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Introduction

Selling your home is one of the most significant
decisions you'll ever make. Whether you're looking to
downsize, relocate, or simply move on to your next
adventure, understanding how to navigate the
Brisbane real estate market can make a world of
difference. This eBook is designed to arm you with
the insights and strategies you need to maximise your

home sale.

From selecting the right agent to crafting an
irresistible listing, we'll explore ten key tips that will
enhance vyour selling experience and help you
achieve the best possible price for your property. So,

let’s dive in!
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Ti p 1.
CHOOSING THE RIGHT
REAL ESTATE AGENT

When it comes to selling your home, your real
estate agent is your most valuable ally. But with
so many options out there, how do you choose
the right one?

Experience Counts

Start by looking for an agent with substantial
experience in the Brisbane market. An
experienced agent will have a proven track
record of successful sales and a nuanced
understanding of local trends. They can provide
insights on which features of your home are most
appealing to buyers in your area.

Local Knowledge is Key

You want someone who knows Brisbane inside and out—local schools, amenities,
and even the best coffee spots. A knowledgeable agent can effectively
highlight the advantages of your neighbourhood, which can be a big draw for
potential buyers.

Marketing Savvy

Ask potential agents about their marketing strategies. A well-thought-out
marketing plan can significantly impact how quickly and effectively your home
sells. Look for agents who use a mix of traditional and digital marketing,
including social mediaq, professional photography, and engaging listings.

Fit and Reputation

Finally, consider the agent's personality. Youll want someone you feel
comfortable communicating With, as se||ing your home can be an emotional
process. Check online reviews and ask for references to gauge their reputation.
A good agent should not only be knowledgeable, but also approachable and
trustworthy. They are representing you and your home, so you want to make sure
they are on the same page as you.



Tip 2.
KNOW THY AGENCY

You might be wondering whether the size of the agency matters. In
short, yes—it can make a difference, especially in a local market

like Brisbane.
Boutique vs. Franchise Models

Boutique real estate agencies often provide a more personalised experience.
By focusing on a smaller number of listings, these agencies can dedicate more
time and resources to each client. Agents in boutique firms typically have a
deeper connection to the community, which allows them to leverage local
networks effectively. They prioritise quality advice and exceptional marketing,

ensuring that your home receives the attention it deserves.

With the franchise model, businesses may share the same brand name, but these
agencies are still competitors. Just because they work under the same umbrella
doesnt mean they collaborate to sell your home. In fact, it could mean less

personalised attention for your property.

In contrast, larger franchise agencies may boast more resources, but this can
sometimes come at the cost of personalised service. While agents from big
franchises might have access to extensive marketing tools, they often manage
numerous listings, diluting their focus on your property. This lack of individualised
attention can affect the selling process and ultimately the sale price.

Boutique agencies, on the other hand, are driven by reputation and customer
satisfaction, leading them to work harder for you. They don't charge franchise
fees, allowing them to offer tailored services that caters specifically to your
needs. This commitment can result in a smoother selling experience and
potentially higher sale prices.
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Choose Wise

When se|ecting your agent, think about what you value most: the intimate

ah

knowledge and dedicated service of a local boutique agency or the
expansive reach of a national franchise. Consider how much attention you
want on your property and how important personalised service is to you.
Remember, your agent will be your advocate throughout this process, so

choose someone who aligns with your selling goals and understands your
unique needs.



Tip 3.

THE BEST APPRAISAL IS
NOT ALWAYS ABOUT PRICE

Choosing the right appraisal is a
critical step in setting your home's
price. It's not just about picking the
highest number—there’s more to it.

Beyond Just Price

When seeking appraisals, it's vital to
look for agents who provide
comprehensive market analyses, not
just a quick figure. This involves
evaluating  recent  sales  of
comparable properties in your areq,
considering features like square
footage, unique features, renovations,

and location.

