What Is The Right
Price For My Property?

NO AGENT CAN
Estimate the exact price
your property is worth. It
fluctuates day by day,
depending on how many
buyers are in the market
place and how many
similar properties are for
sale in your area.

What Price?
The single MOST IMPORTANT FACTOR
to consider is

‘THE PRICE’
It’s trying to pick the absolute right
price for your property.
Southern Tasmanian property
values vary from time to time - but
what determines your property’s
worth?
The most important factor is the
current real estate market which
no one can control, also the
prevailing market conditions, but
most specifically the competing
properties for sale similar to yours.
Pricing your property is all about
supply and demand - put simply
if the demand for property
increases property prices rise.

PRICE TOO HIGH
It’s common for you,
the seller to be very
emotional about what
your home is worth and
over price it
To further complicate matters,
everyone has different likes
and dislikes. The same applies
for properties: some may love
character homes, others like
brand new ultra-modern homes,
some people like large gardens
and yards others like small yards.

To some a garage, a water view,
a large rumpus room or an ensuite
are all absolutely essential.
Everyone has their own opinion on
what a property is worth: some will
pay a high price whereas others
will think it is worth a lot less. For
example if circumstances arose
where an elderly parent became
incapacitated and needed daily
assistance from their children and
the next door unit came on the
market for sale, they may pay a
high price for the convenience of
being next door. There are many
other reasons why buyers may
pay higher or lower prices.

Some of the major factors that will
influence the price of

		YOUR PROPERTY
LOCATION, LOCATION
LOCATION
Close to CBD, stunning views, close
to beach, close to employment,
fashionable suburb, north facing
aspect, convenience to services,
quality neighbouring houses.
LAND SIZE
Room to move, subdivision
potential, further development
to add more rooms, expand
garden, storage, outbuildings,
build a swimming pool or tennis
court etc.
HOUSE
Age, number of bathrooms,
number of bedrooms, storage
areas, parking, size of house,
access
to
house,
recent
renovations, heritage listed, fit
out quality, construction material
and undercover parking.
SELLING YOUR HOME
In a seller’s market it is far different
to selling than in a buyer’s market.
When the real estate market
cools down, typically, property
numbers for sale increase and
the buyers numbers decrease.

Pricing A Home In A Poor
Seller’s Market
Usually it isn’t a set
and forget procedure.
Adjustments may
have to be made.

No two agents will price a
property the same. Some agents
are so much better than others
at determining the correct selling
price.
I believe there is no right or wrong
price for a property.

Determining
‘The Price’
• Difficult in a normal market
• Very difficult in a rising market
• Extremely difficult in a falling
market

REMEMBER
Your home is on
the market in
competition not
in isolation
If you allow a number of real
estate agents to inspect your
property they will most likely all
give you a different estimated
sale price for the property. NO
ONE IS RIGHT OR WRONG. It is
only their perception of what
they think the property is worth.
I was involved in the sale of
a property in South Arm. A
licensed Valuer valued the
property at $450,000. Another
licensed Valuer, only 7 months
later, valued the same property
at $400,000 - a difference of
$50,000 in the same market.
If licensed Valuers have a 11
percent difference on the same
property - what is the right price
for a property? Or is there a right
price?

Some of The Unusual
Pricing Strategies
The $999 Price
The
$499,000
instead
of
$500,000 it psychologically
feels like a better deal than
$500,000.
Even though it’s
only the difference of $1000. In
reality it will probably make no
difference.
The creative asking price
$487,777 such an oddly specific
figure calls for attention, you
may end up with a curious
buyer. Getting quirky with your
asking price counteracts good
price strategy.
Start With A Very High Price
Plenty of room to move to
accept a much lower offer.
But could end up a drawn out
affair with few inspections.
Internet price
Price it to be found in internet
searches.

How Do Agents
Price Your Property?
The three main methods used by agents to calculate
the market value of your property:
1. Government
Valuation Method

2. The Summation
Method

3. Agents
Experience

Competitive Market Analysis

In this method, the value of
the land is added to the value
of the buildings and other
improvements such as swimming
pools. The buildings are valued
by taking replacement cost less
depreciation.
Replacement
cost
can
be
determined
by taking recent builder’s
quotations for similar buildings
or by obtaining opinions from
builders or architects. If there
is no recently sold vacant land
in the area, land value can be
deducted by subtracting from
recent sales the estimated
current value of the buildings
and other improvements.

Prices are set based on agents
experience with or known
recent comparable sales of
similar properties sold in the
same suburb.

This is the most common method
of establishing market value. It
is referred to as the comparable
sales or direct comparison
method. In this method, similar
recently sold properties are used
as a benchmark, these are then
compared to the Government
Valuation and an average
percentage
increase
or
decrease in value is calculated.
Properties are never identical in
all respects, so some adjustments
are necessary in equating the
values.
Properties used as a guide
to value should be in similar
locations, recently sold, similar
in size and construction and with
similar amenities and services.
In some states, the type of title
affects market value. Consider
also supply and demand.

