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Getting started
Selling your property is a big step, and the list of 
things to do is long. But there’s no need to panic. 
These days, you have more resources than ever in 
Australia to help you meet the challenge, and this 
comprehensive online sellers guide is one of them! 

We’ll help you go to market with confidence, knowing 
the costs involved, how to make the most of your 
property, how to team up with a great agent, how to 
maximise your sale price, and even what legal boxes 
to tick. It’s all here to help you sell better, smarter,  
and faster.
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What are the costs 
involved?
Before you get out the “For Sale” sign, it’s smart to 
get out the calculator first, and figure out what type 
of costs you’ll need to budget for. Of course, these 
fees can vary widely depending on your agent, lender, 
legal advisor and home makeover needs, but here is a 
handy example of the typical costs involved in selling 
an owner occupied home for $500,000:

• Agent $10,000 (2% commission)

• Advertising and marketing $2,000 - $5,000

• Auctioneer $400

• Solicitor or conveyancer $800

• Mortgage discharge $1,000

• Pre-sale renovations $1,000
• Moving $800

Total: $19,000 
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Knowing the market 
and pricing your 
property
It’s not just about location, location, location. The real 
estate market in Australia is fluctuating constantly, 
influenced by economics, our ageing and growing 
population, infrastructure, new housing supply and 
many other factors. For instance, a new light rail stop 
or an influx of empty nesters may give your suburb 
a sudden upswing. So it’s worth understanding the 
dynamics of your local market first before you choose 
your timing and name your price. 

It’s also worth keeping in mind that while properties 
often sell quite quickly in the turbocharged Sydney 
and Melbourne metro markets, properties in regional 
areas can generally take a bit longer. 

When to sell? 
So how do you pick your timing? Your own life and 
finances will always be the primary deciding factors. 
But once you’re in the mode, it’s important to judge 
your market. Here’s what to consider: 

Hot Market vs. Cool Market
A hot market is a sellers market, where there are 
more buyers than sellers and competition amongst 
buyers is fierce. This high demand usually drives up 
both listing prices and final selling prices, and makes 
properties quick to turn over. With more buyers 
around, there’s generally a stronger focus on the 
location, potential and price of your property, rather 
than a long list of features or maintenance.  

03 Pricing
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If you do need to sell in a cold market, it’s vital to 
set your price correctly, make sure your home is as 
bright and attractive as possible, and that you have a 
solid marketing plan. 

A cold market may sound like a disaster for you as 
a seller, but just remember, if you’re also going to 
be purchasing a new property, you could be moving 
sideways or up for a more reasonable price, and 
have your pick of the bunch as well. 

Spring or Summer vs. Fall or Winter
Spring is always the hottest time to sell, and if you 
go to market at this time, you will have plenty of 
competition from other sellers (who doesn’t know the 
familiar sight of buyers racing to squeeze in all those 
open houses on a Saturday?).

Summer is also a good time to sell with lots of natural 
light and gardens blooming, but remember to factor 
in the holiday drop-off when many Australians head 
overseas or interstate, and backyard cricket, rather 
than real estate, is top on their priority list. 

Fall can also be a busy period, when many people 
who have sold their properties during Spring and 
Summer are now looking to buy, or families wanting 
to upsize feel the sense of urgency before school 
starts again. 

Winter is often thought of as the worst choice. 
However, if you check out 2015’s auction clearance 
rates and price growth, this is a myth of the past, as 
the Australian property market is now proving active 
all year round. Still, with many sellers deciding to 
remain in hibernation, your home could prove the star 
attraction with less competition. 

Whichever season or market conditions you choose 
to sell in, an experienced quality agent can help you 
make the most of it to maximise your selling price.

Pricing your property
Is the price right? That’s a very good question and 
one you’ll want the right answer for, to attract not 
only buyers, but the right buyers. The good news is, 
you’ll find many independent resources to help you 
get a better idea of an accurate and achievable price, 
before you call on the estate agents. 

Tips to pricing it right
1.  Do a little homework. Many banks now offer 

free property reports and property apps. Or 
you can check out propertyvalue.com.au or 
realestate.com.au or onthehouse.com.au to see 
suburb reports and what properties have actually 
sold for in your area.

2.  Get out and about. Put yourself in a buyer’s 
shoes and stop into a few open houses around 
your neighbourhood to see how your place 
stacks up to similar properties. It will also give 
you a chance to see how agents market and 
handle buyers in action.

3.  Get a free property report at openagent.com.au 

4.  Ask for an agent appraisal. You should then get 
an appraisal from not just one, but two or three 
good quality estate agents. They should be able 
to give you an honest – not inflated – estimate 
of your home value, based on market conditions 
and the following factors:

  Location. Where your home is located, and 
even what street it’s on will have a major 
influence on its sale price. Is it in a popular 
neighbourhood, on a leafy avenue, close to 
local amenities such as public transport, good 
schools, bike paths, parks, shops and trendy 
cafes, or an easy commute away from major 
employment centres? All of these will attract 
interest and competition for your place.
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Condition. Demand for your home also depends 
on what state it’s in. Is it heritage or modern, 
attractive and well maintained or in need of a little 
love and attention? Has it just been updated with 
all mod cons, or have a huge backyard with plenty 
of room to expand? Making sure your home is in its 
absolute best shape possible, and highlighting its 
best features – even if that’s simply the potential to 
renovate – are the keys to driving up your final  
sale price. 