The Three-Appraisal Rule

Consider getting at least three
appraisals from different agents. This
practice not only gives you a range
of perspectives but also helps you
understand market trends. As you
compare these appraisals, ensure
you're doing your own research and
look at similar properties that have
sold in your area—comparing apples
to apples is crucial for an accurate
understanding. Pay particular
attention to the homes features, as
many don't realise the importance of
a pool, air conditioning, a study etc
is on a homes value.

-

Negotiation Insights

Pay attention to how each agent
presents their appraisal to you. An
agent who communicates
effectively and  transparently
during this process is likely to
negotiate well with potential
buyers. Their ability to advocate
for your interests can be a
significant asset during

negotiations.



Tip 4.

SET THE RIGHT PRICE

Getting the pricing right is one of the
most critical factors in a successful
home sale. Price it too high, and you
risk your home sitting on the market
for too long; price it too low, and you
could leave money on the table.

First Impressions Matter

The first few showings are essential. Homes
that attract interest early on often sell for
better prices because they create a sense of
urgency among buyers. A well-researched
and strategically set price can entice buyers
to act quickly, leading to competitive offers.

Creating Negotiation Opportunities

A thoughtfully priced home not only draws in
buyers but also allows for better
negotiations. If buyers feel theyre getting a
good deal, they'll be more likely to engage
in discussions. A lower price can sometimes
facilitate negotiations upwards as buyers
become more willing to explore options.



[ ]
Ti p 5.
PRESENT YOUR HOME
TO IMPRESS

The presentation of your home
is paramount. If your home
looks run-down in photos, it

will deter potential buyers

before they even set foot
inside.

Setting the Scene

Before photography or showings,
ensure your home is clean, well-lit,
and free of clutter. Consider

staging it to highlight its best
features. A welcoming environment
can significantly influence a buyer’s
perception.

Invest in Home Improvements

Even minor updates, like a fresh

coat of paint or landscaping, can
create a more inviting atmosphere.
These improvements can make your
home feel more appealing and
well-maintained, increasing buyer

interest. We know that most buyers
will just drive-by a house to see if it
is the right feel for them and if the
curb appeal isn't great, they won't

even view the home.




Open Home:
Make Them Count

Open houses provide a valuable opportunity to showcase your
home to potential buyers. To make a lasting impression, focus
on creating the right ambiance. Ensure that all the lights are on
to illuminate the space and consider lighting a scented candle
or using a subtle air freshener to infuse your home with a

welcoming fragrance.

Take the time to thoroughly clean and tidy every corner of your
home. Dress the beds in fresh, neutral-coloured linens and
place crisp, white towels in the bathrooms. These small details
contribute to a polished and inviting atmosphere.

Remember, buying a home is a significant investment, and you
want your property to feel like a well-maintained sanctuary
that buyers can envision themselves in. By presenting your home
in the best possible light, youll create a compelling
environment that encourages potential buyers to see it as their
future home.
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Tip 6.
INVEST IN PHOTOGRAPHY & STAGING
TO ATTRACT THE RIGHT BUYERS

In a digital world, high-quality visuals can make a significant impact
on potential buyers. Investing in professional photography and
staging can elevate your listing and draw in serious interest.

The Power of Professional
<> Photography

Professional photographers know
how to capture your home's best
angles, making it look inviting
and spacious. Great photos are
essential for online listings and
marketing materials—they are
often the first impression buyers
have of your property.

Staging to Showcase Potential

Home staging involves arranging furniture and decor to highlight your home's
strengths and minimise its weaknesses. By presenting a curated and attractive
living space, you help buyers envision themselves living there. If staging is outside
your budget, consider digital styling as a cost-effective alternative.



Tip 7.
UNDERSTAND YOUR
BUYER

To sell your home successfully, you
need to understand who your
potential buyers are and what
drives their decisions.

Motivations Matter

Many buyers in Brisbane are looking for
a home that meets specific needs—
whether that's proximity to good
schools, lifestyle amenities, or simply
more space. Understanding these
motivations can help you market your
home effectively.

