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8 Simple steps to consider when selling your home 

 

Introduction 

 

From time to time, all of us are going to need or want professional and reliable real 

estate advice. So instead of you receiving the usual noise from Agents, I’d like to 

change it up and provide you the Service. 

 

I hope you find this guide useful to make an informed decision and achieve your real 

estate goals! 

 

Step #1 

Be clear on your motivation 

• Downsizing/upsizing 

• Purchased another property 

• Financial pressure 

• Relocation 

• Other 

 

Step #2 Location: It’s important to take the following into consideration 

 

• Where is your property priced in relation to other properties in your location 

(always allow for the uniqueness of each property)? 

• What type of neighbourhood is your property located in – well established, up 

and coming, transitional? 

• Things to promote: Public transport | Main Roads | Shopping Centres | 

Schools & Other educational centres | Medical centres or Hospitals | Outdoor 

parks, public pools, playgrounds | Entertainment venues 

 



When you decide to sell your home, there are several decisions you’ll need to make 

and many things to be done. Selling your home can often be a stressful and 

complicated process, however I would like to uncomplicate it and make it less 

stressful. 

Take a deep breath! There is plenty of help available which has been tried and 

tested that you can use to boost your chances of success.  

 

Step #3 Maximising Street Appeal 

 

Some inexpensive ways to maximise your home’s street appeal; 

• For that lick of paint, go for neutral tones and the most popular choice of paint 

to ensure the widest appeal. 

• Note that no DIY work is better than bad quality DIY work. 

• Landscaping, this is what people see first! If it’s neat and tidy, then the 

assumption will be the inside will be well maintenance. 

• Remember that from the moment your property is on the market, people will 

be driving by and assessing the property, the house needs to look great from 

the outside as we want them to come in, not keep driving pass. 

• Get rid of dead trees, branches, weed and any vines that are invasive as well 

as keep garden equipment out of sight, children toys. 

• Any unused outdoor furniture or mixed matched or broken, get rid of it! 

• Wash dirt, mould and grime off outside walls, roof, garage doors, faded 

walkways and driveways. The good old pressure washer is the best and can 

be hired if you don’t have one. 

• Essential is decluttering each room in your home, not only making your home 

look clean and tidy, it also makes the rooms appear bigger. 

 

Step #4 Your home’s best features 

 

• Benefits of a second opinion. Ask your agent and friends for suggestions on 

how to spruce up your home.  

• Work out what are the unique selling points and how to further enhance them. 



• Setting the scene. Buyers often try to envision what their lives would be like in 

a house. Think about what makes it homely, welcoming. Example by placing 

comfortable outdoor furniture chairs on the balcony with a view, and cushions 

always add colour to space 

• Entering the home, fresh coffee and we love cakes! And background music 

works well. 

• Depersonalise your home to ensure it appeals to the largest possible 

audience. Not everyone will have the same taste as you. Less of ‘you’ in your 

home gives potential buyers a chance to visualise themselves living there. 

• Vacate the home when being shown to prospective buyers. 

• Consider using staging, especially if the home is empty, to enhance its appeal 

and create warmth. 

Having great information about selling you home is about, searching the internet, 

read your local newspapers, speak to people who have bought and sold in your area 

lately and to Me your local agent. One of the services that I can provide you with is, 

monthly or quarterly reports of recent sales and how sales are stacking up in our 

area. 

 

Step #5 Choosing the right agent 

 

You need to be confident that your agent will secure the best possible price for your 

home and isn’t just in it for a cheap, quick sale! 

 

• Be up to speed with what’s selling in your area – your local Agent – I can 

assist you with this. 

 

• Get out there and act like a buyer and visit properties for sale in your area to 

get a sense of your property’s value. 

 

• Make a short list potential agents in your area by talking to friends. 

 

• Visit Agents openings to see how they conduct themselves and what follow up 

there is? 



 

• When interviewing agents, ask a lot of questions, do they have a good 

understanding of the area and market conditions. 

 

• Look at the individual not necessary at their Brand. 

 

• Ensure you feel comfortable with an agent and that there’s a good rapport. 

Selling you greatest asset successfully will require a partnership between the 

two of you and you need to feel you can work together as a team. 

 

• Commission fees – this is always a great source of pain for Sellers. It’s 

simple you pay for what you get.  

 

If an agent drops their commission too quickly; if there not good at 

negotiating well at the start, how are they going to negotiate with 

potential buyers?  

 

Step #6 Marketing to the right audience 

 

Understanding different kinds of buyers helps us tailor a marketing campaign that 

presents your property in the best possible light to an audience who are most likely 

to be looking for that type of property.   

 

People looking for somewhere to live want to know what they will have access to 

enjoy in the local area. Investors are looking for an idea of the kind of people who 

are likely to rent in the area.  

 

Home buyers  

▪ Families – schools, parks, amenities 

▪ Young professionals – transport, highways, areas of interest 

▪ Retirees – low maintenance, either recently built or renovated 

▪ Overseas buyers – impressive visual presentations including 

video 



Investors  

▪ Current rental yields 

▪ Distance to universities, hospitals and transport 

▪ Land size – zoning for potential development 

 

Step #7 Cost of Selling 

 

There are several costs associated with selling your home, we’ve touch on it in Step 

#5 Commission to the agent, then other costs include, advertising/marketing, 

investment taxes, photography, valuation and building, and pest inspection. 

 

• The Agent will discuss with you all costs, you need to make sure that you 

completely understand what is been presented to you. If in doubt, ask the 

question. 

 

• Depending upon your home and the marketing involved to cast the net wide 

this can be anywhere from $1,000 up to $3,000. The biggest cost of 

advertising is print and online advertising. Over 90% of the buyers enquires 

come from online. You can pick yourself up off the floor NOW. There is a 

strategy around this and happy to discuss further. 

 

• A good agent can add 10% onto the sale price of your home, a good agent 

will be clear on the fees involved. A good agent will help you with access to 

tradesman etc if required as they often know quality trades at competitive 

prices amongst other things. A good agent is proactive, not reactive and will 

work with you right up until settlement and beyond. 

 

“Price is what you pay, Value is what you get” – Warren Buffet 

 

Step #8 Pricing 

 



As an agent, developer and homeowner myself we seek advice from professionals, 

agents and depending upon the information provided and advice given it can either 

please you or upset you.  

We all believe our homes are the best in the street and that the highest price will be 

paid. We also know that our buyers are very savvy now, they research & research 

and where the value sits. So marketing your home is about strategy, been realistic, 

motivated to sell. 

 

• Over-pricing of your home may result in: 

o A smaller buyers pool, no buyers, or the wrong demographic 

o A prolonged stay on the market that will result in lower offers being 

submitted 

• Under-pricing of the home may result in; 

o You losing money on your investment or biggest asset. 

 

If you come to the point where you are ready to sell and want to know more about 

the different strategies that have been tried and tested, give me a call directly on 

0417 418 117. 

 

It’s the process not the promise of a price that will get your home 

sold for top dollar. Can we talk about that process? 

 

 

 

 

 

 


