or any
cupboard doors if necessary.
Replace the washers in leaking taps.
Repair or replace broken or water damaged vanity units or bathroom cupboards.
Give your bathroom an instant upgrade by simply replacing the toilet seat and shower
curtain.

Home exterior
Although we’re told not to judge a book by its cover, unfortunately, many of us do — and the
same can be said for property. Ensure your home gives a good first impression right from the
get go, by carrying out any repairs or maintenance to the exterior.
●
●
●

Repair and paint your front and other fences around your home. Make sure your front
gate opens easily — rehinge and replace any locks and catches, if necessary.
If your property has a lot of trees and bushes or shrubs, make sure they’re not
overgrown by pruning them back and weeding any garden beds.
Clear gutters and downpipes and repair or replace any cracked or broken roof tiles.
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Plumbing and electrics
Any buyer seriously interested in purchasing your home will have a building and pest
inspection carried out before making an offer or going along to the auction. If a building
inspection turns up faulty wiring or plumbing, this will put you at a disadvantage by
significantly reducing the number of interested buyers. If you’re aware of any faulty wiring or
plumbing problems, make sure you have it tended to before buyers have their own inspections
carried out.

Remember:
Repairs do not add value to a
home. They do, however, help
you to achieve your asking
price.
That’s an important distinction
to make, because there are
plenty of vendors who believe
that, since their house was
recently rewired, it’s now
worth more than if it hadn’t
been rewired.
It’s not. But it will reduce the
number of faults prospective
buyers can pile up as reasons
not to pay your asking price.
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4. Finding the Right Real Estate Agent
The task of finding a suitable real estate agent to sell your home can feel, at once, daunting and
laughably straightforward. With what feels like a real estate agent located on every street
corner (in fact, there are 35,000 real estate businesses operating in Australia, more than 12,000
of which operate out of New South Wales alone), each boasting of their recent successes selling
property and the outstanding results they achieved for their vendors, it may seem impossible to
select just one of the many. For this reason many people use word of mouth and go with the
agent their friends, family or neighbours bought and sold their property with.
This is a good starting point. It’s important to appoint an agent with knowledge of and success
in your local area. But it’s equally important that you appoint someone you feel comfortable
with, especially since it may be necessary to share with them your personal circumstances for
selling, as we discussed in earlier sections of this guide. Before appointing an agent, no matter
how highly recommended they come, consider your options carefully.
Refer back to your research of the recent sales in your area. Which agents have listed and sold
the most homes similar to yours? How quickly are their listings selling? Do you like the way the
agents are marketing and presenting the homes for sale? What marketing campaigns are they
using for their vendors and what is the predominant sales method? Try and narrow your list of
agents down to less than five, or you may end up feeling confused above anything else.

Industry tip:
“If you call up four agents and tell them they’re all up against each other
to list your property, they’re all giving you advice from a place of fear. I’d
approach things a little differently.
“I’d have a catch up with one or two agents; have them over and find out
who they are — what they’re about and what they enjoying doing.
Where do they live? Do they have kids? What do they think the market is
like? What’s their advice around buying first or selling first?
“Once you’ve decided which agent you want to use, let them know and
get them to come back and visit you a second time. Now that they know
they’re actually going to be selling your home they can give you truly
honest advice that isn’t influenced by trying to win your listing.”
— Derek Farmer, Sydney real estate agent for 10 years
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Narrowing it down
You might then decide to call the agents who appealed to you. When it’s time to meet with them,
be sure to ask lots of questions. If, at any point, you feel an agent may be pressuring you to go
with them — or, by contrast, they don’t appear interested in your business — they probably
aren’t the agent for you.
The questions you ask may focus on:
●
●

●
●
●

Commission and fees — in Australia, the national average commission rate charged by
agents is 2.26%, but this varies, based on the property, local market and the agent.
Advertising and marketing options — a combination of print and online advertising is
generally recommended, but there are other options, still. Ask each to agent to explain
their recommendations.
Sales methods — auction and private treaty are the two most common sales methods,
but there are others that may be more suitable for your property and circumstances.
Appointment types — this affects who can sell your property and who is entitled to the
commission once it has sold.
The local market — talk with each agent about how the local market is faring presently,
and how that may affect the sale of your home.