 

 Similar sales. Real estate agents will also base their 
appraisal on recent sales right around you. They’ll 
analyse their own figures as well as the competition’s, 
and look for similar properties in size, location, 
features, condition and appeal, to let you know how 
much you can realistically expect for your property. 

Ultimately, how much your property is worth is not 
an exact science, but it’s important not to make it a 
completely emotional choice either. We all generally 
think our home is worth loads, and should sell like 
hotcakes, but talk to your chosen agent first before 
settling on a final price range – after all, they’ve sold 
hundreds of properties in your neighbourhood, are 
talking to active buyers every day, and can look at 
your home objectively.
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Buying while selling
Out with the old, in with the new. But which comes 
first? It’s never an easy call. Here’s what to weigh up 
when deciding if you put up the sign, or put up your 
hand at auction first. 

Sell First
•   You can wait until you get the price you’re really 

happy with for your existing home with no pressure.

•   You can go shopping for your new home knowing 
exactly how much you’ve got to spend.

•   You’ve got time to shop around and possibly 
negotiate better deals. 

•   You can avoid the hassle and expense of bridging 
finance – which you’ll need if you end up owning 
two properties at the same time.

•   BUT if your old home sells faster than you planned, 
you could face the stress of having no place to live 
while you look for a new home.

Buy First
•   You can spend as much time as you like shopping 

around for your ideal next home, instead of feeling 
pressured to take anything just so you’ll have 
somewhere to live.

•   You don’t know exactly how much your old home 
will sell for, so you can’t lock in a budget for your 
new place.

•   If your existing home doesn’t sell fast enough, 
you may have to get bridging finance to fund both 
properties while you’re changing over.

•   You may feel pressured to accept a lower offer as 
your new home settlement gets closer.

•   You may not get as much as you hoped for 
your existing property, and have to make up the 
difference with your savings or a larger loan.
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Preparing your 
property for sale
You’ve looked at the market. Now it’s time to take 
a good hard look at your home and try and see it 
through fresh eyes – the eyes of potential buyers. 
Buyers will pay more for a property that looks and feels 
fresh, clean, well maintained and ready to move into 
and enjoy. 

So what can you do to make sure your home is as 
attractive as possible, without breaking the bank? Here 
are 9 things you can do to make a real difference to 
your property’s sellability.

1. Focus on first impressions 
It’s called kerb appeal for a reason. Before buyers even 
set foot in your home, make sure they like what they 
see from the street. Get a shiny new house number. 
Clean the front verandah and put out an inviting bench. 
Plant fresh shrubs or flowers, tidy up and mulch your 
front garden. Clean or paint the shutters, window 
frames and front door etc. Repair any steps, railings or 
pathways that need attention, and brush away any dirt 
and cobwebs. 

All of this could cost as little as a few hundred 
dollars and a few weekends of work, but could add 
thousands to your sale price. 

2. Clear out the clutter
Let’s face it, we all have a bit of mess at home. But 
buyers are fickle creatures and often baulk at the 
slightest sight of it in a prospective property. They don’t 
want to see dirty dishes or clothes, chewed dog toys, 
old wrestling trophies, your bills on the fridge, or the 
photos of your Fijian holiday. So be ruthless and get 
rid of all everyday mess and personal items on display 
throughout your home. 

05 Preparing
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If your rooms look cluttered, take several items of 
furniture and decor out and store them offsite while 
you sell. Even clear out and organise all the cupboards 
and closets to make them seem spacious (yes, they 
always look in there!) because you don’t want buyers 
to think there’s not enough storage in your home. 
Creating open, uncluttered living spaces invites buyers 
to “move in” in their imagination, and clears the way for 
an easier sale. 

3. Scrub up your kitchen 
Okay, you may not have the time or budget to cook up 
a whole new kitchen. But you can make minor repairs 
and fairly inexpensive cosmetic changes that can 
transform this all important hub into a warm, inviting 
and modern space. First, scrub every centimetre of 
your kitchen (even the ceiling) so it sparkles. Consider 
painting tired old fashioned cabinets white or a light 
neutral colour, and update the handles and knobs. 
Replace the taps with a simple inexpensive set. Paint 
or replace splashbacks and re-grout tiles. Finally, clear 
off and dress the benchtops with a few smart items, 
such as a bright bowl of fruit or a shiny new kettle. 

4. Make your bathroom shine
Most prospective buyers will forgive an ageing 
bathroom, but no one will forgive a dirty one. So roll 
up your sleeves and get rid of the “eeeww” factor with 
a good scrub of every surface. Buy a grouting pen 
and whiten up that old tile grout. Repair leaking taps, 
or if your budget can stretch, buy a new tap set. Paint 
walls white or a neutral shade, and consider replacing 
handles and towel rails. 

Then put out some nice fluffy towels and a few luxury 
touches such as a scented candle or French soap. 
And remember not to go crazy with the air freshener 
– your bathroom is now perfectly clean so you’ve got 
nothing to hide.

5. Be neutral 
You want people talking about your fantastic home, 
not your neon orange feature wall. So if you do have 
vivid décor, kitsch collections or unusual furniture, it 
may be a good idea to swap them for something more 
neutral. Painting over that feature wall, putting away 
the china dog collection and putting on crisp white 
bed linen offers buyers a chance to see your home as 
a blank canvas where they could picture themselves 
living comfortably. 

