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New townhouse breaks sales records
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Property News
Agent’s 24 Month

Marketing Plan



Dear Agent,

To ensure that you get the best results from your Property News newsletter 
program our editorial team has developed a step-by-step 24 month newsletter 
marketing program that provides you with an outline of editorial suggestions  
that will take the hassle out of having to choose what is going into your next 
monthly newsletter.

At a time when we are becoming more and more time poor, this program will 
guide you through the editorial process in a fast and efficent manner leaving you 
more time to work on your business than on the contents of your next newsletter.

The ideas presented here have been utilised by agents large and small from 
across Australia. However, if one particular idea doesn’t suit simply choose the 
next one on the list. If you are still stuck, our friendly editorial team are only a 
phone call away waiting to assist you.

Why are we offering you a 24 month marketing plan, when you only sign for a  
12 month contract?

Looking back through the past 10 years, the majority of our agents find the 
first year so successful that they find it easy to extend into a second 12 month 
program.

In the mean time I hope that these ideas contained herein help you make the 
most of your newsletter program and we look forward to hearing of your  
ongoing success.
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Ken Robinson
Publisher

Kind regards,



How does this story promote you?

What do you need to supply us with to produce this issue?
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In this issue of Property News:
• Have you chosen the right agent? 
• Property sales on the move forward
• What makes an outstanding investment

The past few years has seen an avalanche of gloomy 
stories in the media about the state of the property market. 
Rising property prices and successive interest rate rises 
have combined to create historically low levels of residential 
housing affordability in many parts of Australia. 

This situation, allied to good returns on stock market 
investment, has led to a decline in property investment and 
in the proportion of Australians entering the market as fi rst 
home buyers. But what, if anything, have the movements and 
trends in the property market meant in your local area? 

See page 3 for full details

What is the state of the 
PROPERTY MARKET 

in your area?
The hard-working team from 

ABC Realty make sure that they 
stay on top of the latest property 

market information in order to 
deliver the best possible service 

to their clients.
SOLD

home buyers. But what, if anything, have the movements and 
trends in the property market meant in your local area? 

SOLD

ABC Realty has a proven record success and an impressive 
portfolio of clients who are totally satisfi ed by our outstanding 

level of service.

If you would like to sell your property without the heartache then 
call our property people on 0123 4567 and rest easy!

Would you like to have 
your home sold by the 
best in the business?

Suburb/town Number of 
properties sold

Highest 
price

Median 
price Average price

Bateau Bay 161 $880,000 $355,000 $386,781

Killarney Vale 99 $734,000 $292,500 $315,402

Long Jetty 116 $605,000 $325,000 $324,500

Shelly Beach 16 $890,000 $405,500 $464,281

Tumbi Umbi 66 $1,150,000 $382,250 $539,498

What does the changing market mean for 
property buyers and investors?

Despite the market 
fl uctuations, Bateau 

Bay property sales are 
on the move forward 

So what is the 
state of the 

property market?

The team of professionals at Ray 
White Bateau Bay study the property 
market carefully so that they are fully 
informed when it comes to advising their 
clients about current conditions. They 
believe that helping property owners to 
make informed decisions about the best 
course for them is a crucial part of the 
service Ray White Bateau Bay offers. 
Following is a brief summary of the 
number and value of property sales in 
your area from 1 May, 2006 to 30 April 
2007, sourced from RP Property. 

Although trend information and 
statistics provide a great starting point 
when it comes to making decisions about 
your property, the property market is 
changeable and varies widely in different 
areas (as the table above shows). That’s 
why it is crucial that you seek professional 
advice when it comes to buying or selling 
property. The team at Ray White Bateau 
Bay are fully experienced in marketing 
and selling property, and are also very 
knowledgeable about the latest market 
conditions in your local area. 

Setting the correct price at which 
your property will sell quickly and will 
achieve the highest possible price for 
you in the prevailing market is just the 
beginning of a successful sale. The 
Ray White Bateau Bay team are great 
communicators and negotiators with 
strong track records in their area. They 
understand how to attract buyers using 
their highly professional marketing skills, 
and how to negotiate a sale. 

If you want the latest information 
on sales in your area, and top quality 
advice on buying or selling property, 
contact the helpful team at Ray White 
Bateau Bay. 

SOLD

SOLD

This story shows you can work in any segment of the market.
Your clients and prospective clients need to feel secure that you know the local market and 
that you can sell successfully regardless of the climate.
This type of story is perfect for showing at least three of your most recent sales successes in 
three different market segments. Obviously, the quicker the three sold the better. Or perhaps 
they sold above the expected price.

•  Try to profile 3 homes in 3 price segments.
•  We would need a brief description of each property, the price you obtained, how quickly it 

sold or any other advantages you brought to the deal.
• H igh resolution photos of each property.

Issue #1 State of the market



How does this story promote you?

What do you need to supply us with to produce this issue?
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In this issue of Property News:
• Housing affordability has improved!
• Property market remains strong 
• Capital gains tax obligations for investors

AGENTS RING UP 
MORE SALES!

Honesty pays! Consultants’ accurate 
appraisals result in quick sales

Read our full 
report on page 3 Are you selling for the right price?
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View properties for sale at www.abcrealty.com.au

If you would like to sell your property please call our sales team on 1234 5678 today!

More homes sold!

Properties sell for good prices as 
government’s policies kick in

There’s no doubt the Federal 
Government’s monetary and fiscal 
policies are working, with the property 
market showing signs of recovery. This 
can be no better seen than with the 
results being achieved by Yarraville’s 
leading estate agents, Nicholas Scott 
Real Estate.

The firm has just rung up more sales 
that underscore its claim to be the market 
leader in the region. According to the 
agency’s Principal, Nicholas Skapoulas, 
some of the homes have been sold close 
to the listed price or even more than the 
listed price, a vindication of the agency’s 
policy of appraising properties honestly at 
a price that will meet the market.

“We have a strict policy of putting an 

accurate price on a home,” Nicholas said. 
“It’s of no use to the vendor or us if we 
overvalue a property. Some agents do this 
so they win the listing but such policies 
can lead to a house languishing on the 
market for months.

“As a result, the vendor can lose money. 
Such practices can damage the property 
in the eyes of purchasers because they 
think the reason it has been on the market 
so long is that there is something wrong 
with it,” he said.

Nicholas said the market’s strength 
could be readily seen in the results of a 
recent sale at 4 Adaleigh Street, Yarraville, 
which was sold for $27,000 more than the 
listed price.

“This four-bedroom family home with 
a study was in a magnificent location 
and was listed at $650,000. After only 
12 inspections we had three offers on 
the property and closed at $657,000. 
Located beside Cruickshank Park, it had 
period features, character and charm. 
These were attributes the buyers were 
immediately attracted to and we had no 
trouble selling it.

Nicholas said as a result of the recent 
successes the agency needed to list more 
homes. “Any owners who are considering 
selling should contact us,” he said. “We 
will give them an honest evaluation of 
what we believe the property is worth 
and also advise them on the best way to 
present it.

“Good presentation is essential in 
real estate, especially in today’s market 
where so many homes are competing for 
the same buyers.”

For the best advice on how to sell, buy 
or lease real estate contact Nicholas Scott 
Real Estate. If you are selling, the firm’s 
professional consultants will evaluate your 
home and give you an honest assessment 
about its market value.

They will also guide you about the 
best way to present it and market it.

This story is designed to promote your honesty, accuracy and market knowledge. It’s all about 
the accuracy of your valuations and, perhaps, your ability to even sell above those valuations 
estimates without going to auction.

•  A description and selection of high resolution photos of the property, information on the sale 
and the vendor’s story.

Agents ring up more salesIssue #2



How does this story promote you?
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In this Issue of Property News:
• 2008 is an excellent time to invest!
• Yamba home sells successfully at auction
• Is your investment property underinsured?

Auction delivers 
brilliant results!

See our full report 
on page 3

How did ABC 
Realty sell this 

home with great 
results after 

another agent 
failed to attract 
the right buyer?

Meet the team at  
ABC Realty  

and call us on 
(02) 1234 5678

Why not let our team of experts 
help you sell your property?
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Not all real estate agents have the 
knowledge and the ability to undertake 
a successful auction campaign that 
achieves or exceeds the owner’s 
expectations.

However, a well-run auction 
campaign conducted by a qualified 
agent can result in amazing sales 
outcomes.

In this report, we speak to Raine & 
Horne Yamba Principal Denise Jillett 
about how she sold a property for great 
results at auction, after another agent 
failed to sell the home after 3 months.

What was the selling story behind 
the apartment at 2/38 Yamba Street, 
Yamba?

This stylishly designed 2-bedroom 
unit was spread out over 3 levels and 
boasted a well appointed kitchen, and 
open plan dining and lounge area and 
a fantastic balcony that was perfect for 
entertaining.

This wonderful dwelling offered 
picturesque hinterland views and 
was only metres away from Yamba’s 
beaches, golf club, restaurants and the 
CBD.

“This property was listed with another 
agent for 3 months without attracting a 

sale, but we took it to auction and sold it 
for the outstanding price of $335,000,” 
Denise said.

“After experiencing 3 months without 
a sale, the vendors were thrilled with 
the selling result we achieved for them 
under the hammer.”

How did Raine & Horne Yamba’s 
database help Denise locate 
interested buyers before the auction 
deadline and sell the home for a great 
price?

The Raine & Horne Yamba team 
pride themselves on their extensive 
client database, which features 
potential buyers who are currently 
seeking property.

 “When a buyer contacts the office 
or attends an open home inspection, 
we add them to our database for future 
reference,” Denise said.

“When we received the listing for 
this property, we simply referred back 
to the buyer database and matched the 
property to  several potential buyers.”

By using this technique the team 
were able to organise numerous 
different inspections in the lead up to 
the auction deadline.

“We were spot on with our matching, 

as on the day of the auction we took 
9 bids and the successful buyer came 
from our database,” Denise said.

“By using our database method in 
our pre-auction marketing campaign 
we are able to find potential buyers 
quickly and start organising inspections 
from day one – using a client database 
eliminates the need to implement costly 
advertising campaigns and allows us to 
sell to the right buyer.”

If you are thinking about selling 
your property and would like to employ 
an agent who knows how to achieve 
the best possible result for you, talk to 
the team Raine & Horne Yamba.

Achieving an incredibly successful outcome for 
homeowners at auction takes experience and skill.

Yamba home sold under the 
hammer by experienced team

Now we promote your auction/private treaty expertise. Give us an example of your best result – 
big crowd, lots of inspections, lots of pre-auction offers, how you achieved the maximum price 
for your excited vendor. 

•  A description and high resolution photos of the property.
•  Information relating to the auction (open houses, number of bidders, vendor’s thoughts etc.)

