
Steps to Maximize the Sale Price of your Property. 
 

 
Presentation       
 
“First impressions are important”. 
 
Take a careful look around your home and surrounding grounds. Is there 
anything that could be improved? 
Is your homes’ current presentation how you want a buyer to remember 
your property? 
So many people surprisingly do nothing to improve their homes’ 
presentation. Even a little “sprucing up” can increase your chances of a 
sale and definitely add to your chances of obtaining the sale price you’re 
after.  
 
Here are a few ideas to ponder. 
 

·  Wash all windows and walls 
 

·  Paint if necessary 

 
 

·  Keep all floor coverings clean (maybe steam clean carpets) 
 

·  Clean out cluttered cupboards/wardrobes. Buyers love to open 
them! 

 
 

·  Replace any broken light bulbs & fix any leaky taps 
 

·  Let the light in! Keep all window coverings open 
 
 
 



 
·  Make sure the kids have neatly put their toys away & maybe take 

down any paper posters in their rooms (Just for a little while)! 
 

 
 

·  Keep bench tops clear & free from clutter 
 

 
 

·  Rex & Felix need to stay outside & preferably kept away from 
potential buyers. A great opportunity to take them for a walk! 

 

 
 

·  If you have a pool – keep it clean & sparkling  
 

·  How about some nice luxurious bath towels and candles to place in 
the bathrooms. Be sure to hide away the family collection of 
toothbrushes and keep vanities clutter free. 

 
 

     
 
 
 
 
 
 



 
 
 

·  Make sure the yard is free from toys, unwound hoses and garden 
tools. Check down pipes and guttering are clear. 

 
 

 
 
 
 
 
 

·  Make yourself scarce! 
 

When an Agent calls with a prospective buyer, it’s best to let them 
do the job you are paying them for. 
If a buyer shows any signs of interest, the salesperson will pursue 
that interest until it becomes a sale or is otherwise exhausted. 
It’s easy to be over enthusiastic about your property & potentially 
“take over” the inspection. Virtually all buyers feel uncomfortable 
in this circumstance & can sometimes respond negatively. 
This could equate to a lost opportunity. 
 
 
 
A Sense of Space 
 
A larger home almost always sells for more. 
 
 
Why not create the illusion of a bigger home by simply reducing 
the amount of “knick knacks” & additional furniture we all seem to 
accumulate over the years. 
 
 
 
 
 
 



 
 
Try these ideas……. 
 

·  If you don’t need it then, lose it ! 
 

Go through each room in the house & reduce the clutter back 
to essentials only. The room will automatically look bigger! 
 

 
 
 

·  Have a garage sale ! 
 

Not only will you be getting rid of unnecessary & unwanted 
things, but you’ll make some extra cash & have a bit of fun 
too! 

 
 
 

·  Still got too much stuff? 
 

You may have to consider organizing some storage whilst in 
between homes. Check local storage companies for their 
often competitive rates, or maybe a friend or relative can 
help out with extra space. 
 
 

 
 
  
 
 
 
 
 
 



Building & Pest Reports     
 
 

Once a buyer has agreed to purchase your home their 
solicitor/conveyancer will usually recommend that they get a Building 
Report & a Pest Report to identify problems such as termites, borers, 
cockroaches, mice etc. A Building Report may uncover possible 
structural problems of your home. 

 
If either of these reports identifies a problem, the buyer could decide not 
to proceed with the purchase or ask for a reduced sale price to 
compensate for the problems. 

 
This scenario can be very distressing to sellers, especially if the price has 
to be reduced to complete the sale.  

 
It is highly recommended to sellers to source their own Building & Pest 
reports BEFORE listing their property for sale. 
This way, any problems can be rectified & sellers can be confident that 
they are now unlikely to be surprised by any unforeseen problem. 
 
 

       
 
 

 
 

 
 
 
 
 
 
 
 
 
 



 
 

Marketing  & Commission 
 
 

A widely based property marketing campaign will always achieve greater 
interest from buyers & result in the best chance of a sale at the highest 
price. 
 
Sometimes Agents expect owners to pay for the marketing campaign on 
top of their commission rate, whilst others will incorporate the 
advertising within their fee. 
 
In any case, a written marketing plan should be provided to you by the 
Agent you choose that outlines exactly what will be done though the 
course of the campaign. 
 
Several years ago the NSW State Government deregulated real estate 
agents fees, thus enabling agents to charge whatever fee the market will 
bear. 
Most sellers believe that all agents are the same & offer the same service, 
so they invariably choose the agent with the lowest fee. Generally the 
Agent with the higher fee does more marketing (at their own expense) & 
is better trained to achieve a higher price for you. Think about the 
eventual sale price of your home less any fees charges by the Agent. 
When it comes down to it, most people would be more than happy to pay 
a reasonable fee, so long as they achieved their nett sale price. 
Be sure to tell your Agent what the nett sale price is you need to achieve. 
The Agent can then simply add their fee to this price & obtain the initial 
asking price of your property. You’ll get the price you need & the Agent 
will earn the fee they deserve. 
 

 
 
 

 
 

 
 
 

 
 
 
 
 
 



 
 

How to Negotiate the Best Price 
 

Negotiating the final sale price is the most crucial part of any property 
sale. 

 
If it’s done correctly you can sometimes make a few extra thousand 
dollars. But if it doesn’t go to plan you could even lose yourself those few 
thousand extra. 

 
To help avoid this scenario always remember the following points. 

 
Don’t say “Yes” to the first offer made, even if it is close to your asking 
price. 

 
Don’t say “No” to an offer. It is always wise to provide some counter 
offer, i.e. a price lower than the asking price, but a price at which you are 
still prepared to sell your property. 

 
Answer offers quickly. No longer than overnight. Buyers can soon lose 
patience and walk away. 

 
Try not to let your emotional feelings concerning your home cloud your 
judgment when it comes to answering to an offer. 
 
We are all surrounded by well meaning relatives and friends who seem to 
have good advice for you right in the middle of negotiations. Trust your 
own research. You know better than anyone else the value of your 
property. 

 
It is good to remember that in any market your property is worth what a 
willing buyer is prepared to pay and what you are willing to accept. 

 
It’s all about compromise. Both buyer & seller must give a little until you 
both arrive at a mutual & agreeable sale price. 

 
Keep in mind when negotiating that other things need to be considered. 
Such as the time for settlement, the inclusions and exclusions for your 
property and the deposit required. 

 

 
 
 



 
Being in Control 
 
 
By following the tips given, as an owner you can now have a degree of 
control over the sale of your property. 
It may or may not be your most valuable asset, but you still deserve the 
best possible price when it comes time to sell. 
 
So please consider MidCoast Realty when choosing an Agent to sell 
your valued property. 
It would be our privilege to serve you. 
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If you felt this report was informative & helpful, we would greatly appreciate it if you would 
mention our name to your relatives, friends & neighbours.  
We can assure you we’ll take care of them and all their real estate needs. 
 