Ask for an appraisal — the agent may give you an general idea of what you can expect to sell
your home for, based on the local market, recent sales, the number of bedrooms, and so forth,
but the agent should personally inspect your home in order to provide you with a
comprehensive appraisal.

Evaluating an agent’s skills
When selecting an agent to list with, avoid selecting those with the lowest commission or who
value your home as being worth much more than the other agents and your own research
turned up — you should likewise be wary of agents who underquote, which is illegal in some
states.

What You Really Need to Know about Selling Your Property
www.sellingyourproperty.com.au

You should also be clear on what the agent’s fees and commissions cover, so you know right
away whether there will be any other costs. It’s customary, for example, for the vendor to pay
for any marketing and advertising costs, as well as the costs associated with auctioning a
property.
In the end, you will no doubt have several different reasons for selecting your agent of choice.
For many people, it boils down to the person you have the best rapport with.

Selecting an agency agreement
When listing your property with a real estate agent, you’ll be asked to sign an agency
agreement. An agency agreement is a contract that gives the agent the authority to act on your
behalf in order to make the sale. We talk about the contents of an agency agreement in Part 7 of
this guide.
Just as there are different sales methods for selling property, there are also different agency
agreements, which likewise determine how an agent will sell your property. Here are the most
common types of agency agreements:
1. Exclusive agency agreement: This is the most commonly used agency agreement,
because it gives the sales agent the exclusive right to represent the vendor and find a
buyer for the property for a specified length of time. This is the preferred agency
agreement of most sales agents, because it guarantees the agent a commission, even if
the vendor finds a buyer for their property themselves.
2. Sole agency agreement: This agreement, while it gives the agent the exclusive right to
find a buyer for the vendor’s property for an agreed period of time, doesn’t prevent the
vendor from finding a buyer for their property themselves. If the vendor finds the buyer
for their property themselves, then no commission is payable to the agent.
3. Open agency agreement: Sometimes called a General Listing Agreement, this type of
agency agreement allows the vendor to list their property with multiple agents, with the
commission only payable to the agent who sells the property. The vendor is still also
allowed to sell the property themselves, without paying a commission to any of the
agents. This agency agreement can be cancelled, by the vendor, any time in writing.
4. Multiple listing agreement: This type of agreement occurs when an agent, who is part
of a network of agents, shares the listing with the other agents in that network. When
the property is sold, the vendor pays the commission to the agent they signed up with,
who then shares it among the other agents.
5. Auction agency agreement: This agreement is effectively an exclusive agency
agreement, where the property is listed for auction.

Ending the agency agreement
With the exception of an open listing agreement, each type of agency agreement is binding for a
previously agreed upon period of time, usually between 30 and 90 days, but in some cases may
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be as long as 6 months or even a year. If the agreement is open ended, as in the case of open
listing agreements, the agency agreement must state how the agreement can be ended — for
instance, in writing. Make sure you’re aware of the notice period to end an agency agreement
before signing.
The type of agency agreement and the terms contained within it (see Part 7 for more detailed
information on this) should also factor into your decision to appoint one agent (or agents) over
another. You should feel comfortable with, not just the agent’s communication style and the
terms of the agency agreement, but also the marketing campaign and the sales method
proposed they propose to sell your home, both of which are discussed in the next two sections
of this guide and should be considered carefully before signing up with an agent.

