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Listing Your Property
For Sale

o (07) 3372 0400

ratemyagent

Rated No.1 Agency
in Forest Lake
4 years in a row!




B The Agenda

CONFIRMING the potential sale value and timing
UNDERSTANDING your situation and expectations
EXPLAINING our role as a consultant in the project management of your sale
The COMPLIANCE, MARKETING and SELLING components

ACTIVATING the plan

Additional Points



Meet the Team

Leisa Le Alyson Eady Brendan Lewington Rick Hayter
0402 732 437 0412 988 114 0422 326 399 0414 322 900

Mark Foelz Carolyn James Kerry Boustead Christine Hayter
0432 521 724 0407 220 010 0412 465 935 0405 137 551

ratemyagent ®



I Our commitment to you IS
and your property

Our Selling Plan & Model is to...

‘ LISTEN - to your needs and expectations

‘ CONDUCT - a successful marketing campaign to attract Buyers

Sales strategy based on the current market




I Selling plan EEEE

Initial DECISION
Meeting TO SELL

Timing

Marketing

For Sale Auction
Method :

Listing
Process

Marketing

GUTEY N Offers | Tems& | . Presettiement | SETTLEMENT
a1 4l Presented - Conditions 9 | inspection : & HAND OVER




Professional
photographs
and floorplans

there is a huge difference
between amateur and professional
photographs.

Staging your home

Staging (or styling) a property
before placing it on the market
can add tens of thousands of
dollars to a home’s sell price and

Street signage
“It works!”

If you are serious about selling you will
have a sign up as quickly as possible...




B Pros & Cons to Auctions IS

Q In an auction scenario, it's harder for the

: buying public to determine true market
value because it’s difficult to compare other
properties when they are not fully aware of
the vendor’s sale price expectations.

Q People bidding are buying with terms and
: conditions that are determined by the vendor.

QVendors are protected by the reserve price.

Q If the property doesn’t sell at auction, the
: agent is generally in contact with the most
likely buyers and can continue negotiations

Q post auction.

The property is exclusively listed by us and
marketing is usually intense over a four to six
week period of time, with either no price or a
possible price range advertised.

We have licensed
-~ Auctioneers available

g Disadvantages -

Q Sometimes properties are ‘passed in’ on auction

day and it can upset or eliminate some potential
buyers.

Q Some potential buyers don't like the competitive

nature and immediacy of the auction process and
won’t even bid. :

Q Marketing and advertising campaigns for

auctions can be quite intense, which can be
expensive for the vendor.

QThere is No guarantee the property will sell or that

you will receive the price you desire.

- Auctions don't always necessarly offer you the

best sale price, as the winning person only needs
to bid marginally higher than their competitors. :
You'll never be sure that they offered the

maximum amount they were willing to pay.




Office: (07) 3372 0400
Fax: (07) 3372 0444

Email: info@ap-realty.com.au

Shop H, 255 Forest Lake Blvd
Forest Lake, Qld 4078

PO Box 4292
Forest Lake, Qld 4078
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