Remember, you’re selling your home, not your own 
stuff, so keep your décor simple to appeal to as many 
buyers as possible. If it helps, think of your property as 
a display home while it’s on the market.

6. Lighten up
Natural light is a huge plus for your home, so welcome 
it in wherever possible to make your home seem bright 
and spacious to buyers. Open blinds and curtains 
(and clean them), wash all the windows, trim shrubbery 
that may be blocking out light, and consider replacing 
dark heavy drapes with inexpensive lighter ones. Use 
mirrors to reflect back natural light in darker areas. 

You can also switch on a few floor and spot lamps to 
make your rooms seem brighter and more welcoming 
– but be sure not to turn on every light in the house, 
and choose lights of at least 100 watts as dim lighting 
can have the opposite effect. 

7. Get a new coat
As all the TV renovation experts tell us over and over 
again, paint is one of simplest, fastest and cheapest 
ways to transform your home! Plus if you’re handy, you 
can do it yourself. So if any other areas of your home, 
inside or out, are looking a little worse for the wear, 
grab a brush and go to it, or call in the professionals. 
Again, this can add thousands to your final sale price 
for a fairly minor investment.

05
05 Preparing

01 G
etting Started



08 M
arketing

10 Negotiating
09 O

pen Hom
e

11 Legal
01 G

etting Started
02 Costs

03 Pricing
04 Buying

06 Agent or DIY?
05 Preparing

07 Agents
05 Preparing

01 G
etting Started

8. Smell success
Smoke, cooking and pet odours could have buyers 
wrinkling up their noses at your open houses. So 
make sure to thoroughly air out your home and clean 
all your soft furnishings to remove these lingering 
smells. Don’t forget to pick up after your pets too, 
vacuum up all pet hair, and take your pets away with 
you when you’re showing your property. You can also 
put out fresh coffee and flowers to make your place 
smell more inviting. 

9. Make your outdoors great  
Australians see their outdoor space as another room 
of the home, so don’t neglect your garden if you 
want to grow your sale price. Fix fences, pressure 
clean paths and pavers, and get rid of that rusty old 
clothesline and junk around the side of the house. 
Scrub and oil decks and outdoor furniture. Add some 
fresh plants, prune, weed and pop in new mulch or 
soil to garden beds and pots. 

It won’t cost you the earth to spruce things up, but it 
could be the difference to selling your property fast or 
watching it languish on the vine. 

05
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Use an agent or DIY?
Selling your property is probably one of the biggest 
financial decisions you’ll ever make, so getting a 
professional to help you is a probably a smart move. 
Sure, you can do it yourself if you’re feeling confident, 
but it does take up a lot of time and resources, and 
there’s no guarantee you’ll get a better result. 

When you team up with a great real estate agent, you 
can tap into their market knowledge and experience – 
after all, they buy and sell properties for a living every 
single week, where you may only ever sell a home 
once in your lifetime!

Plus you can leave all the hard work to them – showing 
your house, liasing with buyers, doing the tough 
negotiating and taking care of piles of paperwork on your 
behalf. You’ll also have legal protection of using an agent. 

An agent will: 

•   Give you a realistic value for your property based on 
their market experience.

•   Advise you on the best way to sell your home, 
whether it’s private treaty, auction, or expressions  
of interest.

•   Develop and coordinate a professional marketing 
campaign for your property.

•   Attract more potential buyers to your property with 
their active database.

•   Handle all the open inspections and enquiries about 
your home.

•   Negotiate on your behalf to help you get the very 
best price for your property. 

•   Prepare a Contract of Sale.

•   Guide you through the legal process of selling your 
property.

Selling your home privately may also limit your 
advertising reach as major sites such as realestate.
com.au only accept professional listings from real 
estate agents, and private sale listing websites don’t 
attract nearly as much traffic. 

So weigh up these factors carefully before you decide 
it’s worth saving that commission. 

06 Agent or DIY?
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Choosing the best agent
Of course, getting the right agent on board is what 
makes the biggest difference to selling your home 
better, smarter and faster, and with a whole lot less 
stress. So let’s take a closer look at what you should 
be looking for in an agent. Here are some of the 
factors to consider when developing a shortlist. 

Agent Checklist:
      Relevant experience selling properties similar to 

yours in your price range.

      Strong reviews and positive feedback from past 
clients.

      Local knowledge of the market and how to sell for 
your neighbourhood.

      Large database of active buyers who could be 
interested in your property.

      Good honest communication and personal rapport 
with you and buyers.

     Professionally licensed by your relevant state.

Agent Interview Questions:
It’s also a great idea to interview your top two or three 
candidates and ask them all the same questions so 
you can compare your notes afterwards. Here are the 
top 10 questions that should be on your list:

1. How long have you been a real  
estate agent?
Part of what you are paying for when you hire a 
great real estate agent is someone who has “seen 
it all” and knows how to read people and situations. 
An experienced real estate agent will have years of 
negotiating skills and offer you the benefit of his or  
her wisdom. 

On the other hand, you may find a newer agent who is 
hungry and bursting with energy and enthusiasm will 
work harder for you to get a great outcome. So keep 
an open mind. 

2. What similar properties have you sold 
in the last 6 months?
If you’ve already used the OpenAgent search to 
research agents, you’ll know the sales record of the 
agents you’re talking to, and who is selling lots of 
homes like yours nearby (that’s probably why they’re 
on your shortlist!). 