5. Which Sales Method Will Work Best for My Home?
When you’re speaking with prospective agents, always ask them which sales method they think
is most suitable for your property. In choosing the right sales method for your property, the
agent will take into consideration a number of different factors, such as the local market, buyer
demand for your property and your personal situation.
The sales method each agent suggests for your property should factor quite highly in your
decision to appoint them to sell your home. Typically, private treaty or auctions are the more
common ways to sell property, but there are other options available, which, depending on your
property and its location, may be better suited to you.
Before you settle on any particular sales method, make sure you understand how each one
works, so you can make an informed decision. The most common methods for selling property
include:
Private Treaty: A private treaty sale involves publicly listing your property for a price that
reflects the current market value of the home. Buyers then make offers to your agent that you
either accept, negotiate on, or decline.
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Pros
●
●
●
●

There is no pressure to accept an offer that doesn’t meet your needs
Vendors can receive multiple offers from buyers
The vendor has control over how long the property will stay on the market
It’s suitable in areas where buyer demand isn’t high or where it’s seasonal.

Cons
●
●
●

Without a deadline, the process can become long and drawn
out
It can be difficult to set the right price that will attract
buyers
Accepting offers is sometimes fraught, as you never know
whether a better one will come along.

Auction: This has become one of the most effective ways to sell
property in Sydney and other capital cities where buyer demand is
high and stock is low. Most auction campaigns run for between four
and six weeks, and culminate on auction day. There is no cooling off
period with an auction.
Pros
●
●
●

Auctions can be a fast and efficient way to sell your
property for the best price
Vendors are protected by a reserve price
Properties that are in high demand often receive multiple
offers before auction day, further speeding up the sales
process.

Remember:
It’s unwise to go with an agent,
or to settle on a sales method,
simply because that’s the only
way that agent sells property.
Auctions aren’t suited to every
property, just as tenders aren’t.
Choosing the wrong sales
method early on in the
campaign can be costly,
especially if your home doesn’t
sell, so make sure you’re
choosing a sales method that
you feel is right for your home,
rather than one that seems to
be more convenient for the
agent.

Cons
●
●
●

If bidding doesn’t meet the reserve and it’s passed in, it could appear to buyers that the
property is overpriced
Auction campaigns require significant advertising and marketing to generate buyer
interest
There are costs associated with going to auction, such as hiring the auctioneer.

Tender (Expressions of Interest): This method is primary used by vendors wishing to sell
their property discreetly. Selling a property by tender is a lot like having a silent auction, where
the vendor receives confidential bids from buyers who don’t know where there are other
buyers bidding. This method works best for properties that are unique and in high demand; it’s
a particularly method for selling prestige property.
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Pros
●
●
●

There is no publicly listed selling price
The vendor has control over the sales timeframe and the price the property is sold at
Some buyers may make an offer that’s higher than expected.

Cons
●
●
●

Buyers have no indication of true market value, which may result in lower bids
Some buyers are turned off by the sale process, especially the price being withheld
Marketing and advertising costs are often expensive, given the method attracts fewer
buyers.

Talk with each agent about the sales method they recommend and why. Ensure their rationale
for a particular sales method gels with the main selling points of your home, as well as your own
personal situation.

6. Presenting Your Property at its Best
Now that you’ve appointed a real estate agent, the countdown is on. Your agent will want to
discuss the timing of your sales campaign and set a kick off date for as soon as possible. Most
vendors have, at the very outset, a couple of weeks before their sales campaign begins. The first
day of your sales campaign will coincide with the day the first ad goes in the paper, a listing
appears on the internet, or a signboard is erected in your front yard.
None of those things — not the newspaper ad, not the online listing, not the signboard — can
occur until your home has been professionally photographed. If you’ve ever tried to sell
anything before, be it a car, fridge or some other piece of furniture, then you knows how the
camera picks up on everything, and suddenly, that innocuous pile of magazines in the corner of
your lounge room pulls focus from the leather lounge you’re trying to showcase.
Only you’re not trying to sell a used leather lounge. You’re trying to sell your largest asset.
Spend the lead time until your first newspaper ad or online property listing is scheduled to
appear, preparing your home for sale.
We discussed repairs earlier on in this guide, so any creaky doors or broken front steps should
have already been rectified long ago. Your time now should be spent removing any surplus
furnishings so your home is looking clean and tidy — you should also have your lawns mowed
and gardens tidied.
Be sure to ask your agent for advice here; they see many people attend open homes and are
always receiving feedback; it’s almost always useful to get their objective opinion.

