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[(What's[Happeninglin[thelGoldCoast[Property[Market?

Low[Supply@fipropertiesidurrentlyfor(sale
Alll3gencies[drel@xperiencingl@[Shortagedflist]
ings.[ellerstlSeems, [@relstillSitting[BackMait™
ingb[HeeWhatBappens,WaitingEbrlgricesib
riseldrldecidingb[Stay[put@nddenovate.[AshO
morel[postcodedbri@xampleBas@4% fewerist
ingsihfhelhonth@f[Bug@9fhanlAug08—see
statslih(fhelfable[dn[fage@.Mow[SupplyBasKept
pricesldpl@dndBaveldashedpBuyersiith@oth
ingEb[Sellfhem!

FirsttHome[Buyers[Bavelgone,But
investors(dreldppearing
Theldecreaselih[fheHirst(Home@wner
Grantfrom[§14,0000b[$10,500FfomO
October[Saw@Hurrydf@ctivity ThOuly
and[Augustfrom@rstBomeBuyers. Ik
seems(thoselihtendingdbiakelddvan
tageldfftheBoostBaveldlreadyldonelso
as[demand[fromIhem[Basibllen@wayldven
thoughfhelgrantidon’tldoBackdohe[$7000
normallévellntilddanuary2010.

InvestorsIBelddff[Buying@bl@voidldompeting
withfherstlBomeBuyersButfhey@rel@ntering
theltharket[dgain.[Alsolfents@relstatic[dtihe
moment—so[ifjoulBavel@dnihvestmentlroperty
with[goodfenants—[Bangldnibihem!SeeMal]
cancy[fateldataldnlpage(2.

Twollihterest(rate[rises[ih[@How[@ndhorefo
come
ThelReserveBank[Hasiftedfheldashfatefb

3.50%[@ndHaslihdicated fhatfurtherbateBikes
arellikelyih[domingMhonths.[ApartfromAustralia
onlyOkraell@ndMorwayHavelifted[datesSincefhe
Financial@risisBegan.[Accordingb[Traiglames,
Chief[Hconomist@brl@ommsec,Mthedbngerhat
Australialéffectively[doesldn[its[@wnihifting dates
(atdeastldompared@oMiththajorl@dconomies)fhe
higherfhel[Australian[dollarisdikelyEbldo,[don
straining[8arningsbriglobally fbcused[dompanies.”
The[ReserveBankBasldontinued b
highlighthatdhe[Aussieldollariill[3ct
as[@dampeningihfluenceldnburism
andl@xports@ndldonstrainihflation.

q

HoweverltostBuyersdttendingdpen
homesinderstandfhatfheseBistorically
lowfatesMillBeturnEbthoreMormal
settingslBndHaveorkedheldatelfises
intofheirldepayments@lready.

Financelstilldight
LendersBavefightenedheirldriterialfbrlending o
developersland[ihdividuals.[@onsequentlydevelopO
ers[@relfinding@Bardfb[detdewlprojectsdfffhe
ground.HoweverheSoull@ndHilton[Projectsih
theBeartdfSurfers@reellldnderway@ndfeport
that[Sales(BavelBeen[Strong.

Forlihdividuals,I&ndersl@reldequiring@videnceldf[d
good[Savingistory[@nd(d[decentldeposit—atdkast
5%LCIHinance@pprovals@refbking[deeksldr
morel[dots[E[doodideafbrBuyersibBelpre
approved[Beforefhey[startfheirBouseBunting.

Only2[Gold[Coast(SuburbsimhakefheHOTI00
Hotspotsl(List

The@MovemberdBustralianPBropertydhvestorMagazineBas[d[Panelldfl@xpertsiwhoBavelpickedQutthe
100[Hottestihvestmentbcations@roundfheldountry@ndfhelGold[QoastHas[ScoredEwo:

ASHMORE—for[its[@ffordability, [froximity bEhelglitter(Strip[df(SurfersBaradise[Bnd[Hospitals@ndBeing
well[ServicedWith[Schools,[Shopping[dentres@ndfoad@etworksIthey[Seelit[ds@[thiddlefhcomelSuburb

well[placed@bldeliverigriceldrowth.

SOUTHPORT—this[Suburblis[deendsiindergoing@dramaticishift. ks [E@hajor[dommercialldentre, [thinO
utesfromSurfersBaradise[@ndSetdbBenefitlfrom@Humberldfthajorihfrastructurelprojectsihcluding
theBroadwaterBarklands, [dapidEransitlSystem@ndfheldew[Gold [@oastHospital.

