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Landfield Real Estate Pty Ltd

Landfield Real Estate, founded in 1989 by
Francis Van Gulick, celebrated its 20™ year
in 2009, serving the city of Manningham
and looking forward into 2010.

The Doncaster East office situated on
Blackburn Road has become something of
a local landmark as it continues to thrive
and grow, adapt with technology and
service a new generation of buyers and
sellers. Landfield remains one of the
longest serving independent real estate
agencies in the area, and has rightfully
carved out its place as one of the most
respected, professional, and principled
real estate agencies in Manningham.

WE ARE 100% SUCCESS DRIVEN,
TO SERVE AND TO SUCCEED.

Doncaster East Office

284 Blackburn Rd,

Doncaster East, VIC 3109
T:(03) 9841 4433

F:(03) 9841 7811

E: landfield@landfield.com.au
www.landfield.com.au
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Pointers for Selling

Advertise aggressively and try
to be a little different but not

022
to scare buyers away! And

R2y Qi -FrRINE S& 2 d

just want to find one buyer to
buy your home, you want to
find enough to make them
compete for your property!

Presentation is key.
SometiYSa Al0Qa |
worth investing in new carpet
to make an older home feel
newer, fresh flowers or the
smell of brewing coffee can
make a home feel very
desirable C remember to sell
the sizzle and the sausage.

You want a good partnership
with your agent C you want
feedback about your open for
inspection, you want someone
who can be tough with tough
buyers and compassionate
enough to make a happy sale
for all parties. Understanding,
communication and trust are
critical to a healthy vendor
and agent relationship.

RAFTFSNBYG:

Selling Overview

You may have many questions regarding what is involved
with selling your home ¢ Is now a good time to sell? What
legal documents are required? How are the open for
inspections conducted? Which method of sale is better
suited to my property ¢ Private Sale or Auction? How much
do we need to advertise our property?

Timing

There is very rarely ever a bad time to sell, most people buy
and sell property when their situation changes - a new baby
on the way, the kids have moved out, or want to be closer to
aK2LJA 2N a0OKz22fad azad LISz
selling are independent from the state of the market, but of
course if you can factor in the flows of the market then
GKFGQa (G2 e2dz2NJ F RGFydlF3ISo

Legal Documents

You will need a contract of sale & section 32 drafted by your
solicitor or conveyancer ¢ we can contact your preferred
tS3AFf FTARS FT2N)J @&2dz ' yR NXBJj
have someone we can recommend one for you.

Open for Inspections

In most cases we will run a four week campaign where your
property will be open for inspection twice a week on a
Thursday and Saturday.

LiQa O2YY2y (G2 KI@S SEGNI
times; we try to keep these to a minimum and usually only
do them for parties that have already shown a high level of
interest.

Aay
can run to our next appointment! - We do this because we

We prefer to keep inspection times short ¢ (i K A &

want buyers to see other buyers who are interested, we
want them to feel the pressure of an imminent sale and set
the stage for competition.
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Sale vs Auction

Most homes sales today in and around Manningham utilise
one of two methods, being the time honoured Private Sale
or the now preferred Melbourne Auction.

h Private Sale

I Private Sale can be low key and have a potentially
lower cost - depends on property desirability and
market activity.

I Danger - If you understate the asking price you run
the risk of underselling the property.

FO R SALE I Danger - If you overstate the asking price you scare

off potential buyers who are always in search of a
GINBLFGE RSHE O

f Problem-, 2dzZQNBE O2YLISiAy3a ¢
encouraging a negotiation and the only direction
the price can go in a negotiation is down!

Auction

LANDFIELD

REAL ESTATE

I Sale by Auction reduces the pricing problem and can
be quoted using a pricing range. A pricing range

284 Blackburn Rd, Doncaster East 9841 4433

E helps by attracting more potential buyers and
www.landfield.com.au ps by g more p Y

allows the market to set the actual price.

The buyers in an Auction are competing against the
market, under your terms and conditions rather

than setting their own.
I Under Auction conditions buyers cannot draw you
into lengthy negotiations ¢ each Auction has a set

FO R A U CTI O N date usually 4 weeks from entering the market.