Staging and styling your home
It’s likely that your agent will recommend staging your home, both for the photography and
inspections. Staging a home for sale involves removing personal accents and signs of your own
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personal interests, unless it’s in keeping with the overall theme of the home itself — for
instance, surfboards can work if the home is a beach house.
You have the choice of staging your home yourself or hiring a stylist to do this for you.
Depending on how much work there is to be done, it may be easier to hire a stylist to consult
with you, at least in the initial stages anyway. The goal of staging a home is to make sure the
property appears to the widest array of potential buyers, so it’s always helpful to have the
opinion of a professional.

Vignette staging

Vignette staging involves either moving the majority of your furniture out or, if you’ve already
moved out, renting furniture and accessories that you can bring in to give buyers a general idea
of how each room of the house can be used.
Most professional stylists recommend decorating a room using the rule of three — that is, three
items of furniture in each room. A bedroom, for instance, would use a bed, bedside table and a
lamp. This gives the buyer just enough information to begin imagining how they would furnish
your home once it’s theirs. Vignette staging also gives a home the appearance of space, which in
property sales, is prime real estate in itself.

If you’re still living in your home until it’s sold, vignette staging is obviously impractical. In this
case, you need to be really discerning with the furnishings that you do leave in your home. Try
to pack and store away many of the items you won’t need while your home is being sold —
avoid storing these items in other parts of your home, as this will give your home the
appearance of being cluttered.
The importance of staging and styling your home will be felt when it comes to having your
property photographed for the signboard, online property listing, newspaper advertisement,
and any other sales collateral that’s being used to market your home to buyers. We discuss
marketing in greater detail in the next section, including the benefit of using a combination of
both print and online advertising.
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7. Marketing to Achieve the Highest Price
It’s a given that every vendor wants to sell their home for the best possible price as quickly as
possible. But in order to achieve that, you need to attract as many interested buyers to your
home in the shortest amount of time. It doesn’t matter how great your home is, how
wonderfully presented it is, how hard you’ve worked at preparing it for sale; if no one knows
about it, the chance of a quick sale for a good price is substantially reduced.

More ways to market than ever before
Today, a sales campaign can utilise online advertising, social
media, email marketing, print marketing, print advertising (the
list goes on and on and has expanded significantly in only the past
two years), to reach potential buyers, but that doesn’t mean the
process has been made any easier. In fact, the opposite is true.
For instance, think about this for a moment. Twenty years ago,
you’d list your home with an agent, who would arrange a
signboard and for advertisements to appear in your local
newspaper. Maybe you’d also do a letterbox drop, but more often
than not, it wasn’t necessary — anyone actively looking to buy
property would scour the real estate section of their local paper,
including those who were just passively looking to buy.
When the internet was thrown into the mix, audiences were
fragmented. What this means is that all those people you used to
capture with just one print advertisement have now been divided
into small groups, who are each consuming media in a diverse
array of formats. Your target audience remains the same; it’s just
that now you have to work harder to find them.

Selecting the right marketing ‘mix’
There is still a prevailing school of outdated thought among some
agents that online advertising on its own will deliver a greater
pool of potential buyers from other suburbs and regions, than,
say, local newspaper advertising. This isn’t true. Australian
Bureau of Statistics data has consistently shown that, when
people move house, 60 percent of them move a distance of just 09 kilometres from their former residence.
If a buyer does choose to move out of their local area, it wasn’t the
internet that inspired them to do so. They decided to move for
any number of reasons — for work, lifestyle, or budget reasons —
and the internet may have helped them come to that decision, but
it did not, alone, suddenly inspire a family of three in inner
western Sydney to make the move to the northern beaches.
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Think of Apple…
In many ways, putting your
home on the market is no
different to a company like
Apple launching a new product.
And Apple never launches a
new product quietly.
Indeed, the reason for Apple’s
recent overwhelming success is
not just that it creates great
products, but that it executes
masterful marketing
campaigns to support the
launch of each great, new
product. The reason: to entice
as many people to buy their
product in as little time as
possible.
But, you’re thinking, you don’t
have the same amount of
money to spend on marketing
and advertising, the way Apple
does. True, you don’t. But you
also don’t need to attract
nearly the same number buyers
that Apple does — in 2013,
there were 600 million Apple
users. You could call it a day
with just 6 seriously interested
buyers. So it’s all relative.