The[APIMagazinelit[d[greatfead@verythonth—andis[dut[@owfYouldantiblbdeadfhe

details.
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5 Statistics
Vacancy Rates
Post Code Aug 08 Aug 08 Aug 09 Aug 09
Vacancies Vacancy |[Vacancies|Vacancy rate
Rate
4214 60 1.3% 124 2.6%
4215 250 2.2% 687 6.0%
4216 264 4.1% 338 5.2%
Stock on the Market
Post Code Sept 08 Sept 08 Sept 09 Sept 09 Combined
Houses Units Houses Units Change
4214 351 82 257 73 -24%
4215 299 383 265 311 -15%
4216 369 243 335 241 -6
Average Dayson market and Private Treaty Discount of final sale price from
asking price
Gold Coast Aug 08 Aug 09
Av days 93 120
Av Discount 9.3% 8.1%

Source APl Magazine Nov issue using SQM Research, Australian Property M onitors, Home Price Guide data

1. Get the priceright

Spending the time with your agent to research the correct price
range for your property before you start marketing it isreally
important. Thisis because the first weeks on the market are when
thereis maximum interest in a property new to the market and
competition between buyers will force buyers to pay their top

dollar.

When you look at recent sales of comparable properties and
what is currently on the market you will seeis prices areall over
the place so it takes the skill and experience of your agent to
bring it together to determine the highest possible
price which isthe goal of every seller. Any one can
sell a property—but not everyone can get the top

pricel

2. Choose a proactive agent

No one needs alazy agent. Select one with agood
track record, onewho is going to be honest and upfront with you
and who will spend the time discussing all aspects of your sde
with you and report back to you with feedback after every inspec-
tion. Good negotiation and communication skillsand ahigh level

of energy arevita in your agent.

DISCLAIMER:BuyingdriSelling@[propertylis@majoridecision.Thelihformation[ihfhisBewsletterlisFforBackground
information©Gnly,[@ndYoulshouldd@lways[donsultyour@dvisorsBeforelsigningdontractsdrhaking@nyhajorfinancial
commitments.[If(youModbngeriwish¥oMeceive[dommunicationfromis,[pleaseletiis(Know[(seeldontactldetailsOver). ACCREDITED

3. Marketing

4. Presentation

Testimonial

“Ifhoughtdinally Bakeldho
mentbldive[Somelfeedback e
gardingthy[@xperienceithTanet,
pertaining@bBer@ssistanceith
thelpurchasel@flthy hhum'spropd
erty.

Mum[BadBeenthroughldome
prettynpleasantl@xperiencesith
reall@state[@gents(Since@rriving[ih
Queensland@fewonthsldgo,
with[dnelllncomfortablel@xperience
almostldonvincingBerbbeturnib
Melbourneldnd[gdiveldpldnBHer
yearslIbngldream[dffiving[dnlthe
sunny[Gold[@oast.

ThislisWheredanetldomeslih,Who
foundhuml[d[PBerfectdropertyih(d
beautifullStreet.danetSeems(@
breath[dflfresh@irl[domparedib
other[@gentsiWeRaveldealtwith.

ShelsM@everlpushy, fhcredibly[&ffi]
cient,[Beturns[@very[ghoneldall{so
rarelfheseldays)@ndisWilling{b
gofhel@xtralmile@t@very[Stepldf
theWay, [MotbthentionShe@ctuld]
ally[Bas[@€8enseldf(Bumour!

OanetorksBarddbrBerldlients
and[HoIRavel@oHResitation
inllecommendingBerbldtherBuy
ersldrSellersObokingdbri@reliable
andldthicalldgent.”

1/26[RiverwoodDr,[Ashmore
AngelaTheunissendnBehalfdf
LucyValyaev

4[drucialldomponentsiofid[successfullsale

No agent can sell asecret. To get the best price you need to make
sure al buyersin the market place know your property ison the
market. And it doesn’'t have to cost awholelot of money either.
But there are certain key elementsthat are crucial in your market-
ing mix to find that premium buyer who is going to pay theright
price for your home.

Having a clean, uncluttered, and tidy property to market assistsin
getting the top price. Y our agent should be able to advise on how

to present your property to maximise your price.

Having access to the property for regular open homes
and inspections is also very important.

Sdling ahomeis a partnership between the agent and
the Sellers every step of the way. Regular meetings to
discuss progress are crucial so changes can be made

if required to the marketing, price or presentation—in short the
best priceisto be had while the property is fresh on the market
and it is up to your agent to leave no stone unturned to make that

happen.
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