But it’s worth chatting about – not only will you find 
out what they’ve learned about buyers in the market 
for properties like yours, they may already have some 
suitable buyers in mind who recently missed out on a 
property near you.

3. What is the sentiment in the market 
for properties like mine?
A good agent can give you an intelligent rundown of 
how many people are showing up to open houses, 
how interest compares to this time last year, what 
the current auction clearance rate is, and how fast 
properties are selling. 

Asking these kinds of questions not only gives you a 
good idea of an agent’s understanding and knowledge 
of the market, they also show you’re a savvy seller, which 
could help when you get down to negotiating fees.

4. How are you different to other agents 
in the area? What would past clients 
say are your strengths?
All agents are different, and so are all clients. So there 
is no perfect answer to this question. However, hearing 
what others have to say about an agent can help you 
decide what qualities are most important to you. 
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Whether they say it’s “going the extra mile to make 
the whole process easier” or “giving regular updates 
and communicating better than others”, see what 
resonates with you to choose your best agent. 

5. What would you emphasise in selling 
my house?
Another way of asking this question is: “What is the 
30 second pitch for my house?” Real estate agents 
will meet a lot of people and have the chance to tell 
them about your property. You want to hear how they 
would highlight the top selling points of your home in 
a nutshell, to see if you’re happy with the way they 
would market it to prospective buyers. If you’re sold, 
chances are they will be too.

6. What type of sale process do you 
recommend and why?
Fixed price, auction, offers by negotiation or private 
tender? A good agent will be able to explain which 
particular method they recommend to sell your place, 
and why it’s best for your property in this market.  
This should be based on real facts, such as what 
works for your specific type of property and also your 
own objectives. 

7. What marketing and advertising 
plan do you recommend as part of that 
process?
It’s typical in Australia for real estate agents to come 
to an interview with a proposed marketing and 
advertising plan for your property. 

This usually involves a significant upfront cash outlay 
for you, so it’s worth investigating as part of the overall 
package. Comparing the marketing plans and costs 
of your shortlisted agents can help you determine who 
will attract the right buyers, and deliver the best value. 

8. Using that sales method and 
marketing plan, what sale price do you 
think is achievable?
This is the question you’re probably MOST interested 
in getting the answer to! However, we recommend 
asking it towards the end of the interview, so you can 
get a better idea of an agent’s overall expertise, and 
show them you’ve done your research too.  Warning: 
There’s a dodgy practice where the not-so-good real 
estate agents try to “buy the listing” by quoting you a 
sky high price they know isn’t achievable. So make 
sure you also ask how they arrived at that figure!

9. How long would you expect my 
property to be on the market before 
getting offers in that price range?
This will give you a good idea of the agent’s 
confidence and how fast different agents usually get 
results. Typically, the best time to sell your property 
is within the first few weeks on the market, when 
it’s “new” to buyers. The last thing you want is your 
home still on the market months later – buyers start to 
wonder, “what’s wrong with it?”

10. What commission do you charge?
The other crucial question you’ll be keen to ask is what 
commission the agent charges. A great real estate 
agent can confidently justify their price if it’s higher than 
cheaper alternatives, and experience shows you’ll be 
better off with the best real estate agent rather than the 
cheapest. Why? Well if you look at the high-end and 
low-end estimates of the agents, you’ll soon see the 
difference in price far outweighs differences between 
commission structures. 

So it’s worth choosing an agent who works hard and 
has a proven track record of delivering top sales for 
clients.
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Choosing the best real estate agent is a big 
decision, and it’s the key to selling your property 
successfully and getting the very best price. This is 
why homesellerguide.com.au offers you a free online 
service to help you find the best agent for you. Our 
dedicated research team can do the homework for 
you, help you shortlist your best agents, and support 
you through the whole process. It’s 100% free, so give 
us a call 1300 622 735, or start searching to find a 
great agent now. 

Should you choose the agent with 
the highest appraisal?
Giving you a free market appraisal is what all real 
estate agents do, and it’s often a crucial part of 
winning your listing. Of course they want to get your 
business, so why should you trust their professional 
opinion of your property’s value?

A good agent will not just pull a figure out of the air. 
They will usually give you a price range, not an exact 
dollar figure, and will base this range on their local 
market knowledge, the market conditions, their recent 
sales, other sales in the area, and the unique selling 
points of your home. This should give you a fair idea of 
how much you might get if you were to sell with them.

As noted before, beware of some not-so-great agents 
quoting wildly inflated prices to try to entice you to sign 
up. If the value seems too good to be true, ask them 
to justify their figures with facts, data, research and/or 
examples. To avoid this over-quoting trap, you can ask 
for the agent to provide their appraisal in writing. 

If you do sign up with an agent who is confident 
of achieving a high sales price for you, you can 
also protect yourself by getting the agent to sign a 
quotation guarantee. This means getting the quote 
in writing, and signing an agreement saying that the 
agent won’t get paid unless they achieve that price.

Should you go with the cheapest 
agent? 
When you’re selling your home, you always want to 
maximise your return. However, people too often make 
the mistake of focusing on the agent commission 
rather than how much profit they actually end up with 
in their pocket. Choosing your agent solely on the 
basis of expense could be a false economy. 

Let’s do the maths for a property valued 
at $500,000
Say your property has recently been valued at 
$500,000. You discover that most agents in your area 
charge on average 2% commission. If you were to 
pay that rate to your chosen agent, and your home 
sells for $500,000, the commission payable would be 
$10,000, and that would leave you with a net return of 
$490,000.