People managed to move great distances for years and years before the internet made property
advertising possible. Don’t fall into the trap of thinking that years and years of buyer behaviour
has been altered just because you can now advertise your property online. It hasn’t. The
challenge, then, is not in selecting the right one marketing option, but to select right marketing
mix.

Breaking down your buyers
If you were Apple, launching the Apple Watch, you’d have to
spend a boatload of time researching buyer behaviour, the
marketplace, and conducting focus groups to determine the best
way to present your new product to your target demographic; in
the places they are most likely to notice it.
Luckily for us, selling a property is not nearly that complicated,
since the practice is as old as the day is long. Most of what we
need to know about our buyers is already freely available; we just
need to look it up.

Remember:
If you are to attract as many
potential buyers to your home
as possible, you cannot use one
marketing option to the
exclusion of all else. Be very
wary of agents who tell you
otherwise.

Broadly speaking, most buyers can be broken down into four
distinct categories:
1.
2.
3.
4.

First home buyers
Buyers looking to upsize
Buyers looking to downsize
Investors

Within each group, you will, of course, find those people who are moving due to work or family
commitments or for lifestyle reasons, but they generally fall into one of those four categories,
which also closely correlate with a person’s life stage. First home buyers in Sydney, for example,
are typically younger couples who tend to buy units and apartments, due to the high cost of real
estate there. According to the Australian Bureau of Statistics, the average first home buyer
spends around $340,000 on a home; the median house price in Sydney is $900,000.
If you’re selling a unit in Sydney, and it’s priced within what first home buyers are typically
spending to get a foothold in the market, then there’s a good chance that those are the people
who will turn up to inspect your home. But there’s also a good chance that you will capture
another end of the market — investors and buyers looking to downsize, groups that both tend
to be older (again, broadly speaking).
So you’ve got three different groups of potential buyers — how will you market your property
to them? When a property is likely to attract a buyers from a broad range of life stages, the best
route is the mass market one — newspapers, online advertising, signboards.
Because the internet is an incredibly efficient organising tool, particularly those websites that
allow you to filter search results by a certain criteria set by the user, print advertising has
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become an even more vital component of nearly every property marketing campaign, simply
because a newspaper cannot be filtered to the taste of the reader.
How you choose to market your property is a discussion you should have with your sales agent,
but it helps to understand the benefits of utilising print and online advertising, where necessary,
to ensure the greatest amount of exposure for your home. Consider the following statistics,
according to RP Data:
●
●
●
●

Just 3 out of 10 people search as far as Page 2 of online property listings
8 out of 10 people aged 55+ read the newspaper each week
Online property listings receive an average of just 46 visits per property, per month.
The average selling price of properties in Sydney which were advertised through an
amalgamation of online and print media amounted to $817,982; whereas the figure for
properties using online advertising alone averaged a selling price of $694,000.

How much should you spend on marketing?
As a general rule of thumb, you should expect to spend around one percent of the value of your
home on marketing. In the right market, at the right time, and with the right agent, you
shouldn’t expect to spend much more than that. How you spend your marketing budget,
however, depends on the property type, buyer demand, its location, and the sales method.
Clearly a two-bedroom apartment in the Sydney CBD is likely to attract greater buyer interest
and sell faster than a four-bedroom house in regional Australia. In marketing the two-bedroom
unit, a vendor may decide to place a small number of larger print ads in the first 21 days of the
sales campaign, while the house in regional Australia may opt for the opposite: decreasing the
size of the ads so they can run more of them.
Be wary of agents who estimate a marketing figure greatly higher or lower than the one percent
mark. If you are quoted a figure that differs significantly from the
one percent rule, ask the agent to explain their marketing plan.
In some cases where an agent has quoted a marketing spend
significantly lower than expected, it’s because they have separated
the cost of the signboard or leaflet printing from their marketing
plan, which is why it’s always important to ask.
It’s worth noting now that, after your agent’s fees and
commission, marketing is the next greatest cost associated with
selling your home. But it’s also an investment in your property.
There have been many changes in the property market, but one
thing has remained constant: the more buyers you reach through
marketing, the better chance you have at achieving the highest
sale price for your property.
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Remember:
Although the frequency of your
marketing campaign is
something best worked out in
consultation with your sales
agent, it is safe to count on
spending around one percent
of your property’s market value
on marketing.