Auction delivers brilliant resultsIssue #3
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In this issue of Property News:
• Steps to take in the garden
• How this home was sold in 8 hours
• Ready your investment property for summer

How this home was 
sold in 8 hours
Agent’s web outperforms others by 178%

See page 3 for full details 

www.abcrealty.com.au  

The internet is now considered one of the 
fastest, most effective ways of selling 
property. How do you ensure your agent 
is net savvy? What do you look for to 
make these success stories yours? 

ABC Realty recently sold one property 
in eight hours and another in just fi ve days 
thanks to their e-marketing via a website 
that Google Analytics reveals outperforms 
those of competing agencies by as much 
as 178%.

Bells Place, Tenambit hit the internet 
with instant results, selling in eight hours 
for $417,000, just $2000 under the listing 
price. Amazingly, the agent had two offers 
during that time.

The only people more delighted than 
listing agent Cathy Cattell were the owners 
of this four-year-old home that needed no 
work and was ready to move into.

Little wonder after that result that 
Cathy was just a little blasé when she sold 
35 Streeton Drive, Metford, a three bedder 
with two living areas and a pool, in just 
fi ve days.

“For a sales professional, the web 
can be an absolute dream ally in this day 
and age when everyone is so comfortable 
with shopping via the net. It provides 
instant visuals and detailed information,” 
Cathy said.

Marketing Manager, Cristen Cable 
said, “Not all web sites are created equal. 
We go to a great deal of trouble with our 
photos and our wording and constantly 
evaluate the effectiveness  of our site 
in comparison to those of our opposing 
agents.

“We examine such things as the 
number of visits, the bounce rate, the page 
views, the time on the site, the number of 
pages examined by each visitor and the 
number of new visits.

“These fi gures are compared against 
benchmarks and our site is constantly 
being refi ned and tailored to maximise its 
effectiveness,” she said.

 Every day potential buyers are lost 
to the poor web sites of some real estate 
agents. Yet every day more and more 
people are turning to the web to do their 
property buying.

It is essential that your agent’s site is 
effective.

Cristen said that recently web use as 
a shopping tool had been boosted by the 
release of the iPhone and compatible 
products. Each weekend Tony Cant Real 
Estate staff see people who are literally 
shopping via their phones as they go from 
open house to open house.

Cristen stated that apart from having 
a clean, fast and manageable site that is 
easy to navigate, their research has shown 
that it is still the quality of the photos and 
the presentation of the information that 
assists with the actual selling.

She advised their highly successful 
website and strong e-marketing knowledge 
gives the Tony Cant Real Estate team a 
decided market advantage.

“Our e-marketing initiatives such as 
newsletters, premium subscriptions and 
an online magazine are powerful selling 
tools through which we are able to fi nd 
more buyers more quickly.”
She suggests that any seller looking to 
appoint an agent should be sure to quiz 
them about their net presence, asking 
them:
•  How often they change their website? 
•  Do they measure the success of their 

website?
•  Do they monitor hits as a measure of  

advertising effectiveness?
•  Do they build, maintain and effectively 

use a database?
•  What other e-marketing strategies do 

they use?
To get a web presence that works, 

contact Tony Cant Real Estate on 
02 1234 5678.

Web attracted a 
buyer in 8 hours

Meet some of the 
Residential Sales Team at

Name & TitleName & Title Name & Title Name & Title Name & Title Name & Title

Selling quickly – that’s what clients want to read about. In this story we not only promote the 
result, but the part played by your website and or your database marketing. The more elements 
you can add to a story such as this the better.

•  A description and high resolution photos of property and the vendor’s story.
•  A selection of buyers waiting on your database 

(names and their needs, eg. Mr & Mrs ‘X’ looking for a 3 bedroom home etc.)

How was this home sold in ‘x’ hrs/days/weeks?Issue #4
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In this issue of Property News:
• What’s best - buy or build? 
• Bateau Bay agents offer proven record
• Secure your financial future with rental bond

Choosing the 
right agent to 

sell your home

SOLD! SOLD!

SOLD! SOLD!

Why is it 
important 
for local 
property 
sellers to 
think like 
buyers?

See our full report 
on page 3

www.abcrealty.com

ABC Realty has a proven record success and an impressive 
portfolio of clients who are totally satisfied by our outstanding 

level of service.

If you would like to sell your property without the heartache then 
call our property people on 1234 5678 and rest easy!

Would you like to have 
your home sold by the 
best in the business?

When it comes to employing an agent 
to sell your property, what qualities and 
attributes should you look out for?

A flashy new office in the main street 
and dazzling ‘for sale’ signs may capture 
your attention, but a lot more goes into 
selling a property than just appearance.

A proven sales record and the ability 
to sell properties quickly are two very 
important elements to look out for when 
you are choosing an agent to sell your 
home.

In this report, we speak to Wayne 
Hockey from Ray White Bateau Bay about 
how to choose the right agent when you 
want to sell your home.

Why should home sellers change 
their approach when they put their 
properties on the market?

“When owners list their property they 
normally think like a seller, whereas they 
should think more like a buyer,” Wayne 
said. ”Owners should consider how a 
buyer shops for a property and market 
their property to those buyers.”

The majority of buyers now do a 
number of things before they inspect a 
property. 

Most will look for properties on the 
internet, search through the Central 
Coast Express, then they will drive 

around the area before finally attending 
an Open Home inspection.  However, 
most do this before they even speak to 
the responsible agent.

“Selecting the right agent in our 
market place can be quite a challenge 
considering there are over thirty agents 
to choose from - on the surface we may 
appear to be the same, however in reality 
the differences are quite significant,” 
Wayne said.

“Choosing the right agent who can 

direct you in the sales process will often 
mean you can sell your home with the 
perfect results.”

‘All sellers should be asking these 
questions before selecting an agent to 
sell their home,” Wayne said.

If you are thinking about selling 
your home and would like to employ  
an agent who knows how to market 
your property and ensure a fabulous 
result, talk to the team from ABC 
Realty.

Local sellers seek out 
the best agent

1.  Are they a local agent? A local agent will have a more in depth 
knowledge of prices in the area and what the buyers are requesting.

2.  What internet sites do the For Sale properties appear on, what features 
are offered and what happens to your listing after 30 days. There are 
over 16 pages of properties on the internet sites and yours could start 
off on page 5.

3.  What will my home look like in the Central Coast Express, what size 
and how many times will it appear?

4.  Will my address appear on all advertising?

5.  How many Open Home inspections will you have?

6.  How many sales people will be working to sell your home?

7.  How many properties does this agent sell each month?

When selecting your agent, what 
questions should you ask?

This story can be good for the quieter times or when you want to generate new listings. Here we 
feature a cross section of properties you have sold and include quotes from one or two vendors 
on how happy and surprised they were with the results. It shows that you get results.

•  A description and high resolution photos of 4 sold properties and the vendors information.
•  A selection of buyers waiting on your database.
•  The names and details of a few happy vendors.

Choosing the right agentIssue #5
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How was it possible to  
sell this Binnacle Court 
waterfront property to a 
buyer from Queensland over 
the internet?

Some would say the most important 
element in the sale is the face to face 
negotiation between the agent and the 
potential buyer. 

Or perhaps it’s the agents expert 
advice on the best way to present 
your property and how to highlight its 
outstanding features to the best effect 
that has the greatest influence in 
selling?

But what use are personal negotiation 
skills and advice on preparing your 
property if nobody finds out about it? 
They are just two of the many elements 
in the toolkit available to your agent to 
sell your home, land or business. And 
when it comes to real estate marketing 
tools, one of the most crucial and cost 
effective is advertising.
Continued on page 3

In this Issue of Property News:
•Property Planning Checklist – Selling
•Virtual tours make it easier to buy and sell
•Should you sell before buying?

YAMBA WATERFRONT 
PROPERTY sElls 

OvER ThE iNTERNET!

Meet the team at  
ABC Realty 

and call us on 
(02) 1234 5678 Name Here

Job Title
0412 345 678
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Job Title

0412 345 678
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Job Title

0412 345 678

Name Here
Job Title

0412 345 678

Some buyers need to reassure 
themselves that they are getting the 
complete picture about a property and 
not just the glossy version that the 
agent wants you to see. They need to 
see for themselves that the property 
lives up to the promises offered by 
agents in marketing material. 

We reveal how Denise Strange of 
Raine & Horne Yamba recently sold 
a Yamba waterfront property to some 
Queensland buyers sight unseen. The 
buyers purchased the property at 9 
Binnacle Court, Yamba, after viewing the 
property over the internet and negotiating 
with Denise of Raine & Horne Yamba 
over the telephone. 

Raine & Horne Yamba had listed 
the property for $695,000 and the 
Queensland purchasers offered the 

successful bid of just under the asking 
price without ever setting foot on the 
property. The owners were very happy 
with the sale price and the fuss free 
purchase. 

So how did Denise Strange and 
Raine & Horne Yamba manage to find a 
buyer for the property without requiring 
a personal inspection?

Part of the answer lies in the expansive 
internet marketing presence that Denise 
and the Raine & Horne Yamba team had 
created for the Binnacle Court property. 
Denise and the rest of the professionals 
from Raine & Horne Yamba know that 
interstate or out of area buyers often find 
it difficult or even impossible to inspect a 
property in person before purchase. They 
have become expert at ensuring that the 
internet exposure for the properties listed 

with them is accurate, comprehensive 
and persuasive. 

The Queensland buyers of the Yamba 
property were able to view extensive 
and top quality photographs of the 
Binnacle Court property to obtain a 
complete picture of its features. 

The most important element in 
the successful sale of the Yamba 
property, however, is the outstanding 
communication and negotiation skills 
of Denise Strange of Raine & Horne 
Yamba. Denise has built a well-deserved 
reputation for her ability to induce clients 
to trust and rely on her judgement when 
it comes to buying and selling property. 

Her expertise and knowledge of 
the property market becomes quickly 
apparent to buyers and sellers when 
they speak to Denise. In the case of the 
Binnacle Court property, Denise Strange 
was able to answer all the buyer’s 
questions about the property and instil 
a sense of confidence in them that they 
were purchasing a high quality property 
for a good price. Denise was then able to 
effectively carry out the sales negotiation 
with the vendors to achieve a great result 
all around.

If you are looking for an agent 
who provides great service and gets 
outstanding outcomes for her clients, 
talk to Denise Strange at ABC Realty.

how is the internet making it 
easier to buy and sell properties?

Everyone with property to sell wants the same thing 
– they want it sold quickly with minimum fuss and for 
maximum return.  But what is the best way to achieve 

this highly desirable outcome?

Why not let our team of experts 
help you sell your property?

Not all of your vendors are web savvy. There’s still a lot of mystery and awe here. In this story 
you pick a property that sold off the net or as a result of your database marketing.

•  A description and high resolution photos of the property.
•  Overseas/interstate buyers available.
•  Use of virtual tour.