Land - a value assigned
Building - a rate per square
metre is assigned
Improvements - to be added i.e.
garage, pool, balcony etc
A total figure is realised.

There is a lot of psychology and
selling strategy that goes into
selecting the selling price for a
property.
Pricing a property to sell for a
great price quickly involves a lot
more than just sticking a price on
it and hoping someone will pay it.
It requires a well thought out
strategy. Experienced agents
know which strategy to use for
the best result for your property.
Unfortunately
some
sellers
expectations aren’t always in
line with the market, it’s usually
up to the agent to get as close
to their dream price as possible.
It also depends on you the seller
and how quickly you want to sell.

Pricing Strategies
The pricing strategies are many but
the main ones are as follows:
1. Private Treaty with a Fixed Price
This long standing, traditional
method of selling sets a clear
selling price. This method suits
those properties where there is
no doubt as to the value, and
a realistic starting price can be
readily agreed upon. Buyers use
this as a starting figure to negotiate
the price down. Owners often
‘inflate’ their price to compensate,
this can deter potential buyers
and restrict a sale. Purchasers
feel very comfortable with this
system as it allows them to make
a decision to buy without the
pressure or fear of the unknown.
However, they will generally enter
a negotiation phase at much
less than the asking price. If the
property is overpriced, it can be
a long, drawn-out affair, with few
inspections and no offers!
2. Offers Over
This approach establishes a
minimum price above which
purchasers must be prepared to
negotiate up, it does not put a
cap upon the price a purchaser
may offer and still allows for a
competitive offer situation to
develop. However, it does set
a minimum price which can be
a disadvantage, if the ‘Offers
Over’ price is too low or too high,
problems can occur, restricting a
sale.
3. By Negotiation
A strategy which will usually not
have a price indication.
4. Formal Tender
Normally used for the sale of
commercial property.
Formal
offers are made and sealed until
the closing date where they
are all opened simultaneously.

Informal Tenders are sometimes
used in the sale of residential real
estate and offers are presented to
the owners as they are received.
5. Expressions of Interest
A system whereby the Agent may
or may not use a price indicator
(either as a range or by other
means). The system has some
merit but does not provide the
competitiveness
needed
to
maximise the best price.
6. Auction
No price is set or indicator.
7. Buyer Inquiry Range
This pricing method of placing a
property in a range, to me, is the
most logical method for many
reasons: remember
If you ASK TOO LITTLE you will
undersell your property, you will
never be offered more than the
fixed price you ask.
If you ASK TOO MUCH your
property will stay on the market
an awful long time. We know that
most buyers look at properties
advertised 10-15% less than
they eventually pay. Therefore,
asking too much does not attract
enough buyers and usually results
in no sale.
We know that no one can estimate
the exact price that your property
is worth. It fluctuates day by day
depending on the market.
If a large number of buyers are
interested in your property the
price will increase. Buyers always
make their best offers when there
is competition.

How The Buyer Inquiry Range Works
Like an auction the vendors price
is not declared, but, unlike an
auction, the inquiry range gives
buyers an indication of where it
might be.
It is important to understand the
mechanics of the system. First
of all we have not just stated a
bottom price - like offers over.
With the Buyer Inquiry Range,
we are saying “buyers who
are looking in this range should
inspect this property.” We are
not capping the price because
it is the indicated range and not
necessarily the vendor’s price. This
gives a huge advantage over the
fixed price for sale strategy and
increases the inquiry two to three
times. It also takes into account
that no one can guess the exact
price a property will sell for.
Because we are never certain
what the market price of a
property is, it could be, that on
occasions, the property will sell
in the lower part of the range.
However, statistics show that
only 15% of properties sell in the
bottom third. This is because the
range attracts two to three times
more people than a fixed price.
More importantly, these people
are the current pool of buyers
who are prepared to negotiate.
As a result, far more offers are
submitted and whenever we
have a situation where there
are two or three people vying at
the same time, our negotiation
position
is
dramatically
strengthened. Consequently, we
create a tension-free negotiation
climate where the buyers can
negotiate against one another.
The accepted offer is often above
the seller’s expectation.

The Property Pricing Guidelines
It is imperative that your price range is right the day your property hits
the market! On countless occasions we have had an offer refused by
the vendors in the first 30 days simply because it was the “first offer”,
only to have the property sell some considerable time later for less
than the original offer.
• Crucial selling period is the first 30 days, buyers will make their best
offer when your property first comes on the market
• Buyers think in price ranges and look 10-15% below what they
eventually pay
• Competition between buyers will increase your selling price
• Ask too LITTLE and you will under sell your property
• Ask too MUCH and your property may not sell

Pick a PRICE and there is a
time attached to it
Pick a TIME and there is a
PRICE attached to it
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