8. The Legalities of Selling Property
Perhaps one of the most overlooked aspects of selling property is the legal obligations of each
party. Each person involved in the sale of your home — this includes you as the vendor, your
agent, and the buyer — have a specific set of legal obligations you must adhere to in order for
the sale to proceed and be legal under the relevant laws in your state or territory.
The first legal contract you will need to review and consider carefully is the agency agreement,
which is the contract between you and the real estate agent appointed to sell your home. An
agency agreement is legally binding and means you’ve authorised the agent to do certain things
for you in relation to the sale of your property — such as arranging advertising and inspections
and taking deposits from buyers.

Do you need a conveyancer or a solicitor?
Conveyancing is the process of transferring the legal title of a property from one person to
another, and is one of the final and most critical steps in the sales process. There are kits that
you can purchase, which will take you through the conveyancing process, however, due to the
complexity of varying state and council laws surrounding conveyancing, we do not
recommended it.
In most states and territories, conveyancing involves the
following:
●
●
●
●
●
●
●
●

Prepare the Contract of Sale
Carry out title searches
Check for encumbrances or restrictions on the property
Ensure rates, land tax and water consumption charges are
paid by the appropriate party
Arrange for the payment of fees and charges
Prepare all legal documents
Arrange mortgage discharge
Settlement

Tip:
Regardless of how well versed
you are in the conveyancing
process, we still believe you
should hire a professional to
assist you with the sale of your
home, and, to be honest, the
sooner the better.

The question of whether or not you should hire a conveyancer or
a solicitor, however, largely comes down to personal preference. If
you already have a relationship with a solicitor who also
specialises in conveyancing law, then you may wish to utilise that
firm, rather than finding a conveyancer, with whom you have no
previous relationship. Some vendors choose use the conveyancer
who helped them purchase the property in the first place.

The conveyancing process in
Australia typically takes 4 to 6
weeks, so it’s unwise to leave it
until after you’ve accepted an
offer from a buyer to speak
with a conveyancer or solicitor.

Though the fees a conveyancer charges vary from the fees charged
by a solicitor who specialises in conveyancing law, both provide
the same service. If the sale of your home is particularly complex,
you may wish to appoint a solicitor who specialises in other areas
of property law, as well as conveyancing, to avoid needing to hire
a solicitor later.

Realistically, a conveyancer or
solicitor should be the next
professional you speak to after
appointing your sales agent.
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If you’re unsure how to find a conveyancer or whether or not the sale of your property is
complex enough to warrant hiring a conveyancing solicitor, ask your agent for advice. They may
also be able to recommend a local conveyancer to help you prepare the necessary documents
and contracts you’ll need for the sale to go ahead.

The content of an agency agreement
The agency agreement must also outline your obligations as the vendor, as well as any
commissions and fees you will need to pay. A typical agency agreement will include the
following:
●
●
●
●
●
●
●
●
●

The services provided by the agent
The cost of the fees you must pay for those services
The circumstances in which the agent will be paid — i.e., commission is usually paid
once the property is sold
How and when the payment is to be made — i.e., the agent can deduct their commission
from the deposit paid by the buyer
Information about when you might have to pay commission to more than one agent
The extent of the agent’s authority to act for you — i.e., whether the agent is allowed to
exchange the sale contract or make changes to it for you
The agent’s estimated sale price, which may be a single price or a price range — if a
price range is used, the highest price cannot exceed the highest price by more than 10%
The agency agreement cooling off period — this is usually one business day
How to cancel the agreement during the cooling off period — in writing and signed by
you or your solicitor.