‘Suburb’ property sells over the internetIssue #6
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In this issue of Property News:
• Stimulus package for new home builders
• Demand strengthens property market
• Capital gains tax obligations for investors

NOW IS THE 
TIME TO SELL!
‘Shortage of stock makes this an ideal time 

for vendors to list their home’

Read our full report on page 3

Strong demand 
strengthens market

ABC Realty 
urgently needs more listings

Now is the ideal time for vendors to sell, 
with a serious shortage of quality stock 
coupled with strong demand from many 
buyers pushing up prices.

According to the Principal of Cribbin 
Blencowe Estate Agents, Rebecca Cribbin, 
the shortage of listings in the Southern 
Highlands has created a situation where 
many unsatisfied purchasers are looking 
outside the area for homes.

“It’s a shame this situation has arisen 
because Bowral and its surrounds have 
so much to offer, but we are finding that 
disappointed buyers are now looking to buy 
outside the district,” Rebecca said.

“Many vendors think the best time 
to sell is spring when the gardens are 

colourful, but now is a great time because 
the improving economy has seen a surge 
in demand.

“Because the Australian economy has 
proved to be in far better shape than many 
of its critics expected, the property market 
has proved to be a lot more resilient and 
many buyers, right across the board, are no 
longer hanging back,” she said.

“With so many qualified purchasers on 
our books, we urgently need more listings 
to meet demand. Regardless of the price 
range we are finding there is competition 
for properties and that prices are firming.

She told Property News the market had 
been buoyed by the announcement that 
Australia had technically escaped going 
into a recession.

“In difficult times like these both vendors 
and purchasers welcome any positive 
developments and the announcement by 
the Australian Bureau of Statistics (ABS) 
that Gross Domestic Product (GDP) grew 
by 0.4 per cent in the March quarter was 
very encouraging,” Rebecca said.

“As a result of the ABS announcement, 
consumer confidence jumped in June. 
The Westpac-Melbourne Institute index of 
consumer sentiment rose 12.7 per cent 
to 100.1 points, which is a remarkable 
improvement.

“It’s interesting that after all the 
claims that house prices were set to fall in 
Australia by up to 20 per cent this year, a 
report in the Sydney Morning Herald (SMH) 
has predicted house prices could rise by as 
much as 22 per cent during the next three 
years.

“The newspaper quoted a report by BIS 
Shrapnel that conditions were ripe for a 
sustained recovery in residential property 
prices,” Rebecca said.

Rebecca said it was important that 
vendors remembered they always have to 
be willing to meet the market. “An example 
of how important this is can be seen from 
the recent sale of 12 Warby Street. It has 
been listed off and on for the past two years 
but last May the owners decided to reduce 
the price from $575,000 to $548,000.

“We originally appraised it at the lower 
price, but the owners were hoping they could 
get more. Following the price reduction we 
sold the home within five weeks at the 
reduced asking price,” she said.

If you are planning to sell, contact 
ABC Realty. Johnno and his expert team 
of consultants will give you an accurate 
appraisal of its value and the best way to 
market it.

Any negative can be turned to a positive. When they lack listings agents have historically 
pleaded for more but that to some vendors looks like you are not a very good agent. Here we 
demonstrate that there’s a general shortage of good properties and mount an argument that 
as a result now is the best time to buy.

•  A list of quality buyers available (names and their needs, eg. Mr & Mrs ‘X’ looking for a 3 
bedroom home etc)

•  High resolution photos of as many recent sales as possible.

Now is the time to sellIssue #7
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In this issue of Property News:
• What’s best - buy or build?
• Investors are reaping rewards
• Tips on preventative maintenance for landlords

Why are so many 
buyers searching 

for investment 
properties in
your area?

Perfect time 
to invest?

 $310pw $690pw FoR 
LeAse!

If you are thinking of leasing 
your investment property call 

us today on 4862 7100

See our full report 
on page 3

As vacancy rates hit a new low, 
investors are reaping the rewards

With low vacancy rates and a variety 
of affordable properties on the market, 
ABC Realty have been consistently 
selling properties to investors in the 
Bowral area.

If you have been thinking about buying 
your first rental property or would like to 
add to your real estate portfolio, there 
really is no better time to make your move.

But before you leap into property 
investing, it is important to employ a 
skilled agent with experience in selling 
and managing investment property. 

In this report, we speak to Cribbin 
Blencowe Estate Agents Principal Rebecca 
Cribbin and Property Manager Louise 
Hillyer about how promising economic 
conditions and low vacancy rates have 
created a ripe climate for investors.

The rental market in Bowral is quite 
tight and over the last two years, the 
return has increased significantly on 
new investment purchases.

“Two years ago you could buy a 
4/2/2 house on a normal size block for 

$500,000 and achieve a rental of around 
$350 per week and a gross return of 
3.64%,” Rebecca said.

“Now you can buy the same house 
from $440,000 and can achieve a weekly 
rental of $450 and a gross return 5.32%.

“There is also a significant increase in 
the gross return on a standard property in 
East Bowral.”

Because of the demand, competitive 
tenants are willing to pay more for a 
suitable rental property which is stressful 
for renters but good news for landlords.

“Unfortunately, times are tough for 
renters but the need for more rental 
properties creates a great opportunity for 
savvy investors,” Rebecca said.

ABC Realty have a long list of tenants 
just waiting to move into suitable rental 
properties.

“We currently have 25 tenants who are 
actively looking for a rental property and 
these people can be broken down into two 
distinct categories,” Louise said. 

“Half of the tenants are searching for 

properties under the $350 per week mark 
with 2/3 bedrooms and the other half are 
looking for properties with more than four 
bedrooms, for more than $400 per week.“

Due to the amount of tenant demand 
in these particular areas of the market, 
Cribbin Blencowe are in desperate need 
of rental properties.

“We need 2/3 bedroom properties, 
under $350 per week, in any suburb in 
The Highlands and we also need family 
homes in any area, which can be rented 
for anywhere between $400 and $900 per 
week,” she said.

“Needless to say the amount of rent 
that will be accepted by the tenants will 
depend on the quality of the property and 
of course, the location.”

For more information about investing 
in the property market talk to the team 
from ABC Realty today.

FoR LeAse!
 $420pw

$550pw 

Every mum and dad is a prospective investor. Sometimes they just need a little prodding. With 
this story we put in a bit of explanation about the hows and whys - explaining the differences 
between rent returns and capital gains. We demonstrate your expertise by talking about 
negative and positive gearing and we provide descriptions of two or three good investment 
properties on your books.

•  High resolution photos of investment type properties.
•  Rental returns on sold properties and selection of tenants waiting on your database 

(names and their needs, eg. Mr & Mrs ‘X’ looking for a 3 bedroom home etc.)

Perfect time to investIssue #8
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ARE YOU LISTED WITH 
THE RIGHT AGENT?

ABC Realty pride themselves on offering a premium service to 
their clients and providing outstanding results.

• Making the move fun for the kids!
• Choosing the right agent can be an important decision when selling
• How to add value to your sale price

IN THIS ISSUE OF 
PROPERTY NEWS:

(02) 1234 5678
www.abcrealty.com

FULL REPORT PAGE 3

Selling can be easy when 
listing with the right agent

 It is very important to trust the 
agent you choose to sell your home, but 
anyone can offer the lip service required 
to list your property.  Make sure they can 
qualify their claims with hard evidence 
to back up just what their methods 
are, and how they intend to attract the 
buyers!

A good place to start is compiling a 
list of what’s important to you, which can 
help you determine the best agent for the 
job.

Such indicators might be the total 
number of local sales in the last 3 or 6 
months, their skills in negotiation, which 
method of sale they will most likely  
employ, the quality of their marketing 
methods (including photography, number 
of internet sites, adverts, brochure 
quality), and perhaps whether the sales 
person operates as an individual or within 
a team.  

In today’s buyers market, it’s vital to 
know the communication procedure of 
your agent.  How do they plan to keep you 
informed? Do they hold weekly meetings? 

Offer written reports? Or do they simply 
give you a phone call every now and then 
when they get around to it? In other words, 
are they in it only for themselves or do 
they offer a genuine service whereby the 
selling of your home becomes a business 
partnership, allowing you some control?

An agreement of 3 or 4 months is a 
long time to endure when your agent 
does not have the continued enthusiasm 
for the job and loses momentum half way 
through.  If you do have concerns about 
discerning the best agent, it is advisable 
to talk to family, neighbours or friends 
and find out first hand what their selling 
experiences have been.  You may even 
know someone looking to buy a house, 
and they can probably shed some light on 
their experiences in dealing with different 
agencies in the area.

The following are a few testimonials 
from happy clients: 

“I believe dealing with Ray White 
Bateau Bay is like dealing with a good 
family member, they seem to have your 
best interest at heart and also, after our 

research, you had sold a lot of properties.” 
Peter Gerasimatus, formerly of Dampier 
Boulevarde. Killarney Vale

“Andrew, I would also like to take 
this opportunity again to thankyou 
for your efforts to get our house sold. 
From the beginning I knew that you 
would get the best result we could. Your 
communications have been fantastic 
– you have let us know everything that 
you have done and plan to do and have 
dealt with it in the most professional 
manner. I would highly recommend you 
to anyone we know interested in selling”.  
John and Lyn Weir, formerly of Cresthaven 
Avenue, Bateau Bay.

“We interviewed three local agents 
and found Ray White Bateau Bay 
had the best processes, professional 
presentation material, could support 
their approach with sound data and case 
studies and they had a long term local 
knowledge.  The service was so thorough, 
if felt like we were their only customer”.  
Vic and Rosie Kenney, formerly of 
Katungal Street, Bateau Bay.

Why is selecting a good agent so important when selling your property?

Why risk selling your home with an agent who may not deliver what they promise?  
If your agent can’t show you unsolicited and honest testimonials from clients in  

your local area, then give us a call at ABC Realty.

ABC Realty has a proven record 
of success and an impressive portfolio 

of clients who are totally satisfied by our 
outstanding level of service.

If you would like to sell your property 
without the heartache then call 

our property people on 
1234 5678 and rest easy!

Would you like to have your home 
sold by the best in the business?

By confirming how your office is able to achieve the highest price in the shortest time with 
minimal stress, through stories told by your vendors.

•  A description and high resolution photos of successful sales.
•  Vendors happy stories.

Are you listed with the right agent?Issue #9
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In this issue of Property News:
• UPDATE - the latest on the economic activity
• Local property market stable
• Investment strata property tips

 www.abcrealty.com.au   1234 5678

Photo courtesy Mudgee Guardian

We’re not like the U.S.!
‘House prices in Australia unlikely 

to fall’ agents say
SEE PAGE 3 FOR FULL DETAILS

View properties for sale at www.abcrealty.com.au

Are you selling for the right price?
If you would like to sell your property 
please call our sales team on 1234 5678
and rest easy in the knowledge that our 
team of  experts will look after you!

