


ARE YOU THINKING OF SELLING YOUR HOME OR INVESTMENT PROPERTY?

There are many decisions to make when you decide to sell your home.  At McLaren Real Estate, we would like 
to help you with that decision by providing the following information:
• Up to date market information
• Recent sales
• How to choose the right agent?
• What maintenance and repairs should you be undertaking to get the maximum return on  your investment?
• What are the costs associated with selling your home?
• How to market your home professionally and cost effectively?
• How to price your home correctly?
• Is styling your home necessary?
• Preparation of contracts
• How do I negotiate when I am presented with offers?
 
This brochure will help you answer these questions.

COSTS ASSOCIATED WITH SELLING YOUR HOME 

A conveyancer or solicitor is required to prepare your Contract of Sale. A contract of sale is a legal 
requirement when buying or selling a house in Australia and a residential property can not be advertised for 
sale until a Contract of Sale has been prepared. When selling your home, you should budget between $1,200 
and $2,000. We also recommend using a local conveyancer or solicitor as they have better local knowledge 
and tend to recognise if there is an issue quicker. The contract must contain the following:
• Copy of the title documents
• Drainage diagram
• Planning certificate
• If the property for sale has a swimming pool or spa pool, one of the following must also be attached:
 º A copy of a valid certificate of compliance or
 º Relevant certificate and evidence that the pool has been registered or
 º A valid certificate of non-compliance

Marketing Costs

The vendor covers the cost of the marketing of the 
property.  McLaren Real Estate can recommend a 
marketing campaign to suit your individual property. 
Marketing can include Premiere or Feature Listings on 
your main websites such as realestate.com.au, 
homely.com.au and domain.com.au.  Other things to 
consider are the photographs, floorplans, aerial photos, 
site plans, dusk shots, script writers, brochures, and 
stylists.  Every property is unique and depending on 
budgets, different marketing packages would suit and be 
ideal for each property. 



Agents Fees or Commission

The vendor covers the agents commission and is payable upon settlement.  All fees should be discussed 
before signing. There are two types of real estate agent fees:

• Flat fee:  where the agent and vendor agree on a fixed fee for the sale of the property, and irrespective of
  what the property sells for, the fee is set.

• Percentage of sale price fee: this is where the agent gets a percentage of the final sale price. The
  percentage can vary and is influenced by factors such as the property value and the competition amongst
  real estate agents.  There is also incentive bonuses, where the agent and vendor agree that if the property
  sells above a certain price, a higher percentage commission is payable.  This creates a win-win for both
  parties.

HOW DO I CHOOSE THE RIGHT AGENT?

Whether you are selling your lifetime home or an investment property, searching and choosing a real estate 
agent is a big decision.  Here are some ideas when choosing an agent:

• Research potential agents just like you would properties.  Attend open homes and see the agents at work.
  You don’t have to choose open homes of properties that are similar to yours, just use the opportunity to
  see how your agent presents an open house and deals with potential buyers. Do they in fact try and sell the
  home, do they follow up, do they act in the best interest of the vendor?

• It’s important that you choose an agent with proven experience selling similar properties to yours in 
  similar areas.

• You need an agent who can offer advice on local knowledge, and one who has the social skills to transform
  a promising lead into an agreed upon sale.  They are selling a lifestyle, not just a home and so they should
  be knowledgeable on all information relating to schools, transport and demographics.

• Choose an agent that you are comfortable with.  You need to be very honest with an agent during the
  selling process and hence you need to make sure you are comfortable with the agent and can have open
  honest communication with.



WHAT REPAIRS SHOULD YOU BE UNDERTAKING BEFORE YOU PUT 
YOUR HOME ON THE MARKET?

Here at McLaren Real Estate, we don’t just sell homes. Before going on the market, we believe it is imperative 
to prepare your home for sale to obtain the highest possible sale price.  At McLaren Real Estate we offer you 
our We Care to Prepare program that can take the worry and stress away as we offer free project 
management with all necessary trades in best preparing your home for the market.

If you are looking to maximise the sale price of your home when you go to market, here are a few tips:

This is the easiest and cheapest way to get a fresh and clean change to a room. Adding a fresh coat of paint 
represents good return on investment. Don’t go bold or to dramatic as it will limit your buyers potential.

Maintenance

We all have the jobs we put off until tomorrow. Make a list of what needs to be done to get your home into 
perfect condition as it is the little details that sometimes get forgotten. Remember, buyers turn all taps and 
open all doors so make sure something this simple doesn’t turn into a major reason for a buyer not to 
purchase.  McLaren Real Estate can arrange trades to assist with all of this as well.