However, in your search for savings, say you find an 
agent who is willing to sell your property for a lower 
commission rate of 1.5%. They might accept this 
lower figure for a few reasons, such as:

1.   They are newly qualified, and don’t have much 
experience selling homes in your area.

2.   They are desperate for listings.

3.   They are offering a lower price but they will also 
be spending less time on selling your property 
and securing the top price.

The cheaper agent, through inexperience or lack 
of initiative, then ends up selling your home for 
only $495,000. Yes, this means you will pay less 
commission: 1.5% on $ 95,000 is $ , 25, instead 
of $10,000 with the other agent. But your net return 
is only $ 8 ,5 5. This is $2, 25 less in your pocket!  
Plus you have the headaches of working with a less 
experienced or possibly less motivated agent. 
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So if you crunch the numbers, you would still be 
better off teaming up with a more experienced real 
estate agent, who has a proven track record and high 
customer satisfaction rating to justify his or her higher 
commission.

Negotiating fees with your agent
Basic commission rates for real estate agents can 
vary between states and metro vs. regional areas – 
and range from 1.6% to 4% and higher. On average 
though, agents charge around 2% to 2.5% of the sale 
price of your home, which works out at $10,000 to 
$12,500 for selling a $500,000 home. Advertising 
costs are usually on top of this fee, and can vary from 
around $500 to thousands, depending on the reach 
and diversity of your marketing plan. 

However, not all agents structure their fees the same 
way. Some charge a higher commission, which 
includes some advertising. Others charge a sliding 
scale of commissions, often on more expensive 
properties – say 2% on the first $860,000, and 5% on 
any amount above that, giving them an incentive to 
work harder for a top price. 

Here are some valuable tips to help you negotiate a 
commission you think will give you the best value for 
money, and the best price for your home:

1.   Ask your shortlist of two or three agents to submit 
what they charge for commission, and don’t be 
shy about letting them know you will be comparing 
them all. You may be able to get your favourite 
agent to “price match” when it comes down to it.

2.   Don’t expect agents to drop their fee if you want 
them to sell your home for a record price. They’ll 
have to put in a lot more work to get you an above 
market price and they’ll naturally expect you to pay 
a premium for this.

3.   Consider suggesting a sliding scale or tiered 
commission rate structure (as per the example 
above) to give your agent a bonus incentive to 
secure you a higher sale price.

4.   Don’t take the cheapest commission — you often 
get what you pay for, as we have discussed in the 
previous section.

5.   Don’t forget to add in the advertising fees, which 
may or may not be included in the commission 
structure. That way you are comparing apples with 
apples.

6.   Remember, if your property is worth more, you 
may be able to negotiate a lower commission 
percentage.

7.   Don’t be afraid to haggle on all fees and costs 
– one size does not fit all, and while agents won’t 
always tell you this, everything is negotiable.

8.   Get all fees and costs in writing.
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How to assess your agent’s 
marketing proposal
Your chosen agent or shortlist of agents will no doubt 
come with a marketing plan, often already written out 
and costed. But there are so many ways to advertise 
your property in today’s virtual real estate market 
– how do you judge each plan and make sure it’s 
reaching the most potential buyers?

Asking some pointed questions will help you cut 
through the spin and focus on results:

•   Will your agent use a multi-media approach to 
target the most buyers?

•   What mix does he or she recommend – from real 
estate sites, video tours, agent website and magazine, 
and social media, to signage, letter box flyers, 
newspapers, and the traditional estate agent window 
display. (You can explore more marketing channels 
here.) insert link to marketing section below.

•   What are the costs, frequency, benefits and proven 
results of each recommended media? 

•   Will your agent use professional photography to 
showcase your property – especially important 
online where buyers look first?

•   What are the upfront advertising costs, or are 
these covered in the agent’s fees? (Remember, 
advertising your property also helps the agent 
advertise their business, so costs may be shared).

Knowing the answers to these questions can help 
you work out whether you’re getting bang for your 
marketing buck. At the end of the day, you want to 
choose an agent – and a marketing plan – that won’t 
just deliver a whole herd of people to your door, but 
actually attract the right buyers who will make strong 
offers on your home.

Which sales method should you 
choose to sell your home?
There’s more than one way to sell your property in 
Australia, and the main three are Auction, Private Sale 
and Expression of Interest. Your agent can usually 
advise you on the best one for you, depending on the 
market, your home and what’s most important to you. 

It’s worth swotting up on the different methods and 
their benefits though, so when you meet with your 
agent, you’ll know what’s what.

Auction
An auction is a public sale where your property is 
offered for sale through a competitive bidding process. 
It’s great way to sell in a high demand market and 
can drive up your final sale price. Bidders must be 
registered to bid, and you set your reserve price 
beforehand, which remains confidential between you, 
your agent and the auctioneer. 

Once that reserve price has been matched or 
exceeded, the auctioneer will declare your property 
“now on the market.” The winning bidder is legally 
obliged to buy your property, and must put a 10% 
deposit down on the spot. 

Of course, you’re free to accept pre-auction offers if 
they’re attractive enough, and if your property doesn’t 
reach the reserve at auction, your agent can negotiate 
with buyers afterwards. 

Advantages:

•   The public and competitive nature of the auction 
can help you get the best possible price in the 
current market.