Name Here
Job Title

Name Here
Job Title

Name Here
Job Title

Name Here
Job Title

www.abcrealty.com.au

Local property market stable
The Property Shop sees healthy future for house prices

The world’s financial woes and how 
they will affect real estate in Australia 
remain on everyone’s lips.

The Principal of The Property Shop 
Hugh Bateman told Property News 
there was a lot of speculation about the 
future of the country’s house prices with 
some economists predicting periods of 
stagnation, while others were expecting 
growth and yet others were forecasting 
that prices could drop substantially.

“In some cities in Australia no doubt 
prices of some houses have reached 
extreme heights and in that respect, 
relative to incomes, some people have 
accumulated large debts,” Hugh said.

“The U.S. housing market has been 
devastating to say the least, however 
there are some vast differences between 
the U.S. market and Australia’s property 
scene. Australia simply does not have an 
excess supply of housing.

“The U.S. does have an excess and 
they built far more new homes than were 
required to meet demand. In Australia 

we’re quite the opposite. We don’t have 
enough new dwellings to account for 
demand brought about by higher levels of 
immigration.

“In that regard, we don’t have a large 
supply of existing homes for sale and 
are not succumbing to the downward 
slide in U.S. prices which has followed 
the massive bank foreclosures that have 
taken place there,” Hugh said.

“Australia’s mortgage lenders have 
been far less imprudent - there has been 
little use of the now infamous sub-prime 
type loans in Australia.

“Because there are far fewer homes 
in possession of mortgagees on the 
market in Australia than the U.S. there is 
far less pressure on house prices here. 
The bottom line is house prices only fall 
significantly if a host of property owners 
have to sell their homes and at whatever 
price they can get for them,” he said.

“It’s obvious in some areas that some 
homeowners cannot get the prices they 
want. Sometimes they have to settle for a 
little less than their expectations. Others 
who have no strong motivation to sell will 
have their properties on the market for 
longer.”

Hugh said demographically the 
Mudgee region should remain buoyant.

“Provided unemployment in the area 
remains low so that homeowners can 
‘service’ their mortgage repayments, the 

number of homeowners selling should not 
exceed the number buying. This should 
avert a fall in house prices in the area.

“We would suggest that in our 
area there will be more employment 
opportunities with the construction and 
opening of the Moolarben Coal Mine and 
its associated industries. The opening of 
the Aldi store in Mudgee before Christmas 
and a brilliant spring in the area, offering 
prosperity to the agricultural sector are 
two other factors that should bolster the 
local economy,” Hugh said.

The recent reductions in interest rates 
and the decision to double the First Home 
Owner Grant (FHOG) for existing homes to 
$14,000 and triple the grant to $21,000 
for new homes will help minimise the 
risk of any sharp falls in house prices in 
Australia.

If you need advice about selling or 
buying real estate in Mudgee or the 
surrounding areas then contact The 
Property Shop. Hugh and his team of 
expert consultants will be only too 
happy to assist.

Overseas market stories are always a tool to demonstrate the stability of our own markets, the 
consumer protection measures we use and the expertise of your agency. Developing a local 
story from an overseas market trends story that is in the headlines can have a very positive 
impact and is a real attention getter for your newsletter.

•  A description and high resolution photos of as many sales as possible.

Overseas stories can be localisedIssue #10
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• Avoiding a mortgagee’s auction
• Low vacancy rates boost returns
• Investing? What’s in it for you?

IN THIS ISSUE OF 
PROPERTY NEWS:

Shortage of rental properties benefi ting landlords

Read our full 
report on page 3

INVESTORS ENJOY 
HIGH RETURNS

LEASED

 

Low vacancy rates 
boosting returns

There has been a lot of talk in the media 
over the past few years about a shortage 
of rental properties and that population 
growth is outstripping construction and 
investment.

According to the Principal of Ray White 
Bateau Bay, Wayne Hockey, there appears 
to be some validity to the claims on paper.

Wayne told Property News that during 
the last September quarter, Australia’s 
residential population broke the 22 million 
mark. He said the number of Australian 
permanent residents was estimated to be 
22,065,671 persons, 451,876 more than 
the same time last year.

“This is all well and good, but investors 
need to know just how this is impacting 
locally in the rental market,” Wayne said. 
“It is here that the knowledge of a local 
Property Manager can be benefi cial.

“In the month of April our Property 
Management Depar tment leased 
20 rental properties in the 2261 postcode 
and fi nished the month with a 0.35 per 
cent vacancy rate, with the average rental 
return achieved on a three bedroom home 
of $326 per week.

“To put this into perspective, in recent 
years the vacancy rates have varied from 
3 per cent to 5 per cent with the higher 
vacancy rates occurring in the winter 
months. The reason for increased vacancy 
in the cooler months seems to be holiday 
lettings becoming available after a six to 
nine month lease,” he said.

“The lower vacancy rates are creating 
increased competition for homes and 
are helping investors achieve the best 
rental returns on their investment that we 
have seen for the past decade. It is not 
uncommon for investors to receive a 5 per 
cent annual return on their asset.”

Wayne said some investors were 
achieving an even better return. He pointed 
out on a purchase price of $310,000 one 
investor is earning a rental return of $330 
per week.

“It is important to remember that 
the weekly rental return is only one 
consideration in assessing a property’s 
value as an investment. It is not uncommon 

in a strong rental market for owners to 
become overzealous with the asking 
price on their property, potentially causing 
extended vacancy periods.

“For example, if the weekly rent is 
$300 then the annual return is $15,600. 
If the property is vacant for four weeks 
in a year it reduces the annual return 
by $1,200 to $14,400. This means the 
landlord is averaging only $276 a week over 
12 months. The lesson to be learned here 
is that achieving a high rent price at the 
expense of a prolonged vacancy period can 
cost rather than make money in the long 
run,” Wayne said.

“The most important consideration in 
tenanting a property is the tenant or tenants 
you approve to live in your investment. When 
working to maximise a property’s return, it 
is wise to consider just what wear and tear 
a tenancy may put on your property.

“It is wise to remember the Residential 
Tenancy Act allows for wear and tear, and 
just how much leniency a tribunal ruling will 
allow in this area is generally a shock to most 
owners. For this reason, thorough screening 
is essential. A landlord can negotiate the 
rent, the lease term or the commencement 
date, but they should never negotiate the 
selection of the tenant,” he said.

“When tenanting a property, as with 
selling, a properly presented, fairly priced 
and well marketed home will always attract 
quality tenants, no matter what the market 
conditions.”

For expert advice on property 
management, contact Ray White Bateau 
Bay. Wayne and his colleagues will guide 
you about what return you can expect on 
your asset and the best way to attract a 
quality tenant.

Lack of investment properties creating 
increased competition for rentals

LE
AS
ED

“I would like to thank you very much for your assistance with the sale of 

my father’s property and for looking after the property for the last few years.  

We have had very good tenants that you have chosen for us and they have all 

looked after the property to a high standard.   We have been very impressed 

with you and your team’s professionalism and we would refer you to anyone 

looking for a good real-estate agent.”      Investor P Martinovic

Want your home sold by 
the best in the business?

We know an agent who just loves run-down or unattractive properties as he has built a book of 
investors he knows will snap them up. Every mum and dad is a potential investor and this type 
of story builds their confidene in your agency as the go-to experts in the field. We will interview 
some of your landlords to give it real credibility.

•  A description and high resolution photos of leased properties, investment properties
• I nformation from landlords, tenants waiting.

Investors enjoy high returnsIssue #11
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(02) 4933 6299

In this issue of Property News:
• Pool barriers and the owner’s rights 
• High demand for Aberglasslyn properties
• To auction or not to auction

wanted
Quality rental properties

Full report 
paGe 4

Selling your 
property has just 
become easier. 

To ensure you don’t miss out on 
your copy each month. 

please phone 
(02) 1234 5678 

for your Free copy

Each month you can receive 
your copy of Property News, 
our local update on what’s 
happening in the property 

market.

OUTSTANDING REAL ESTATE AGENCY
2006 HUNTER EXCELLENCE IN BUSINESS AWARDS

We are excited to announce we were successful for the 
6th year, winning the Outstanding Real Estate Agency, 
Hunter Excellence in Business Awards for 2006.

We are proud of our achievements and we always strive to 
provide our clients and customers with the best possible service. 
To be nominated as a � nalist in the Champion of Champions 
(State Final) is a huge achievement and a testament 
to the e� ort put in by all of our sta� . 

Name Here
Job Title

aBC realty wins 
excellence award 

The property boom that saw house 
prices steadily escalate over the past 
decade has created record levels of 
household debt in Australia. 

Even though the market has slowed 
in most places and property prices have 
levelled somewhat, many consumers 
are still left with hefty mortgages and 
this has been exacerbated by multiple 
interest rate rises and increases in the 
cost of living. All of this has taken its toll 
on the property investment market, with 
many property buyers putting off their 
decision to invest, which has led to a 
shortage of quality rental property.

In this profi le, we reveal how an 
Aberglasslyn rental property was 
recently leased through ABC Realty 
within a day of it becoming available. 
The owners of the property at 21 
Ghilgai Avenue, Aberglasslyn, asked the 
property management team at Tony Cant 
Real Estate to fi nd them a high quality 
tenant to rent their house. Tony Cant 

Real Estate already had 12 people with 
very good references on a waiting list to 
rent in the Aberglasslyn area. They were 
able to lease the property that same day 
for an additional $30 per week rent over 
what the owner was previously getting – 
up from $290 to $320 per week. 

The team at ABC Realty say there 
is extremely high demand for rental 
property in their area, with a very low 1 
per cent vacancy rate. 

With so many well qualifi ed and 
stable tenants looking to rent property 
in the area, there has never been a 
better time to invest in Aberglasslyn, 
according to the experts at Tony Cant 
Real Estate. The example of 21 Ghilgai 
Avenue demonstrates how quickly rental 
properties are snapped up in the area 
– on the very fi rst day of becoming 
available. 

Principal of ABC Realty, Andrew Cant, 
says real estate still represents an 
excellent investment. 

“With vacancy rates so low at the 
moment, there is an extreme shortage 
of quality rental properties in our area,” 
Andrew said. “Rents have increased as 
a result, offering a virtually guaranteed 
return on your investment straight away 
if you buy a rental property.”

ABC Realty has a range of properties 
listed for sale now that would be ideal 
for rental investments. Near new or well-
maintained older properties can provide 
investors with years of maintenance free 
rental returns. 

If you are thinking of investing in 
property or would like to enquire about 
leasing out your existing property, 
speak to the property management 
team at ABC Realty, who still have a 
list of very good tenants looking for a 
home.  