Spend where needed

The big budget areas, such as the bathroom or kitchen, need some careful planning. If the major appliances 
and structure is in good condition maybe all the area needs is a basic ‘freshen up’, such as re-tiling and new 
taps and accessories. Sometimes simple changes such as these might be enough to give a new lease of life 
and give added value rather than being a full renovation.

Flooring

Thread-bare carpets and ‘traffic patterns’ wearing into your flooring is a major 
red-alert to buyers and can seem more costly than it really is. An update to your 
flooring might not be needed to the whole house so look at the prominent areas such 
your entry and lounge and this could be enough to give a lift from the bottom up.

The agents at McLaren Real Estate are more than happy to drop by and discuss 
what is most important to you so we can both achieve the highest possible sale price.

Styling

At McLaren Real Estate, we are regularly asked whether vendors should have your 
home professionally styled and/or hire new furniture for the campaign.  Adding 
attractive furniture to some rooms ensures that rough edges aren’t the only things 
that potential buyers see. It’s not about trying to hide anything, but simply 
accentuating the home’s strong points.  The agents at McLaren Real Estate can 
offer their advice on what level of styling, if any they would recommend for your home.



HOME PRESENTATION IDEAS & YOUR OPEN HOME

Though your house may look and feel good to you, it won’t necessarily to others regardless of what your 
friends tell you. Sometimes it’s the details that let you down.  Remember it’s essential to appeal to the widest 
possible cross-section of your target market, and don’t fall into these simple, very common traps. It’s about 
striking a balance between presenting a warm, homely environment and allowing enough mental space for a 
prospective buyer to imagine themselves living in your home.

Polarising furnishings

Make sure that your linen is neutral and mainstream. 
Classic white bed linen is always a winner.

Too much furniture

Too much furniture will make a room feel smaller than 
it is. Space furniture out and remove it temporarily if 
you have to.

Pet smells

Research tells us that one of the biggest factors that 
impact negatively on a potential buyer are pet smells 
and their toys and bowls lying around..

Heavy window coverings

Getting the balance right between privacy, style, mood 
and light is important.

Lighting

Subtle and indirect lighting can create a whole new 
atmosphere to an interior scheme.  A simple lamp 
can bring dark corners of rooms to life. An interesting 
lamp can double as a feature as well as lighting.

Cleanliness

Another huge mistake by sellers is assuming that the 
buyers can look past an unswept floor or dirty 
bathroom.

Selling a house empty

Can be a little uninviting to the potential buyer, so 
digital furniture styling is recommended.



Decluttering

There is a fine line between a well staged home and a home that has been decluttered to the point of being 
vast and empty. You want your property to portray an ideal lifestyle that a buyer aspires to, and that includes 
a bit of heart and soul.

Roadside collections

Roadside collections are a wonderful service and really come in handy when you are cleaning up and 
preparing your property for sale, however it is essential that the roadside collection period does not overlap 
in any way with the property going on the market. 

Add a few personal touches

A personal touch here and there helps your home feel less staged and will often help prospective buyers to 
build an emotional connection with your property. Fresh flowers, tasteful art pieces are a few examples.  Too 
much evidence of your life in the home can often overwhelm buyers and make it hard for them to emotionally 
connect with the property, hence we recommend to place personal photographs away.

Strike the right temperature

Keep an eye on the weather and heat or cool your home so that it’s at an optimal temperature for buyers to 
walk through.

Think about security

You should take care to remove and protect anything precious or valuable before your open house.

Make yourself scarce

While your house is getting the once over, you should leave potential buyers to wander your halls 
unencumbered and relaxed.



IMPORTANT THINGS TO CONSIDER WHEN SELLING YOUR HOME

Don’t cut corners on marketing, it can be detrimental to the overall sale price.

Do your homework on what you think your property is worth by researching recent sales in the area.

Do not necessarily go with the agent who is offering the cheapest commission, but one that you are 

foremost comfortable with, has knowledge of the area, has sold similar properties and an agent that 

you feel will be honest and open with you.

Do not necessarily go with the agent whose opinion on the value of your home is the highest.  We all 

love to hear this, but is this opinion realistic in the current market and conditions.

Be mindful of what you would really like and the market price of your home. You don’t want to lose that 

buyer that came in early with a great offer (as they have researched the market), only to be turned 

away and purchased elsewhere.

If you are looking to maximise the sale price of your home when you go to market, you won’t find 

another agency that is more dedicated, trustworthy and passionate than McLaren Real Estate. 

We are more than happy to drop by and discuss what is most important to you so we can both 

achieve the highest possible sale price.



 

www.mclarenrealestate.com.au
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