The agency agreement may also make reference to the Contract of Sale or the Vendor Disclosure
Agreement (VDA). By law, a property cannot be listed as being for sale until a Contract of Sale
has been prepared. This contract contains all the information relevant to the property itself,
such as:
●
●
●
●
●

Copy of the title documents
Drainage diagram and the Zoning Certificate (s 149)
Property exclusions — i.e., blinds or curtains not being sold with the property
Swimming pool or spa current Certificate of Compliance
Any documents creating easements, rights of way, restrictions or covenants.

If you’re selling a strata title property, which most apartments are, as well as some townhouses,
then you’ll also need to include the following information in your Contract of Sale document:
●
●
●

The property certificate for the lot and common property
Strata plan, which shows the lot
Any change of the by-laws affecting use of the common property.
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Vendor warranties
When you put your property on the market it’s assumed that you are, unless specified
otherwise, making certain promises about it, including that:
●
●
●

The land isn’t subject to any adverse affectation — i.e., government proposals that might
affect the land
There’s no sewer on the land that isn’t shown on the drainage diagram
The zoning certificate gives an accurate picture of the land at the date of the contract.

If, for any reason, the contract doesn’t comply and there turns out to be a problem with the
property — say, the buyer discovers there are government plans to use part of the land — then
the buyer may be able to cancel the sale, and you will have to return their deposit without
penalty.
Most of the terms included in any contract of sale are standard, which means they’ve been in use
for many years and are considered fair to both the buyer and the vendor. That being said, it’s
not uncommon for a buyer to want to negotiate the terms of the sale — most commonly, the
buyer may wish to have a longer or shorter settlement period than is usual. The buyer may also
wish to make certain that certain items, such as blinds or curtains, are considered fixtures and
will be sold with the property.

Cooling off periods
A cooling off period is typically in nearly all property sales, with the exception of auctions, and
gives the buyer the chance to consider whether they still want to proceed with the sale, once the
excitement and buzz of having their offer accepted has subsided; it also allows the buyer to
carry out any building and pest inspections on the property.
In New South Wales, a five business-day cooling off period is applicable once the contracts have
been exchanged between the buyer and vendor. The buyer can waive their rights to the cooling
off period, if they have already carried out the necessary inspections and their solicitor or
conveyancer signs off on a 66W Certificate, which says that you’ve met all of the requirements of
the Conveyancing Act 1919.
If a buyer decides to withdraw from the sale during the cooling off period, the vendor is entitled
to withhold 0.25 percent of the purchase price, or $250 for every $100,000. If, however, the
buyer decides to withdraw from the sale because their inspections turn up a problem with the
property that contravenes your VDA or Contract of Sale document, then you are not entitled to
any compensation from the buyer; their deposit must also be returned in full.
At an auction, there is no cooling off period. The contract exchange occurs immediately after the
winning bid is accepted (or if the contracts are exchanged on the same day as the auction after it
is passed in) on the day of the auction, and the buyer must present their deposit, as well as
documents pertaining to their approved finance.
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Capital gains tax (CGT)
Although, as the vendor, you will not be liable to pay any stamp duty on the sale of your home,
nor any GST (as long as the property is strictly residential and has no commercial uses), you
may be liable to pay capital gains tax (CGT).
Capital gains tax applies to any transaction that results in a capital gain upon the disposal of an
asset. An asset can refer to shares, vacant land, a holiday home, business premises, a rental
property, and so on. Tax on a capital gain is charged to the difference between the purchase
price and the sale price of the particular asset.
The fees you paid when you bought your home, such as stamp duty, and the fees for selling —
the agent’s fees, marketing costs, etc — are added up and added to the cost base. For example, if
you bought your home for $500,000 (including stamp duty and other fees) and sold it for
$720,000 (with $20,000 agent’s fees), then CGT will apply to the $200,000 gain.