There’s never been a better time 
to invest in Aberglasslyn

In this profi le, we reveal how an Aberglasslyn rental 
property was recently leased through ABC Realty within a 
day of it becoming available. 

Not every investor uses a real estate agent but a well crafted story demonstrating that you 
have a waiting list of quality tenants will go a long way to attracting the attention of investors.It 
will be made all the more powerful if we are able to speak to one or two happy landlords about 
the quality of your services.

•  A description and high resolution photos of all ranges of ‘to lease’ homes.
•  List of tenants waiting and their needs.
•  Details of one or two landlords with a bit of background information.

Wanted: Rental propertiesIssue #12
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In this Issue of Property News:
• Presentation tips for selling
• High demand for waterfront homes
• Tax tips to help landlords

HIGH DEMAND 
FOR WATERFRONT 

PROPERTIES!

FULL REPORT PAGE 3

2 LOCATIONS OPEN 7 DAYS

1234 5678

BROLGA RD

9876 5432

SMITH ST

Why is this agent different?

In the past few months the team from 
Oz Combined Realty has sold many 
properties, especially waterfronts which 
are in strong demand.

The agency’s Principal, Greg Walsh, 
told Property News the company had 
recently sold another waterfront, this time 
at 126 Loralyn Avenue, St Georges Basin.

Greg said the home had only been on 
the market for a few weeks when it was 
snapped up by an astute buyer.

“Good communications are the key to 
successful selling in real estate,” he said. 
“We established constructive relations 
with our owners and keep them updated  
at all times about the process of the sale.

“After qualifying our buyers we were 
able to showcase the home to prospective 
purchasers whom we knew would be 

interested in the property. As a result, we 
were able to negotiate an excellent price 
for the vendors, which was a really a win-
win situation for all the parties.”

Asked why the agency was such a 
success, Greg said: “We are committed 
to marketing excellence and strive at 
all times to achieve the best possible 
outcome for all our clients. As a result, 
we pay close attention to tailoring the 
marketing strategy for a home to suit that 
particular property.

“So many agents take the attitude 
that ‘one size fi ts all’. When marketing 
a house they use the same old tired 
marketing strategies for all their 
properties. However, in real estate such 
practices don’t work. Every home has its 
own personality and character.

“To create a campaign that works, 
which will sell a house for a good price, 
takes years of experience, professional 
training and skill and that’s what our 
team at Oz Combined Realty has to offer; 
experience, training and skill.”

He said: “This means we place a lot of 
weight on drawing up strategies that are 
designed to attract and hold the attention 
of buyers.

“Those strategies include the extensive 
use of our website that caters for the 
needs of all prospective purchasers. In 
designing the website we placed a lot of 
emphasis on making it easy for everyone 
to use. So many sites are cluttered with 
so much information you can’t fi nd what 
you are looking for, but our designers have 
come up with a stylish, clean layout that 
has been widely acclaimed,” Greg said.

“We also advertise weekly in the local 
real estate newspapers. Traditionally, it 
is an excellent advertising medium. All 
in all, I think it’s fair to say we guarantee 
that properties advertised with us receive 
maximum exposure for maximum results.”

Greg said: “Our consultants also have 
expert market knowledge, not just of the 
local market but the industry overall. As 
the Principal of Oz Combined Realty, I 
insist that all our consultants regularly 
undergo ongoing professional training to 
keep up to date with all the regulations 
governing the industry and all new 
marketing developments.”

Oz Combined Realty uses the best 
systems and procedures in the industry 
which means the company gets great 
results with a minimum of fuss. Contact 
the fi rm on 02 4441 6033 for sound, 
realistic advice, about buying, selling 
and leasing real estate.

It gets results! The results owners want!

From page 1 >

You may not have waterfront properties by the nature of the geography. Easy, just substitute 
your most desirable local location. Give us a few details of some of your sales successes 
with these types of properties and the information on your latest, most desirable listing and 
suddenly you’ll be seen as the go to agency for good properties.

•  A description and high resolution photos of any previous sales of waterfront properties.
•  Database of buyers.
•  Details of property for sale with photos.

High demand for waterfront propertiesIssue #13
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In this issue of Property News:
• Meet Rebecca Cribbin  
• Buyer captivated by charm of Bowral
•  Building an investment portfolio 

Buyers love the  
‘suBurB’ lifestyle

See page 3 for full details 

Area specialists achieve selling 
success yet again

Charming Bowral captivates city buyers

Bowral may be the commercial and 
retail centre of the Southern Highlands, 
but its old world charm continues to 
captivate the hearts and minds of buyers 
on the hunt for a home with its own story 
to tell.

In my experience, as Principal at 
Cribbin Blencowe Estate Agents, I have 
noticed that the relaxed lifestyle of Bowral 
is continuing to lure people away from the 
madness of city life.

We recently sold a spacious home 
at 7A Hamilton Avenue which offered 
buyers peace, privacy and a relaxing 
lifestyle.

This unique three-bedroom home, 
located within walking distance of Bowral, 
was set at the end of a long driveway 
on a ¾ acre block. With wrap-around 
verandahs, a north facing outdoor living 
area, French doors, timber floors, and high 

ceilings, this home was a property with a 
difference.

The huge master bedroom featured 
an ensuite and a double built in robe, the 
timber kitchen, with gas cooking, led into 
the open plan casual living areas and the 
formal lounge and dining room opened out 
on to the front verandah.

Surrounded by established trees and 
mature shrubs, this appealing property 
presented the perfect package, in a 
perfect location at a perfect price.

We knew exactly what type of buyers 
would be drawn to this kind of property 
and by knowing the market, we were able 
to attract the right buyers and sell the 
property quickly for the best results.

We have extensive experience in 
selling homes and over the years have 
sold some of Bowral’s finest properties.

We know exactly how to market these 
properties to ensure they receive strong 
attention from the right kind of buyers.

Long-established homes, like some 
of those available in Bowral are different 
to more modern properties and require a 
different selling approach. We ensure that 
our marketing highlights these features 
and promotes the romantic and elegant 
lifestyle that these homes offer buyers.

One of the secrets to our great track 
record in selling in Bowral is the prime 
location of our office.

Window displays are important in 
helping us attract buyers for our properties 
as we often get out-of-town visitors passing 
by our shop front. We ensure that all the 
photography used in our window displays 
is highly professional and captures the 
properties’ best features.

Our agents are in touch with what 
buyers are looking for and can offer their 
sellers the best advice when it comes to 
presenting their home for sale.

We take the time to meet our sellers 
and are just as passionate about finding 
the perfect property for our buyers as we 
are about selling for our vendors.

Our team does not just sell properties 
in Bowral, we are Bowral residents and 
when we talk to our buyers about the 
benefits of living in this area and living 
in one of the area’s most historically 
beautiful homes, we speak straight from 
the heart. 

If you are thinking about putting your 
property on the market and would like 
to employ a team of area specialists, we 
would love to assist you with all your real 
estate needs.

Sell your home successfully!
At ABC Realty, we will also help make buying or selling a home easy for you. Use our online property search or click 
on our “we’ll call you right now” button and one of our team will guide you through. Please contact us to make an 

appointment to talk about how we can help you buy or sell your property quickly and for the best possible price.

Sea change, tree change - it’s all the same because the grass is always greener somewhere 
else. Give us some background on the suburb you want to make desirable, give us a few 
details of people who have been happy to buy there, details of the property you want to sell 
there and magic will happen.

•  Details of sales in the area, photos of the area, area information (history, close to transport, 
schools etc.)

•  Database of buyers waiting.
•  Details of one or more properties available.

Buyers love the ‘suburb’ lifestyleIssue #14
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In this Issue of Property News:
•Property Planning Checklist - Buying
•Yamba property sells in just 4 days!
•Getting a better rental return

This property 
sold in 4 days!

FULL 
REPORT 
PAGE 3

Meet the team at  
ABC Realty  

and call us on 
(02) 1234 5678

Why not let our team of experts 
help you sell your property?
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Once you have decided to sell your 
home, you do not want to wait around 
for months before you get a bite.

Every day you drive past homes in 
your neighbourhood that have been for 
sale for weeks without a result.

So how do you stop this scenario 
from happening to you?

In this case study, Raine & Horne 
Yamba principal Denise Strange reveals 
how she sold a Yamba property for full 
price in an amazing four days.

Why did this property sell so quickly 
when others often remain on the market 
for months?

Denise had every confidence that 
she could get this home sold in a short 
of amount of time but the owners were 
blown away by the amazing achievement.

“It is often hard for people to think 
positively when they have seen so many 
houses sit on the market without being 
sold,” Denise said.

“When I told the owners that we had 
a final buyer for their home they were 
just astonished that it had all happened 
so quickly.”

What secret weapons did Denise use 
to find a buyer for this Yamba home?

By referring back to 
Raine & Horne Yamba’s 
large database, Denise 
was able to handpick 
a handful of potential 
buyers, without wasting 
time promoting the 
home to people who 
were not in the market 
for this type of property.

“With vast market 
experience and by using 
our client database we 
were able to deliver a 
sale,” Denise said.

“Over the four days 
the property was on the 
market, we had three 
inspections and as a 
result all three potential buyers were so 
impressed with the property that they all 
made an offer.

“We knew our clients so well, that 
when we selected three potential buyers 
from our database and all three fell in 
love with the home.”

What other factors contributed to this 
amazing sale?

All of the sales staff at ABC Realty 
meet the highest standards in sales and 

Valuable property sells for  
full price after spending only  

4 days on the market

are dedicated to maintaining the highest 
level of customer service.

“The owners of this Yamba home  
were so happy with the result of the sale 
and were impressed with the professional  
and efficient way we handled the 
process,” Denise said.

If you would like to sell your  
property in days instead of months,  
talk to the team at Raine & Horne 
Yamba and see what brilliant results 
they can have for you.

www.abcrealty.com.au

If you sell it quick the masses will come. Every agent has at least one big success a year. If it’s 
a property that another agent has previously failed to sell then it’s an even better story. If your 
clients are the ones we interview then the story is even stronger.

•  A description and high resolution photos of property. 
(Photo of sellers with agent in front of house).

•  Information relating to sale: Salesperson, price, length of time on market etc.

‘Suburb’ property sold in ‘x’ daysIssue #15
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In this issue of Property News:
• Duty exemptions on land transfers
• Homeowners thrilled with sales result
• Environmental incentives result in huge savings

Great service wins 
repeat business

Vendor praises 
agent’s ability to 
deliver excellent 

results

FULL REPORT PAGE 3

View properties for sale at 
www.ABC Realty.com.au

Are you selling for the right price?
If you would like to sell your property please call our sales team on 1234 5678 and rest easy 

in the knowledge that our team of  experts will look after you!

Owner thrilled 
with great sale!

AV Postle & Co 
earns accolades 
over price and 

reliability!

