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Buyer activity has increased hugely since Christmas. 
Daily internet views of properties has doubled and well 
priced properties are attracting good open home attend-
ances.   
 
But Buyers are being very cautious, they 
are looking around at lots of properties 
before they buy and they are negotiating 
hard! 
 
Winning the Commonwealth Games for 
2018 and all the new infrastructure con-
struction, jobs and publicity that entails has given the 
City a real boost in confidence and attracted much buyer 
enquiry from interstate. They are excited about the tre-
mendous value for money properties now offer here.  
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2 fantastic properties must be sold . . .   

Deceased Estate Renovator 
$495,000 

Well maintained 38 squares 
home with a separate double 
storey studio. 4 beds, 2 bath, 
rumpus, 5 car garaging plus 

double carport. Great location, 
handy Southport Park shops. 

Hurry - Potential plus!  

Location, Luxury, Lifestyle   
$339,000 & $359,000 

Lovely freestanding homes for sale, 2 
and 3 bedrooms in Harbourside Gar-
dens Lifestyle Resort for over 50’s on 
the water near Harbourtown. Great 

location, short walk to everything! NO 
Stamp Duty, NO Rates,  

NO Exit Fees, NO renters!  
Friendly and fun! 

70 & 32 / 11 Treasure Island 
Dr, Biggera Waters 

No–one Wants To Buy Your Problems . . .  

In a hot market, buyers are prepared to 
overlook the problems and short comings in 
a property with the intention of fixing them 
when time and money permit. 
 
But in a cool market, buyers are in no hurry. 
With plenty of homes for sale to choose 
from, buyers are looking for any excuse to 

cross a house off  their list of potential purchases. 

There is already enough uncertainty for buyers with-out add-
ing the unknown costs of fixing a potential problem.  
 
Our advice is for the Seller to get any problems fixed first. If 
you can’t afford to fix it then at least get a written quote from 
a licensed registered tradesperson to show to buyers. 
Something as simple as that can keep a buyer interested 
and save you having to discount by thousands of dollars to 
get your property sold. 

The State and Council elections are looming in the next 3 
months and both these are currently on the nose with vot-
ers so a clean sweep will further boost confidence. 

 
A predicted third interest rate drop will add to 
the affordability and as rentals rise more inves-
tors and first home buyers will be attracted back 
into the market.  
 
Every day commentators are making predictions 
about the property market and the world econo-
my. For every positive one there is an equally 

negative one. But at the end of the day people have to live 
somewhere and with little new construction on the Gold 
Coast in recent years the laws of supply and demand will 
determine house price movement. 

13 Coolibah St 
Southport 

View photos on www.houlihanrealty.com.au Ph Janet Houlihan on 07 5531 1268 for open home times  
and a copy of the Sustainability Declaration.  
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Land for Sale just 
$35,000 and only  

1 hour from Brisbane!!! 

DISCLAIMER: Buying or selling a property is a major decision. The information in this newsletter is for background information 

only, and you should always consult your advisors before signing contracts or making any major financial commitments.  

If you no longer wish to receive communication from us, please let us know (see contact details overleaf). 

the Buyers in the market place know your 
home is for sale so you can find the one 
that loves it as much as you do and will 
pay the best price. 
 

5. Make it Easy for Buyers 
to Buy! 
There are so many suitable 
properties for buyers to 
choose from right now, they 
are looking for any reason to 
strike a property from their 
possible list.  Research shows 
buyers want to see the price, 
the address, lots of photos, 
the want to drive by first and 
they want to come to an open 
home to view it. They do not 
want to have to phone an 
agent and be “nabbed”.  

 

6.  Listen to the feedback 
Get your agent to tell you everything they 
learn from buyers about your property—
the good, the bad and the ugly! Don’t take 
it personally. Fix or minimise objections if 
you can, if not accept that no property is 
perfect—all have pluses and minuses—
even yours! But when the price is the right 
those objections go away! 
 

7.  Keep reviewing your presenta-
tion 
Average time on the market has blown out 
to over 100 days so if this happens to you, 
you may need to spruce up, spring clean, 
prune, pressure blast paths and clean 
those windows all over again. If you don’t 
your price will suffer! 

Recent Sales 
Treasure Island Dr, Biggera 
Waters $347,000  2 bedroom 

home in Harbourside Gardens 
fantastic over 50’s resort 
 
Riverwood Dr, Ashmore 
$475,000 4 bedroom home 

with 30 sq office, bush views, 
801 sq m block in Riverside 
estate.  
 

Here’s what Janet’s clients said . . . 

No this is not a typo! We  
are selling 2 good flat blocks 
with cleared building sites, 
power and water in the 
street. One is 569 sq m and 
the other is 607 sq metres. 
 
Both are located on Russell 
Island in Redland Bay which 
enjoys an efficient fast ferry 
service to Brisbane with 38 
services from Russell Island 
to Redland Bay on a  week-
day. For vehicles there is a 
frequent barge service. 
 
Russell island has a primary 
School, RSL, supermarket, 
coffee shops, doctors , 
chemist , new swimming 
pool and even its own police 
station. 
 
Preliminary plans for 3 bed-
room homes are available 
for each of these blocks alt-
hough approvals would be 
required. 
 
Take advantage of the State 
Government's extension to 
the $10,000 Building Boost 
Grant available to home 
purchasers buying or build-
ing a new home worth less 
than $600,000, now expiring 
at the end of April. 

7 Ways to Take the Stress Out of Selling Your Home 

1.  Choose the right agent 
Ask around your friends or colleagues for 
a recommendation, check testimonials on 
the agents website to see what real sellers 
and buyers said. Contact those 
sellers personally to be sure. 
Meet the agent and see if you 
like them and trust them to sell 
your most expensive asset.  
 

2.  Prepare your property 
Clean, de-clutter, tidy up inside 
and out. Get your agent to sug-
gest what needs done to pre-
sent your property in its best 
light. We recommend getting 
your pest and building reports 
done before you list so if there 
are any problems they can be 
dealt to first and won’t scuttle a 
deal later on with unexpected issues. 
 

3.  Price it right from the beginning 
Your agent should tell you the likely selling 
range of your home based on recent sales 
of similar properties. Have you heard the 
saying your first offer is usually your best 
offer? That is because when you first list 
for sale all the buyers currently in the mar-
ket evaluate your property. If it is correctly 
priced then you are more likely to get com-
petition between buyers and the highest 
possible price. The longer it is on the mar-
ket the less of a prize it becomes!  
 

4.  You Can’t sell a Secret! 
A good marketing campaign from a pro-
active agent is crucial. And it doesn’t have 
to be expensive. But it does need to let all 

TESTIMONIAL 
 
“With great pleasure I recommend  
Janet as a person and as a profes-
sional. Always a pleasure to be with 
her, she radiates competence, reliabil-
ity and a kind cheerful heart.  
 
She is not wedded to one  
approach and this flexibility is 
yet another skill. I’d use her anytime!” 
 
Joan Bolitho 
71 Riverwood Drive, Ashmore 
 
 

TESTIMONIAL 
 
“In the prosecution for the sale of our 
property, Janet made us feel very 
comfortable and confident with her 
very professional and friendly  
approach.  

Her ability in promoting and 
marketing and her very honest 
dealings with us and our pur-

chaser were efficient in every  
respect.” 
 
Betty and Charles Forkert 
63/11 Treasure Island Drive 