CGT exemptions
Capital gains tax only applies to properties purchased after September 20, 1985 and does not
apply to properties that are the vendor’s principal place of residence. If you’re selling an
investment property or a holiday home, then it’s likely you will be required to pay CGT on
whatever profit you make. The law surrounding CGT, however, is quite complex, so it’s wise to
speak with your solicitor if you’re at all uncertain about your CGT liability.

Property settlement
Property settlement is the final stage of the sale, when the buyer completes the payment of the
contract price to the vendor and takes legal possession of the property. This takes place after
the contracts have been exchanged and the cooling off period (if applicable) has passed.
The settlement period varies state-to-state, but a 60 day settlement is common in most states,
although in New South Wales, it’s 42 days. Settlement happens to be the next most-negotiated
aspect of the sales process (after the sale price, of course), so it’s not common for a vendor and
buyer to agree on a thirty, sixty or ninety-day settlement. If you’re also buying at the same time,
you may want to negotiate a longer settlement, while your buyer may wish to do the exact
opposite. It’s your solicitor’s job to negotiate the settlement period with the buyer’s solicitor.

On settlement day
Generally, your solicitor or conveyancer will meet with the buyer’s solicitor or conveyancer to
finalise the sale and ‘settle’ the purchase, so it’s not necessary for you to attend the settlement
meeting yourself. If you still have a mortgage over the property, a representative from your
mortgage lender or bank will also tend the settlement meeting. During the settlement meeting
the following will occur:
●
●

The finance lender will authorise payment of the buyer’s loan money and payment will
be made to the vendor
The buyer’s solicitor will authorise the vendor to collect the deposit money from their
agent, where it’s been held in trust
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●
●
●
●

Solicitors on behalf of the buyer and vendor will reconcile any adjustments that were
prepaid or accrued during the settlement period, such as rates
The title is transferred to the buyer
The vendor’s solicitor will organise for the Registrar General to transfer the home loan
Both parties will advise the agent in writing that settlement has occurred and that the
agent can release the keys to the buyer.

If the buyer misses the settlement day, you are entitled to charge the buyer interest — typically
at an amount of 10 percent a year, calculated daily. In some limited circumstances — if the
buyer’s finance falls through, for example — you may be able to cancel the sale.
Although the settlement meeting, itself, only takes a few minutes, it can be delayed for hours or
even days as each solicitor or conveyancer checks that all of the relevant paperwork has been
supplied and is correct. You solicitor or conveyancer will get in contact with you, however, once
the sale has been finalised and settlement has occurred.
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9. Final Considerations
We hope this guide has gone a substantial way towards demystifying the real estate sales
process. Selling property, by virtue of what it involves — disposing of your largest, most
important asset, and rather quickly — will never truly be stress free. Indeed, it’s wise to enter
this process with some degree of caution, especially when you’re meeting with real estate
agents, of which a small few may pressure you to sign with them straight away, regardless of
your thoughts or feelings on particular aspect of the plan they’ve laid out for you.
But in saying that, the experience shouldn’t be fraught. Although niggling feelings of stress are
common and expected — “Will the house be ready in time for the first inspection?” “I hope we
have a good turnout” — you shouldn’t be left feeling confused or excluded the sales process. You
should understand each step in process and feel in the position to be able to ask questions and
make decisions about the sale of your home.
If you’ve read this guide and you’ve done the work; that is, clarified your motivations and goals
for selling, researched the market, and researched sales agents in your local area — then you
should have the necessary knowledge to feel confident in all of the decisions you make
regarding the sale of your home moving forward.

Before you embark on the journey…
Start your journey by doing some research at our blog at www.sellingyourproperty.com.au,
which contains more articles on selling property. You can also sign up for our property
valuation service, where you will receive obligation-free property valuations from agents in
your local area. The valuations you receive from our property valuation service should
compliment your own independent research and go some way to helping you narrow your list
of prospective agents.
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