The quick sale of a unit in Clayfield shows how important it 
is for vendors to employ professional, skilled agents who 
understand the market and how a trustworthy agent will earn 
repeat business simply because an owner knows they can be 
relied upon.

In this particular case, John Martin of 3/3 Haig Street had 
previously dealt with AV Postle & Co and had a great respect for 
them. So, when it came time to sell he naturally turned to them.

Sales Consultant, Emily Richardson, said it was sold after only 
16 days for $375,000, an excellent outcome which delighted the 
vendor.

“One reason why the property sold so well was that we know 
the importance of qualifying buyers before showing them a 
property. As such, we know those people we introduce to a home 
are genuine buyers,” Emily said.

John was so impressed he wrote a testimonial. It read: “I have 
now had three experiences both buying and selling with AV Postle 
& Co and I can honestly say that all of my experiences have been 
nothing short of excellent. This is an agency for both buyers and 
sellers.

“When I bought my Clayfield unit through AV Postle & Co about 
four years ago, it was just me, so a little two-bedder was just right. 
Since then, I’ve gotten married and we had a baby, with another 
one coming soon – so now this nice little two-bedder is just too 
little.

“Since I bought the unit through AV Postle & Co, I immediately 
thought I’d sell through them as well. I briefly toyed with the idea 
of contacting another agency, but then I figured, ‘I already know 
the agency and I know they’re fair and really easy to work with, so 
why bother with someone else?’ It was that simple. When I rang, 
Emily came around that night and we listed.

“I have to say, overall, the whole selling process was very 
professional and exactly what I expected from AV Postle & Co. They 
made their loyalties clear from the outset: they were there to sell 
our property at the best possible price, and that they did. We had a 
buyer in about nine days and the price was exactly what we wanted. 
Needless to say we were very, very happy.

“We didn’t intend to buy our new place through AV Postle & Co. 
In fact, we went to every real estate agency on the north side of 
Brisbane . . . After we sold our unit, Emily rang us and said, “I just 
listed this great place. Want to come through this weekend?’ It was 
clear she had us and our needs in mind. It was just what we were 
looking for too. What an amazing difference.

“We bought with AV Postle & Co, we sold with AV Postle & 
Co – and now Troy is managing the rental of my wife’s unit. They 
are simply brilliant – why go anywhere else?”

The best referral is repeat business. A story such as this is designed to show how your ability, 
knowledge and professional ethics have pleased many clients who use your office/agency time 
& again with confidence.

•  Details and high resolution photos of vendors and their success stories, referral information.

Great service, repeat businessIssue #16
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Are you selling for the right price?

$1m townhouse sale sets new 
benchmark for your suburb

There’s no doubt a professional real 
estate agent stands out from the crowd 
when it comes to getting results. No 
better can this be seen than with Hudson 
Bond Real Estate, which recently sold 
a superb townhouse in East Doncaster 
that was still under construction for $1 
million – a record price for a townhouse 
in the suburb.

The Sales Manager of Hudson Bond 
Real Estate, Danny Demir, said the property 
at 59 Leeds Street was sold for the asking 
price before it was even completed. He 
said the agency was able to do this by 
accessing its extensive database and 
identifying qualifi ed buyers who would be 
interested in the home.

“This was an exceptional townhouse 
with a quality fi nish throughout and a 
practical fl oor plan,” Danny said.

“With city views and centrally located 
close to shops, schools and transport, this 
townhouse had great street appeal plus a 
separate title.”

Danny told Property News the agency 
had an in-house system of matching buyers 
to properties by utilising its database.

“Our agency has been established 
for many years and as such has built 
up an extensive network of prospective 
purchasers all of whom are qualifi ed. 
We arranged eight inspections of the 
townhouse, which resulted in a fi rm offer 
being made for the asking price of $1 
million. It was an exceptional result that 
thrilled the owner, John Constantinou. He 
was so impressed that he wrote to Paul 
Kounnas, Principal of Hudson Bond.”

In his letter, John wrote: “I have 
to congratulate you for having such 

professional and dedicated staff. I wish 
to extend my greatest appreciation for the 
sale of Leeds Street. I was extremely happy 
with the sale price, which well exceeded 
my expectations within a short time frame. 
I would highly recommend Danny Demir 
from Hudson Bond to anyone considering 
the sale of their most valuable asset. Your 
service and advice certainly gave me 
tremendous confi dence in the ensuing 
sale.

“Since I employed Danny Demir of 
Hudson Bond, I found him to be honest, 
professional, and dedicated. At no time did 
I ever feel that he would do wrong by us. I 
would not hesitate to recommend him to 
anyone.

“I believe Hudson Bond Real Estate is 
the most honest agency in Manningham.”

The purchasers of the townhouse, 
Frank and Joyce Dawson, were equally 
impressed with the team from Hudson 
Bond and wrote the following testimonial.

“Many thanks to Hudson Bond for the 
professional service they gave to us. We 
have used them previously and cannot 
speak highly enough of their endeavours 
to help their customers.

“This time not only did we buy a new 
home from them (which we love – we are 
so pleased with the workmanship and the 
thought that has gone into the design and 
structure) but they also sold our home and 
got a very good price within the range they 
suggested.

“Also, we like their attitude. They do not 
auction or advertise at random so saving 
the seller a lot of money. Many thanks 
to Danny Demir and Kathryn Lau and all 
other Hudson Bond staff.”

If you are planning to deal in real 
estate, remember that Hudson Bond 
has been operating for many years. Call 
the fi rm on 03 9840 7700 for expert, 
professional advice on the best way to 
sell, buy and lease.

Agents achieve incredible result as 
townhouse swiftly sold for top price

(02) 1234 5678

Demonstrating the top end of your suburb’s market fills potential sellers with hope that their 
property will attract big dollars if sold with you. If you’re the neighborhood record holder then 
you must be the best person to deal with. Naturally, the story can be massaged to “Agency 
Breaks Its Own record” for the suburb, overlooking the fact that the ultimate record may be 
held by someone else.

•  A description and high resolution photos of the property. Details of the particular sale, price 
history in area.

$’X,000,000’ sale breaks record in ‘suburb’Issue #17

IN THIS ISSUE OF 
PROPERTY NEWS

• Proud to support the community
• Property sale sets benchmark for East Doncaster
• The importance of selecting a selling agent

See page 3 for full report >>>

New townhouse breaks sales records

$1 million
sale breaks record 

in your suburb

(02) 1234 5678
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In this Issue of Property News:
• What is a property inspection report?
• Essendon homeowner thrilled with sales result!
• Rental bond secures your financial future
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How did the ecstatic owners of this home get a 
stunning $1.4 million at auction?

Great auction 
action!

FULL REPORT PAGE 3

Do all agents look the same to you? 
We know how you feel!

Call us on 1234 5678
www.abcrealty.com.au

To us, the benefits mean service, focused, driven and 
results... great results!

•  Our staff are always available and interested to assist 
you with your enquiries.

•  We model your real estate experience to suit you and 
your needs.

•  You will deal first hand with the owners of the company.

Our exciting boutique agency delivers a level of service 
unparalleled by traditional real estate offices.
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Despite a rather sluggish real estate 
market, ABC Realty has now sold most of 
its family homes in the $1 million - $1.5 
million price range. 

Selling agent, Simon Cookson, says 
they have more clients desperately in 
need of such properties.

“Homes at the higher end of the 
market have been selling well over the 
last six months or so, and we have clients 
on our database waiting for us to list 
more of these well-established properties 
in the area.”

The most recent sale in this category 
was the auction of 11 Banchory Street in 
Essendon.

Simon says after a staggering 100 
inspections in a short three-week 
marketing campaign, the home sold for 

a fabulous $1,402,000!
How did this result come about? 
Simon says the key was quoting a fair 

price range to interested buyers.
“Because we gave an accurate price 

estimate from the beginning, prospective 
buyers trusted that we weren’t wasting 
their time,” he explained.

Plenty of time was spent preparing 
the home to be shown.

“The owners went to great lengths 
to ensure the property was in its best 
condition prior to beginning the marketing. 
Painting, decorating, gardening and any 
outstanding maintenance items were 
attended to, then the photographer 
was let loose to take as many suitable 
pictures that best captured the essence 
of the entire property.”

Auction day saw a very competitive 
duel develop between three strong 
bidders. 

The final result left everyone over   
the moon.

“The owners and buyers were so 
happy with the outcome, it made my 
job as an agent worthwhile to see their 
smiling faces,” Simon reminisced.

What are the features of 11 
Banchory Street?

The renovated, four bedroom brick 
Californian Bungalow is situated on a 
generous block of 900sq m.

“It features leadlight, high strapped 
ceilings, cream interior, picture rails, 
fireplaces with timber mantles, lavish 
blinds, glass brick window, polished 
floorboards and quality fittings,”  
Simon says. 

“A unique turret ceiling soars over 
the meals area in your vast, open 
family, meals and library domain where 
an expansive glass aspect invites the 
outdoors in, while providing access to the 
rear paved entertaining area complete 
with an in-built barbecue.” 

“The library area offers extensive 
bookshelves and cupboards. The chic 
kitchen comes with a stainless steel 
Blanco electric oven, four plate cook 
top, range hood, dishwasher, extensive 
cupboards, microwave nook, roll out 
pantries and Corian benchtops.” 

“It is a short drive to easy freeway 
access and Keilor Road shops.”

For a free market appraisal of your 
property, or to enquire about other 
listings in your area, contact the team 
at Paul McDonald Real Estate.

Big win for vendors
Due to a phenomenal six months of sales, Paul 
McDonald Real Estate is experiencing a critical 

shortage of luxury homes.

Here we show clients the power of an auction campaign, detailing the inspections, offers prior 
to auction, exchanging on the day etc. We relate your vendor’s happy experience and make 
much of the fact that there are other buyers who still haven’t found a property and who are on 
our books.

•  A description and high resolution photos of property.
•  Details of the auction: How many bidders, open inspections etc.

Great auction success!Issue #18
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In this issue of Property News:
• 2008 is an excellent time to invest!
• Homeowners thrilled with auction sales results!
• Croyden Park property leased in 1 day!

How did the ABC Realty team sell two local properties for 
outstanding results at auction?

Vendors earn $40,000 
more at auctions!

Unlike a private treaty sale, which can 
drag on for months, a well-marketed 
auction flushes out genuine buyers in 
the time-controlled campaign and in 
most cases a sale is completed on the 
day.

In this report we speak to Marco 
Erichiello from Rich & Oliva, about two 
properties that he and the team recently 

sold for top prices under the hammer on 
the same day.

Already this month, Rich & Oliva’s 
auction experience, marketing 
knowledge and excellent industry 
training has seen two local properties 
fetch more than $40,000 above the 
expectations of the owners at auction. 