•   The set and structured campaign time (usually 4 
weeks) allows you to plan your life and your final 
sale date – the auction day.

•   You don’t have to worry about withdrawals or delays 
as winning bids are legally binding.
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•   If your property is difficult to value due to unusual 
features, an auction is often the best way to 
determine its true value in the current market.

Private Sale
The most traditional way of selling is simply to set an 
asking price with the advice of your agent, and sell 
your home via Private Treaty. Then your agent can 
negotiate with interested buyers to get them above 
the asking price if possible. Once the price is agreed 
between you and the buyer, you then set it down in a 
written contract. 

This is a more flexible and less intimidating method of 
selling for many. However, it could take longer without 
the urgency of an Auction date or Expression of 
Interest closing date. 

Advantages:

•   A fixed price attracts the “right” homebuyers in 
theory, who are looking in this price bracket and 
have the budget to afford your property. 

•   You’re under no pressure to make a decision on an 
offer instantly, unlike at auction. 

•   Many buyers find this sale method less intimidating, 
so your property may attract more buyer offers.

•   As the owner, you can dictate the settlement terms in 
a private sale, and are also free to negotiate them. 

Expression of Interest
This method is also known as a “Set Date Sale” and 
is similar to a tender process. The way it works is that 
you and your agent set a price range, which may not 
be advertised. Then your agent shows your property 
(usually over 4 to 6 weeks) and invites all interested 
buyers to submit their best and final offer in writing by 
a set date.

Offers are in sealed envelopes and only shown to you, 
the seller, after the deadline. You can then choose to 
accept the highest offer with the best terms, negotiate 
further or put the property back on the market if the 
offers don’t meet your expectations.

Advantages:

•   Like an auction, the set campaign time allows 
you to plan your final sale date and contain your 
advertising costs.

•   Can work well to drive up the price as a sale price 
is not advertised, and buyers only get one chance, 
so they’re encouraged to put their best bid forward 
or miss out.

•   Offers you more privacy and control than an 
auction, as all bids are sealed and never shown 
to competing bidders or the public, and you aren’t 
under pressure to make an instant decision.

•   Can work well for premium properties and is 
popular in slower markets, where auctions deliver 
lower clearance rates.

What kind of listing agreement are 
you signing?
When you sign up to sell your property with a real 
estate agent, there are three different types of agency 
agreements you could be looking at: 

1.   Open listing or general authority. This means you 
are listing with more than one agency, and will pay 
commission to whichever agent ultimately sells your 
property successfully. While you may get more 
exposure with more agents working for you, you 
may find agents not as motivated to make you top 
priority, and that could affect your final sale price. 
Many full service agents prefer not to sign open listing 
agreements because they can’t ensure they will be 
paid for  your home at the end of the day. 

07 Agents
01 G

etting Started07



08 M
arketing

10 Negotiating
09 O

pen Hom
e

11 Legal
01 G

etting Started
02 Costs

03 Pricing
04 Buying

06 Agent or DIY?
05 Preparing

07 Agents

2.   Exclusive Right to Sell Listing Agreement. This is the 
most common type of agreement, where you sign 
up with just one agent, who gets the exclusive right 
to represent your property and find a buyer for it. This 
means they’ll be paid their agreed commission when 
your place is sold, even if they sell it through another 
agent, or you find a buyer for it yourself. 

3.   Exclusive/Sole Agency Agreement. Similar to the 
Exclusive Right to Sell Agreement, except that you 
won’t have to pay the agent’s commission if you do 
find a buyer and sell the property yourself. 

You’ll usually be able to choose the listing agreement 
length as well when you sign up, in most cases either 
30 days, 90 days, 6 months, or 1 year. If you’re not sure 
how things might go, why not choose 90 days to give 
yourself some flexibility? 

As with any agreement, it also pays to read the fine print, 
talk it over and ask questions if you’re not sure – and 
don’t feel pressured to sign anything after your  
first meeting! 
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Marketing your 
property
So you’ve signed up with a great agent, given your 
place a makeover, and now you’re ready to put it on 
the market. You and your agent have already agreed 
on a marketing plan. Here’s how the different marketing 
tools in the mix can work to make your property stand 
out to prospective buyers. 

Professional photography
Happy snaps are just not going to cut it when you 
are selling your most important financial asset. So 
professional photography is a must, for both online and 
other media. On photo day, make sure your home is spic 
and span, the garden is perfectly manicured, all the mess 
is hidden away, and there are fresh flowers in the vases. 
Also try to schedule your agent’s photography on a bright 
sunny day, and at a time when you know the natural light 
in your home is at its best.

Signage
Your agent will arrange for a professional sign on your 
property to let people know it’s on the market. The 
sign, depending on the size you’ve chosen, will show 
buyers interior photos, basic features such as how 
many bedrooms and bathrooms, when it’s open for 
inspection, and your agent’s contact details. Make 
sure you choose a spot for your sign where it will 
have maximum visibility without blocking light into 
your home, and won’t be obstructed by bins, street 
signage, cars, or trees etc. You may also want to pick 
a spot where you can run a power lead, to illuminate 
the sign at night.  
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Online advertising
Before buyers ever set foot in your home, they’ll see it 
on their phone, tablet or computer first. Real estate sites 
such realestate.com.au or domain.com.au are where 
nearly all buyers start their property search these days, 
and your agent will no doubt be making the most of 
these to drive interested people to your door. 

