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MARKET ACTIVITY REPORT 
A LOT OF US HAVE PROPERTY TO 
create a home, wealth, lifestyle, etc 

and eventually we will sell these 

assets to drive our lives in the 

direction we wish them to go. The 

burning question for home owners 

when looking at changing the direc-

tion of their lives is: how much is my 

property worth? Then we as owners 

look to an Agent to give an esti-

mate, the trick to a driving market 

is What makes the agent the judge 

of that? Wouldn’t the market and 

the buyers be the best judge???

Scenario – you want to sell for 

the best price so, You shop agents 

against each other to find the high-

est promised price. Does this mean 

the agent is right? Does it mean the 

other agent is wrong? Neither are 

right or wrong, it’s simply a guide 

by an individual and never should 

be used as a sworn valuation. Quite 

often homes sell for $100,000 un-

der the original list price and on the 

other hand, can sell for $100,000 

over the original list price. Why 

would this happen? A home is only 

worth what a buyer is willing to  

pay. So the question arises as to 

why owners and agents put so 

much emphasis on quoting either 

unrealistic or realistic figures… the 

answer is HOPE. Owners hope their 

home is worth more. Agents who 

struggle for business hope that by 

telling a big figure it will get them 

the business, while other agents 

hope that by being open and hon-

est they will be the most credible 

agent in the market.

 If you were unwell and went to 

the doctor they would not order 

surgery without tests. They would 

do test after test to make sure 

they were 100% right before pro-

ceeding further.  Relate this to real 

estate, why don’t more owners  

test the market and see what  

buyers are willing to pay before 

making a decision on what price 

they will take.

How would you do this? Mar-

ket the house well with no price 

strategy, get feedback from buyers 

and assess it from there. Your list-

ing price could look like a bargain 

to one buyer and expensive to the 

next. Wouldn’t you want to deal 

with only the better quality buyers?

If you are planning on sell-
ing, these are the questions you 
should be asking agents:
1. What is your plan to sell  

my house?

2. How will you get better  

quality buyers?

3. What marketing options do  

you provide?

4. If it’s a list price, what is the clos-

est comparable to my house? (Don’t 

worry about the answer just look 

for confidence in his or hers ability 

to relate to a client)

5. If this was your home, how would 

you go about the sale?

6. Show me your track record. How 

much do you discount the original 

list price to get a sale (will I have 

to drop my price by $50,000 or 

$100,000? – this does happen!)

 

Once you believe you are talking 

with the best agent then work out 

commissions and pricing.  Ensure 

these two things are not clouding 

your judgement on the more impor-

tant parts of selling which is; getting 

the plan, marketing and agent right 

as it’s the agent who will extract 

the best price for you. If you get the 

start right the rest will follow.

ANDREW’S OCTOBER 
EXCHANGED SALES
4/10 Station Street, Woy Woy  
 $511,000

19/56 Ryan’s Road, Umina Beach
 $450,000

3/200 Railway Street, Woy Woy
 $540,000

8/118 North Burge Road, Woy Woy
 $439,000

 VENDOR REVIEW
74 Albion Street, Umina Beach

“Andrew and the team did a great job in 
marketing our property and finding the right 
buyer. At all stages, we were kept informed of 
interest and offers on the property. Andrew 
and the team were able to negotiate a good 
sale price and handled the exchange and 
settlement period seamlessly. Well done.”

Recommended by Stuart4557,  
05 October 2016

 VENDOR REVIEW
11 Tulani Ave, Daleys Point

“It was highly surprising how well rounded 
Andrew is he has poise, grace and a confident 
grasp on his industry well beyond his years. 
Andrew answers calls asap with clear short 
informative answers, he does not ramble or use 
sales speak. If you truly wish to sell your house 
give Andrew and Jackson a call no tricks no 
fuss job done.”

Recommended by Steve6532,  
02 October 2016
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