Continued: Page 3

Auctions continue to deliver 
fantastic results

Auctions are quickly becoming the preferred method of sale in the 
majority of today’s domestic property transactions.

From: Page 1
What are some recent auction results?
After a concentrated pre-auction marketing campaign, the 

team was ready to put Unit 4/28 Dunmore Street in Croydon 
Park under the hammer.

The property had potential, being a spacious top floor unit 
with a separate north facing lounge and dining area off the 
kitchen, and a massive garage. 

“It is positioned in a quiet security complex of six and boasts 
two bedrooms, an internal laundry; separate lounge and dining; 
balcony and lock up garage,” Marco says.

After a healthy bidding war, the property sold for a fabulous 
$301,000.

Soon to follow was the sale of 98 Hay Street in Ashbury.
The solid master built home was seamlessly extended to 

continue with the property’s original charm and now offers 
exceptional living areas that lead to the rear pergola and deep 
garden.

During the four-week marketing campaign, it attracted plenty 
of inspections and on the day, sold for a stunning $810,000.

“Both the sellers were delighted and that made our job so 
worthwhile – seeing their happy faces when the auctioneer 
struck the hammer,” Marco reminisces.

“We’re really happy to know that our clients are delighted 
with the job that we’re doing; and that we’re managing to get 
them excellent results, even in a slow market.”

If you have been wondering whether to put your home on the market and would like to talk 
to an agent who knows how to achieve results, talk to the team from Rich & Oliva.

Registered valuer on site!
ABC Realty would like to announce that we now  

offer property valuation.

Riccardo Errichiello is our registered valuer and 
able to assist you in probate, stamp duty and 

estate settlements. 

Call Bob Smith on 1234 5678

To view properties go to www.richandoliva.com.au

ph: 1234 5678

Sales above reserve always fill potential vendors with envy. Never miss an opportunity to tell 
these stories. The vendor is always happy to be interviewed and even the seller will want to 
relate how he actually made a good buy despite the price.

•  A description and high resolution photos of the property.
•  Specific information about the auction: How many bidders, open inspections etc.

‘Suburb’ sold for $’X,000,000’ more at auctionIssue #19
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In this issue of Property News:
•  Three properties for sale offering relaxing 

and tranquil country lifestyle 
• How the latest Census data affects investors

ABC Realty presents three
immaculate rural properties
that have just hit the market

FULL REPORT PAGE 3

Meet some of the 
Residential Sales Team at

And fi nally ‘Eaglemont’ at 725 Lambs Valley Road, 
Lambs Valley is a unique lifestyle property with three 
pavilion style luxury retreats, nestled in 100 acres 
(40H) of pristine bushland.

“The accommodation is pavilion style set on a north/south 
axis to make the most of the breathtaking views across the 
valley fl oor, Moonabung Ranges and beyond to the sand hills 
of Stockton Beach,” Julie said.

“With extensive use of timbers and incorporating 
environmental control of temperature to maximise heating 
during winter months, these pavilions are in harmony with 
nature - they feature large bedrooms and bathrooms, with 
high ceilings and combustion fi replaces.”

The buildings are in near new condition as the current 
owners primarily enjoyed ‘Eaglemont’ as a weekender for 
family and friends, although the property had previously been 
used as a boutique style bed and breakfast.

‘Eaglemont’ is available on a ‘walk in, walk out’ basis with 
all pavilions fully furnished in quality and style. It is being sold 
with expressions of interest.

Another wonderful rural opportunity exists with the 
sale of ‘Roslyn’, Circa 1880, North Willards Lane, 
Oakhampton.

With all the elements of a period novel woven into the fabric 
of its history, the sale of ‘Roslyn’ the late Victorian farm house 
on the fringes of Maitland, presents the chance for buyers to 
add another chapter to a wonderful story.

“For more than 20 years the property has been a sleeping 
beauty and ‘Roslyn’ now awaits restoration and a graceful end 
to her tale,” Julie said.

Situated on a good grazing block of around 18 acres (7.2H), 
‘Roslyn’ is only minutes from the Maitland CBD and offers a 
sound investment in a prestigious location.

“The fl oor plan incorporates a central 
hallway with for bedrooms off a large living 
and dining room and the large kitchen 
adjoins this living area,” Julie said. ‘Roslyn’ 
is currently on the market for $650,000.

If you are interested in any of these stunning rural properties, contact 
ABC Realty today on 02 1234 5678.

RoslynOAKHAMPTON

LAMBS VALLEYLAMBS VALLEY
Eaglemont
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Tree Change is an attractive concept to many. If you have a selection of rural properties there’s 
any manner of ways we can develop this story depending on your target market. Not a country 
agent? Easy, make it a Sea Change, Unit Change, Suburban Change - just pick a client or two 
who have changed from one style of living to another.

•  Descriptions and high resolution photos of rural properties available.
•  Database of buyers.

Country life beckons buyersIssue #20
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FREE
PROPERTY ADVICE

In this issue of Property News:
• Rural market growing steadily
• Meet our new consultants
• Sold successes

www.abcrealty.com.au

Read our full report on page 3

Top rural land 
sells for $1.9m

Developer snaps up outstanding site
of 55.37 ha before close of EOI

Meet some of the 
Residential Sales Team at

Rural market growing steadily!

A strengthening rural property market has 
seen a great development opportunity 
at Vacy sold for $1.9 million before 
Expressions of Interest (EOI) closed on 
the 55.37ha of land.

Expressions of Interest had been 
sought on the outstanding site at 989 
Gresford Road, which was DA approved 
for Rural Residential 1 zoning.

According to Sales Consultant, Peter 
Sarroff, of Tony Cant Real Estate the land 
was only inspected by one prospective 
purchaser who immediately saw the 
potential in the site and made an offer.

“This was a very appealing rural 
holding,” Peter said. “The buyer recognised 
the value of the land and after some 
negotiations the deal was closed at $1.9 
million. An excellent outcome all round, for 
both the vendor and the purchaser.

“Midway between Maitland and 
Dungog, the site represented a unique 
opportunity for a developer with vision and 
foresight to build homes for those seeking 
a country lifestyle but who still wanted all 
the advantages of being close to urban 
amenities,” Peter said.

He said Vacy was a popular 
location with both locals and 
tourists and offered an idyllic 
rural setting for families seeking 
a relaxed, laidback way of life.

“The rural market is growing steadily 
at the moment and there is excellent 
potential for land, homesteads and broad 
acres that are suitable for subdivision.

“If anyone owns a country property and 
is interested in selling they should contact 
Tony Cant Real Estate. Whether it be a 
small farmhouse or a working property 
with extensive acreage, we have many 
years experience in the rural property 
sector and will give owners an honest 
assessment of the market value,” Peter 
said.

He told Property News that the latest 
sale at Vacy was one of only several 
recently in which the agency had seen 
rural properties sell for an excellent price.

“We already have qualifi ed buyers on 
our books for country properties and as 
such we are keen to list rural holdings 
because we know we can achieve an 
excellent result for all concerned.

“Many of our consultants have strong 
ties to the bush and appreciate the country 
lifestyle. We know what rural properties 
are worth. Whether they are broad acres 
for subdivision or it is a working holding, 
we will achieve the best price possible for 
the owners.”

For further information about selling 
rural property including a free market 
appraisal, contact Tony Cant Real Estate 
on 02 4933 6299.

Agents urgently need country 
properties to meet demand
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This is very much complementary to Issue 20 - pick a particular type of property - be it rural, 
coastal etc. and then promote a particular sale and a trend towards this type of property.

•  Description and high resolution photos of the property.
•  Information about the sale: Salesperson, sales history, time frame etc.

Top rural land sells for $’X,000,000’Issue #21
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In this Issue of Property News:
• The latest on the interest rate increase
• Sales up as property markets improve
• Tips on preventative maintenance for landlords

Spring sale surge
ABC Realty achieve 100%

success rate in October

SOLD@AUCTION

SOLD@AUCTION

SOLD@AUCTION

SOLD@AUCTION

SOLD@AUCTION
Spring buzzes with buyer activity each 
year, usually recording more enquiry and 
sales than any other season.

However, to sell with the perfect results, 
you need to employ an experienced 
agent who has the skills, experience and 
knowledge to harness the market’s strength 
and sell for the best price.

In this report we speak with Paul 
McDonald Real Estate Principal Paul 
McDonald about how the team continues to 
sell properties quickly and for more than the 
asking price.

The ABC Realty team has achieved a 
100% success rate in October selling homes 
in all suburbs for brilliant prices.

“We have experienced an extraordinary 
month of sales with a long list of thrilled 
vendors and delighted buyers,” Paul said.

 “Each time we receive a property listing 
we formulate the perfect marketing strategy 
that suits the property, the market and our 
sellers,” Paul said.

“We are able to access qualifi ed buyers 
for our properties as soon as they hit the 
market, simply by matching the properties 
features with buyers on our database. Our 
targeted marketing techniques ensure we 
are not wasting money on widespread but 
ineffective methods.”  Continued: Page 3

www.abcrealty.com.au

Continued from: Page 1
Once the team has secured several interested 

parties for a property, they are able to use superior 
negotiation skills to achieve an impressive and swift 
sales result.

“All the agents at Paul McDonald Real Estate pride 
themselves on keeping up to date with the dynamic 
nature of the real estate market – as a result of our 
formulated and personalised selling methods we are 
achieving fast sales with many properties selling for 
more than the asking price,” Paul said.

During October, the team from Paul McDonald 
Real Estate booked 12 auctions, sold all 12 properties 
under the hammer and in most cases each property 
sold for more than the reserve price.

“Our auction results in October have been mind-
blowing,” Paul said. “We sold an apartment at 13/39 
Maribyrnong Road in Ascot Vale which went to auction 
with a reserve price of $330,000 and due to the buyer 
competition it sold for $366,000.”

But it’s not just homes in Ascot Vale which are 
experiencing high buyer demand and fabulous sales.

“Number 14 Davies Street, Moonee Ponds sold 
at auction for $860,000 - $60,000 more than the 
reserve price and in Essendon, 7 Braemar Street 
also sold under the hammer for $860,000 which 
exceeded the reserve price of $800,000,” Paul said.

“And in Airport West we sold 13 Chancellor Road 
for $481,000, $31,000 above the reserve price.” 

If you are thinking about selling your property 
and would like to employ a team of agents that 
continue to achieve great things in your area, talk 
to the team from Paul McDonald Real Estate.

Why are homes selling quickly and 
for more than the asking price?
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Call us on 1234 5678
www.abcrealty.com.au

To us, the benefi ts mean service, focused, driven and 
results... great results!

•  Our staff are always available and interested to assist 
you with your enquiries.

•  We model your real estate experience to suit you and 
your needs.

•  You will deal fi rst hand with the owners of the company.