These portals allow you to upload video tours, 
showcase a whole range of photos, features and 
floorplans, and also track how many people have 
viewed your property – making them a powerful and 
essential marketing tool. 

Your agent will probably also have their own website 
where they can show off your home in greater detail, 
with links back to the major sites.

Social media is also becoming a popular way to 
market properties more informally and get the word 
out to a mass audience. You and your agent can take 
advantage of channels such as Facebook, Twitter and 
Instagram, and best of all, they’re free.

Other advertising
Even though buyers are virtually all busy shortlisting 
properties online now, many people still like to pick up 
a glossy agency magazine or local newspaper and 
browse properties over a coffee. So depending on 
your local area and the age and lifestyle of your likely 
buyers, it’s still worth considering these in the mix.

Printed flyers can also capture the attention of local 
renters looking to buy, or homeowners looking to 
move up. So ask your agent whether these relatively 
inexpensive letterbox drops are worth a look.

Window displays
Interested buyers still stop to check out real 
estate agency windows whenever they’re in the 
neighbourhood. And now, with digital displays in many 
agency windows, they can offer prospective buyers 
sophisticated previews of your property, from touch 
screen technology to mini video tours. They are literally 
“windows of opportunity” to invite prospective buyers 
in, and your agent usually includes this service in every 
marketing plan, because it’s a win-win for both of you. 
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Opening your home
Now you’re ready to open the door to a fantastic 
price for your home – literally! Yes, open inspections 
are annoying (cleaning every Saturday morning!) but 
essential, because let’s face it, no prospective buyer is 
going to offer you hundreds of thousands of dollars for 
your home without giving it a thorough once over first.

Here are the key things you can do to make your open 
house run smoothly:

Make a clean sweep.
Before inspection day, make sure you’ve done 
everything you possibly can in the “Preparing your 
property for sale” section previously. Then give your 
place one last clean and de-clutter, removing everyday 
mess like shoes in the hall, the mail piling up, and pet 
bowls, etc. Don’t forget to clean inside the oven and 
tidy the cupboards and closets too, because buyers 
love to have a sticky beak. It’s also a good idea to 
put away any small valuables or trinkets, not only to 
de-personalise the space, but also to avoid tempting 
light-fingered guests.

Do a walk through. 
It is always a good idea to walk through your property 
for a final inspection first, and try to look at it through 
a buyer’s eyes. Remove anything that makes it look 
cluttered, but also take care not to make it look empty 
and unwelcoming. Do you think your buyers will be 
impressed by what they see? Are you showing off your 
home’s best features? If you find it hard to be objective, 
get a trusted friend with taste to walk through with you 
and help you make any last minute improvements.
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Take your temperature.
Experience shows buyers are turned off by properties 
that are too hot or too cool. So it’s important to air out 
your house, then get your temperature right, depending 
on the season and time of day, etc. Buyers should walk 
in and feel fresh and cool (not cold) if it’s hot outside, 
or warm and toasty – not sweaty – if it’s cooler. So set 
the thermostat right, or place fans or heaters discreetly 
where they’ll work their magic effortlessly. 

Get out of the house.
As tempted as you are to hang around and see how 
the open house goes, it’s best to get lost and leave 
prospective buyers to it. That way, they can tour your 
place at their leisure, and talk honestly to their partners 
and to your agent about what they really think. Don’t 
forget to take your pets with you too, to avoid that doggy 
or moggy smell, and also in case any prospective buyers 
are allergic.

Be flexible with open times.
People have busy lives, kids to pick up, meetings that 
run late, and other properties to view, so it’s important to 
be flexible with open times so prospective buyers get to 
see your home too. 

While your agent will usually schedule a weekend and a 
weeknight viewing, unexpected inspections can pop up, 
so make sure you keep the place tidy and be ready to 
duck out for an hour sometimes at short notice. 

Welcome the feedback.
After the inspection, you’ll no doubt be very keen to hear 
what your agent and the prospective buyers have to say 
about your property. Whether it’s face to face, a phone 
call or a detailed email and report, it’s important to get 
your agent’s feedback and really listen to what they have 
to say – even if it’s not always glowing. If you do get 
some negative responses, try not to get upset  
or defensive. 

Instead, talk through it together with your agent and  
plan how you can address any issues, whether it’s 
adjusting your price range, changing your marketing 
tactics, or maybe making a few simple cosmetic 
changes to improve your property’s chance of selling for 
a great price.   

09 O
pen Hom

e

09
01 G

etting Started



08 M
arketing

09 O
pen Hom

e
11 Legal

01 G
etting Started

02 Costs
03 Pricing

04 Buying
06 Agent or DIY?

05 Preparing
07 Agents

Negotiating 101

10 Negotiating

10
01 G

etting Started



08 M
arketing

10 Negotiating
09 O

pen Hom
e

11 Legal
01 G

etting Started
02 Costs

03 Pricing
04 Buying

06 Agent or DIY?
05 Preparing

07 Agents

Negotiating 101
Hopefully you’ve done your research and chosen a top 
quality agent, so you’ll be going into the negotiation 
phase of selling your home with an expert. Your agent 
will use his or her excellent negotiating skills and 
detailed knowledge of the current market, local area and 
particular features of your home to drive up your sale 
price and get you the best result. Given you may have 
never sold a property before, or only ever do this once 
every 10 years, it’s great to have that negotiating expert 
in your corner.