The Importance of Quick Responses

In a competitive market, buyers often
view multiple properties in a single day.
They appreciate quick responses to
their inquiries. A responsive agent can
facilitate smoother negotiations,
enhancing your chances of closing the
deal.

Strong Buyer Relationships

An agent with strong connections to
potential buyers can provide invaluable
insights into their preferences and
motivations. These relationships can
help you position your home more
effectively and negotiate better terms.
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Ti p 8.
INVEST IN QUALITY MARKETING

Effective marketing can make or break your home sale. It's not just
about listing your property; it's about how you present it to the
world.

Understanding Marketing Costs

Before you sign with an agent, clarify who pays for marketing. If they offer
“free” marketing, dig deeper. It's essential to understand the quality and reach
of their marketing strategies. Effective marketing should encompass
professional photography, social media promotions, and high-quality listings
that grab attention. This level of marketing is usually not free, as it requires

specialist skills to master the right balance.

Creating Shareable Content

List engaging content that showcases your home and makes it special. Use
high-quality images, compelling descriptions, and perhaps even videos. Don't
shy away from showcasing unique features that could resonate with buyers.
From 3D virtual tours to professional videography, a home can be truly brought

to life online to create a strong engagement and desire in the property.
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Tip 9.
LEVERAGE SOCIAL ADVERTISING

In today’s digital age, social media is a powerful tool for marketing
your home. Leveraging social advertising can expand your reach
and generate more interest in your property.

Targeted Advertising

Social media platforms allow for highly
targeted advertising, meaning you can reach
specific demographics that align with your
potential buyer profile. Whether its targeting
young families looking for their first home or
investors interested in rental properties,
tailored ads can attract the right audience.

Showcasing Your Home

Use social media to showcase your home in a
dynamic way. Share high-quality images,
videos, and virtual tours that highlight your
home's best features. Engaging content

encourages shares, which increases visibility
and can lead to more potential buyers seeing
your listing.

Staying Top of Mind

Social advertising plays a crucial role in maintaining visibility for your
property in a competitive market. After a property is listed on platforms
like realestate.com.au or domain.com.au, it often experiences a decline in
views after just a few weeks, especially as newer listings come into play.
To keep your property fresh in the market, social ads can be incredibly
effective. They drive potential buyers directly to your listing, allowing your
property to stand out among the myriad of other homes being advertised
on major real estate sites.



Tip 10.

BE OPEN TO NEGOTIATION

Once you start receiving offers, it's
time to negotiate. This stage is crucial
for maximising your sale price and
ensuring a successful transaction.

Know Your Bottom Line

Before negotiations begin, determine your
minimum acceptable offer. This clarity will
help you make informed decisions when

reviewing offers and counteroffers.
Stay Flexible

Flexibility is key during negotiations.
Consider all aspects of an offer, including
settlement terms and conditions, not just the
price. Sometimes a lower offer with better
terms can be more advantageous in the long

run.
Allow Your Agent to Lead

Your agent is experienced in negotiations
and can provide objective advice. Trust
them to handle offers and counteroffers,
ensuring your interests are protected. Their
knowledge of the market and negotiation
tactics can be invaluable in securing the
best deal for you.




Conclusion

Selling your home can be a complex
journey, but with the right strategies and
support, it can also be incredibly
rewarding. By choosing the right agent,
pricing your home strategically, and
effectively marketing it, you can navigate
the Brisbane real estate market with
confidence.

Remember, every home is unique, and so is
the selling process. Equip yourself with
knowledge, be proactive, and lean on your
agent's expertise to maximise your home
sale.

If you're ready to embark on your selling
journey or have questions about the
process, don't hesitate to reach out to
Hauss Realty. Our dedicated team of
experts is here to guide you every step of
the way, ensuring that your home sale is as
smooth and successful as possible.

frank you!
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