Our exciting boutique agency delivers a level of service 
unparalleled by traditional real estate offi ces.
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Spring is very much a peak selling time. Stories such as this not only prompt buyers to get 
out and about but we always ensure that this issue contains complementary stories advising 
sellers on our books how to get the best return with a little work around  the house and yard.

•  A description and photos of properties for sale, if Spring show gardens etc.

‘Season’ best time to sellIssue #22
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In this issue of Property News:
• Keeping your home safe during the holidays
• Sales up as property markets improve
• Christmas is the time to sell

Why is this agent 
different?

They get results! 
The results sellers want!

In the past few months the team from The Property 
Shop has sold many properties but how did they 
achieve such phenomenal results when some agents 
are claiming they can’t close deals?

In this report, we speak to the Principal of The 
Property Shop, Hugh Bateman, about the company’s 
stunning results and just what is the point of difference 
between The Property Shop and other agents.

Hugh said: “We are committed to marketing 
excellence and strive at all times to achieve the best 
possible outcome for all our clients. As a result, we pay 
close attention to tailoring the marketing strategy for a 
home to suit that particular property.

“So many agents take the attitude that ‘one size 
fi ts all’. When marketing a property they use the same 
old tired marketing strategies for all their properties. 
However, in real estate such practices don’t work. Every 
property has its own personality and character,” Hugh 
said.

Continued on page 3 

 www.abcrealty.com.au   1234 5678

 Continued from page 1 
“To create a campaign that works, 

which will sell a house quickly for a 
good price, takes years of experience, 
professional training and skill and that’s 
what our team at The Property Shop has to 
offer; experience, training and skill.”

He said: “This means we place a lot of 
weight on drawing up strategies that are 
designed to attract and hold the attention 
of buyers.

“Those strategies include the extensive 
use of our website that caters for the 
needs of all prospective purchasers. In 
designing the website we placed a lot of 
emphasis on making it easy for everyone 
to use. We also advertise in the local 
newspapers. Traditionally, they are an 
excellent advertising medium.”

Hugh said the major issue facing the 
agency now was a shortage of listings.

“We have been selling so well that 
our stock of quality properties has been 
seriously depleted. We especially need 
more farmlets, particularly up to about 
$350,000 and residential properties in 
town.

“If any owners are considering selling 
they should contact us immediately. We 
have no less than 12 families coming to 
our offi ce over the Christmas/New Year 
period to purchase homes. They are 

Agents strive for premium prices!
ABC Realty urgently needs listings 

as sales continue to roll on!
specifi c in their needs, so don’t linger and 

dwell on selling your home - list it now and 

it could be sold in days; literally,” he said.

“Now, is an ideal time to sell. The 
market has improved signifi cantly in recent 
months and we expect it to continue to do 
so in the New Year.”

The Property Shop’s team comprises 
professional real estate agents with 
many years experience in the industry. 
Consult the firm for sound, realistic 
advice, about buying, selling and leasing 
real estate.

View properties for sale at www.abcrealty.com.au

Are you selling for the right price?
If you would like to sell your property 
please call our sales team on 1234 5678
and rest easy in the knowledge that our 
team of  experts will look after you!
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www.abcrealty.com.au

Success follows success. Show a successful team achieving results time after time. We use 
examples of negotiating skills, good web copy, excellent photos etc to build your reputation in 
the local market.

•  High resolution photos of the sales team, and a brief history of each salesperson, time in the 
industry etc. 

Which agent gets results?Issue #23
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Top end properties always attract a lot of reader interest. Featuring an expensive property 
builds your reputation in the local market place. Even readers who can not afford such a 
property will be more likely to gravitate to your agency.

• High resolution photos.
• Description highlighting the lifestyle benefits of the house and/or land.
•  Story of reasons for selling/moving.
• Inspection times etc.

First class quality lifestyle on offerIssue #24

The Hunter Region is renowned for 
its high quality country lifestyle and 
nowhere can this be seen better than 
in an outstanding home that is being 
offered for sale at Bolwarra Heights 
by the leading real estate agent in the 
area.

The demand for residences, especially 
those that incorporate luxury features and 
offer a laid back family atmosphere, is 
expected to grow in the future, as a more 

affl uent society seeks relaxation and 
peace in a rural setting.

The listing agent, Sally Stocker said the 
superb architecturally designed residence 
that was being offered for sale at Bolwarra 
Heights, was ideal for those seeking a 
healthy family lifestyle.

“This particular property is in an 
excellent location and is set on a huge 
block of about 5,202 square metres,” 
Sally said.

“Listed at $955,000 this spectacular 
property offers among other things a 
formal sitting room, a dining room, four 
generous bedrooms, including a master 
with ensuite and private verandah, an 
outdoor entertaining area, a spectacular 
self-cleaning pool and triple garage, all 
on large manicured grounds.

“For many purchasers, buying such a 
home is wish-fulfi llment; people looking for 
their own piece of paradise in a secluded 
but convenient location. The surprising 
aspect of this sector of the property market 
is that the demand for such properties is 
strong and there are far more purchasers 
out there that are seeking such luxury.”

If you want to sell, buy or lease 
property, contact Tony Cant Real Estate 
on 02 4933 6299 for a professional 
opinion about the best way to approach 
the market.

>>> FOR SALE >>>A l�  �  property!

Top home ideal for 
discerning buyers!

Meet some of the 
Residential Sales Team at
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In this issue of Property News:
• Hunter Business Award Finalist
• Superb Bolwarra Heights property on offer
• Meet our Property Management Team

First class quality 
lifestyle on offer

Set on 5,202m2

FOR SALE >>> FOR SALE >>> FOR SALE >>>FOR SALE >>> FOR SALE >>> FOR SALE >>>See page 3 for full details 

FREE
PROPERTY ADVICE

www.abcrealty.com.au(02) 1234 5678



Property News

Editorial Question Sheet
To provide you with the best possible editorial, please make sure all of the questions are answered, 
otherwise your editorial may be lacking in marketing power.

Name of Real Estate: ______________________________________________________________________

Name of listing agent:  _______________________  Name of selling agent: __________________________

Property to be featured: For Sale_____   Sold_____

Address of Property to be featured: Street: __________________________________________________

     Suburb:__________________________________________________

Length of time on the market:  ___________ Days      ___________ Weeks      ___________ Months

What is the average time it takes to sell a home in your area: (please circle)
 0-3 days 3-6 days 6-10 days 10+ days other _________________________

Listing Price:______________________________ Selling Price:_________________________________

What is the median price in your area:  ________________________________________________________ 

Has it risen/fallen in the last three months? ____________________________________________________

Was there a previous listing with another agent?                    No _______            Yes _______ 

If yes, how long did the other agent have it on the market? ________________________________________

Number of inspections: __________________  Number of offers made: _______________________

Main overall message you would like your article to convey:
_________________________________________________________________________________________
_________________________________________________________________________________________
_________________________________________________________________________________________

Imagine for a moment you were communicating this message to a customer, what would be 3 main 
convincing points you would share with them about this property?
1.  ______________________________________________________________________________________
 ______________________________________________________________________________________
2.  ______________________________________________________________________________________
 ______________________________________________________________________________________
3.  ______________________________________________________________________________________
 ______________________________________________________________________________________

Please provide a brief description of the featured property, preferably attaching the information sheet 
used to advertise the property.

realestate.com.au property id number:_________________________________________________________

Your own website property id number:__________________________________________________________

How you can use 
Property News

Most Real Estate people are far too 
busy to be bothered learning how to put 
a newsletter together. 

It takes great skill and an incredible 
amount of experience to write credible 
editorial that has the sales punch you need. 

Each month you will receive from 
Newsletter House a PDF file, via the 
internet, with your Property News 
newsletter ready for print and or  
email! 

Each newsletter is customised to 
reflect the look and feel of your agency. 

The newsletter includes all of your 
contact details, your photo and logo, 
plus articles sharing your sales success. 

As far as the reader is concerned, 
it looks like you wrote the newsletter 
yourself! 

Once you receive your customised 
newsletter via email, as an Adobe 
Acrobat PDF file, you simply print your 
newsletter and then mail or letter box 
drop it to your client and prospect 
database. 

Each monthly newsletter means 
you keep in constant contact with your 
valuable database. 

But instead of mailing out one page 
sales letters that look and read exactly 
like all the other letters being sent by 
agents in your area, your newsletter 
shows your community that you value 
them enough to keep them informed 
about how they can sell and buy 
property! 

If you are looking for a point of 
difference then you will find Property 
News the answer.

Many of our clients know the power 
of newsletters, but prefer we do the hard 
work for them. Why not leave the job of 
marketing your firm to an experienced 
group of professional publishers?

Property News is for those people 
who desire their own specialist  
in-house publishing arm on a budget. 

Clients who have taken this package 
report back to us that when they get 
their final draft, it’s as though they have 
gained extra staff. 

When you invest in the Property 
News 12 month program we go beyond 
the call of duty to ensure that not only 
do you get a brand new newsletter, but  
a marketing vehicle designed to help  
you get the new business you need  
to grow!

What do you have to do each month 
to get Property News ready for your 
local market?

Step 1. Fill in our editorial question 
sheet, giving us the main points about 
your cover story. We only need the basic 
elements of the story. We know how to 
put your story across the way you want 
it presented.

Step 2. We do the rest. You don’t have 
to write a thing. All the design artwork is 
done by our team of professionals.

Step 3. Once you have signed off on 
original art you print and send it out to 
your local area.

Griffin Real Estate The Professionals Publication - Issue Twenty

02 9918 9933
www.avalonre.com.au

In this Issue of Property News:
• Reduce the risk of a home invasion!
• 2009 - another great year for agents
• Cook’s Corner –Ginger and vanilla cream hearts

The doom and gloom 
of 2008 gives way to 
new found optimism 

and strength

8 sales negotiated 
in only 12 days!

Griffin Real Estate The Professionals is re-energized 
after a brief but well deserved holiday. The firm has 
put the doom and gloom of 2008 in the rear vision 
mirror and is looking forward to making 2009 a year 
to remember.

Principal Mark Griffin said the agency’s optimism and 
unwavering commitment to its clients had again proved 
successful with a record eight sales negotiated within 
the first 12 days of 2009.

Mark said: “From the very beginning of 2009 it has 
been business as usual for Griffin Real Estate. We are 
not here to make excuses. Instead we’re here to make 
sales! In the first two weeks of January, Avalon Village was 
abuzz with suntanned holidaymakers strolling past our 
shop. Our team set to work and succeeded in converting 
a huge volume of out-of-area buyer enquiry into sales.

“The weakened Australian dollar has attracted 
overseas buyers to our shores, and the usual North 
Shore and Eastern Sydney buyers used their holiday 
break to make the trip over to secure their new home,” 
he said. Continued: Page 3
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accompanying files is or may be confidential and is the 
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