Auction negotiations
If you’re going to auction, your agent may bring pre-
auction offers to you. Of course, you can accept pre-
auction offers anytime before auction day, but as your 
agent will most likely advise, an early offer really has to 
be outstanding to convince you to accept. Otherwise, 
you may as well see what open market competition will 
do for your sale price at auction.

If your home does not reach your reserve price at 
market, then your agent will then negotiate with the top 
bidders, and any other interested buyers in the same 
way as private sale negotiations below.

Private sale negotiations
If you’re selling your property privately with a fixed 
price, your agent will bring all buyer offers to you for 
consideration. Here are 5 top negotiating tips and 
strategies to help you sift through the offers, and get to 
the price you really want! 

1.   Get it in writing. Buyers may give your agent a 
verbal offer, but as they say, it’s not worth the paper 
it’s written on. So if a buyer is serious, get them to 
commit to their offer in writing, and sign some form of 
agreement with a deposit. That way you can separate 
the talk from the walk. 

2.   First in, best considered. It may be tempting to 
dismiss the first offer you get out of hand, because 
it’s not exactly the price you’re looking for. But this 
could be the most interested buyer in your home, 
as they’ve already been shopping around and know 
your home is “the one”. Good offers usually do come 
early when your property is fresh on the market, so 
be sure to consider these first offers carefully with 
your agent and negotiate seriously, because you may 
not get that price again. 

3.   Everything’s negotiable. It’s not just about the sale 
price either. You may be able to get closer to the 
price you want by being flexible on other terms. Does 
the buyer desperately need a longer settlement, 
prefer a 5% deposit, or want your fabulous outdoor 
furniture thrown in as part of the sale? A bit of give 
and take on your side may get you the price you 
want, with terms that suit both parties.

4.   Meet in the middle. The simplest negotiating 
strategy of all, but often it works. Being prepared to 
compromise on the price and/or terms and meet 
somewhere in between could be a win-win for both 
you and the buyer. It’s easy to get caught up in the 
emotion of it and refuse to budge, but by giving a 
little on your side, you could encourage the buyer to 
move closer to your dream price, instead of walking 
away.

5.   Know when to move on. If a sale does fall through 
and a buyer walks away for whatever reason, it can 
be tough to let go of that price as a seller. Perhaps 
they couldn’t get a loan, sell their own home, or 
they saw something they liked better? Whatever 
the reason, it was not meant to be, so discuss the 
options with your agent, move on and focus on the 
sale that will go through this time. 
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Understanding the legal process
Selling your home is actually a complex legal transaction 
that can be a bit daunting for someone who’s not 
a property law expert. However, your agent knows 
the ropes and is there to guide you through the 
whole process. Together with your chosen solicitor 
or conveyancer, they can ensure your interests are 
protected and everything is done to the letter of the law.

Legal steps to selling your property
1. Preparing the Contract of Sale and 
Vendor’s Statement (Section 32) for 
your property
Your legal advisor or estate agent will prepare your 
Contract of Sale, which sets out all the terms and 
conditions of the sale to be agreed between you 
and the buyer, including the price, settlement date, 
deposit and fixtures included etc. Your legal advisor 
will also prepare the Vendor’s Statement, which tells 
potential buyers certain things about the property title 
they should know before signing the contract, such as 
mortgages, easements, zoning, etc. 

2. Exchanging contracts
There will be two copies of the Contract of Sale, one 
for you and one for the buyer. You each sign one copy 
and then they are exchanged. The buyer will then pay 
a deposit, which is usually held in a trust by your agent 
until settlement day. Once contracts are exchanged, 
sellers are generally bound to purchase, while buyers 
may have a cooling off period that varies by state. 

3. Preparing for settlement
Before settlement day rolls around, both buyer’s and 
seller’s legal advisers and banks will be in touch to 
make sure any conditions of the contract, such as 
renovations, have been fulfilled and that financial 
documents and cheques for the purchase price have 
been prepared etc. 

You’ll also need to get ready to move out and hand 
over the keys on settlement day. 

4. On settlement day

On settlement day, all going smoothly, you’ll hand 
over the keys to your legal adviser, and receive the 
purchase price (minus any outstanding mortgage) 
in your account. You don’t actually need to be there 
for the settlement meeting, as it usually takes place 
at your bank, attended by your legal representative. 
Once it’s settled, you can crack open the bubbly and 
celebrate – you’ve sold your home!

Solicitor or Conveyancer?
You don’t necessarily need a solicitor to sell your 
home. If your property sale is fairly straightforward, you 
can use a conveyancer, which is a licenced specialist 
in property law. Many Australians use conveyancers 
rather than solicitors because they are usually cheaper 
and perfectly capable of handling the typical property 
transaction. However, you may want to choose 
a conveyancing solicitor if your property deal is 
especially large or complex, as they can also advise 
you on legal matters.

What’s the next step?
Whew! As you can see, there’s a lot to selling your 
home better, smarter and faster. Luckily, you now 
have the complete Home Seller Guide on hand to 
refer to whenever you need it along the way.

The next step is one of the most important – 
finding a proven and trusted real estate agent. We 
can help with that too. Our free online service and 
dedicated research team can do the homework 
for you, help you shortlist your best agents, and 
support you through the whole process. It’s 
100% free, so give us a call 1300 622 735, or start 
searching to find a great agent now. 11 Legal
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