Both sales methods have their strong points, depending on
the characteristics of your property, your reason for selling
and the time frame in which you would like to achieve a
altSed 2SQft g2N] 6A0GK @2dz
LANDFIELD| ™™

REAL ESTATE GChoosingeA 1 KSNJ YSUK2RXZ (1y2¢9
284 Blackburn Rd, Doncaster East 9841 4433 full resources of Landfield behind you to assist in
www.landfield.com.au achieving the best possible result c(i KS KA 3K &
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Determining Worth & Desirability

3 There are many methods to determine the worth of a
iy property the most commonly used are Comparable Sales
and Summation.

Comparable Sales ¢ compares your property with
other properties which have sold recently (usually in the last
3 months). This method is arguably the most effective and
I OO0dzN>F GS +a A0Qa o6l aSR 27
gAtEftAY3 G2 LI &b L GerQiFtyef dre
no comparable properties eg. Its a very unique house, block
of land etc. or if the only comparable sales are from more
than 3 months ago the data is too out-of-date to be accurate
and reliable.

Summation ¢ this method breaks a property down
by components and sums the parts into a total price figure
for replacement. This method is sometimes commonly used
by insurance companies but it can have some problems. It
R2Say Qi FFO02N Ay -BooRahdmz y
might have; some older homes use materials which can be
AYONBRAOf & SELISYyargsS oe iz
considered desirable, and other factors which might skew
the real value of a property.

v Generally an experienced estate agent will use a
combination of Comparable Sales, Summation, local

knowledge and previous experience with buyers to
e bas! M poRcH L . . -
@ e/ || AR determine the worth and desirability of your property.
A |\/’ =
—t One key thing to remember and point out to your agent is:

W2 KIG A& &aLISOAILTE | o2dzi GKA
T VAR e anideaandtK 1 Q& ¢KI G ¢S gl yid G;
.avj'vi'L -Lesv

* fantastic outlook at sunrise, or how the buses stop out the

~ front every 20 mins, it might be the fantastic garden that
FGGNF OGa t20Ff O0ANRA o0& (F
help give your home character and give it a marketing edge.

@S R2y QG gLyl G2 ONBIGS
our branding, we want to find that special something,
thatx-F | OG2NJ 282dzNJ K2YS KI &
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Building Value & Desire

There are a few key things to think about first before
planning to present.

1. Identify your target market ¢ Who is going to buy
your property? Why? And what do they like?

2. What are the strengths of your property? Can they
be emphasised or improved upon?

3. What are the weaknesses of your property? Can
they be lessened or fixed?

4. Are there simple and quick things that can be done
which will make your property more attractive on
the market? Eg. Fresh coat of paint, some simple
landscaping ¢ laying new mulch, weeding and
mowing, new light fittings which are brighter and
more energy efficient, new carpet in high traffic
areas (living room), a new letterbox and street
YdzYo SN 6F FGSNI €t GKI G
look at!).

Also remember that emotional attachment makes buyers
fight and stretch themselves for your home and that
translates into high prices. When presenting your home for
w5 Open-for-Inspections think about little things that will make
people feel welcome ¢ Mow the lawn that morning, put out
. fresh flowers, give the house a really good clean and leave
'»__,‘ the windows open to allow a nice breeze, or in winter have
' your home nice and toasty warm, have a pot of coffee

. brewing and/or have something baking or cooking in the

\ oven (remember that opens are only 30 mins long) these
things can make buyer fall in love with your home!

OThey say Dollars are in the Details C and itQ often
| the little things that sway a buyer from one property

to another. Make them fall in love with your home as
YdzOK | & &2dz £t 20S AGHE
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FOR SALE

1/10 Parker Stre'eta‘
Templestowe

The Sought After Townhouse

This 3 bedroom air conditioned town home offers bright,
airy and spacious living spaces. Seemless modern décor
and finishes. Located within close proximity of public
transport, Templestowe Village, and Eastlink. Extensive
walking & bike paths and parkland at your door step Frindti Van Gulick
“This truly y home boasts i M: 0418 310 907
very important - Lifestyle”
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Marketing & Advertising

Marketing is essential to letting people know that your
property is for sale. Remember what the secret to getting a
great price on your propertyisCL G4 Q& y 234G FAY|
its finding many. The more people who are interested in

your home, the greater chance you have of getting a great
price for it.

Marketing takes many forms and there different strategies
you can discuss with your agent. Some of the fundamental
areas to start covering are:

T Theinternet ¢ Where is the first place you go when
looking at properties for sale? The internet provides
a tool into which buyers can plug in their
requirements, it searches, then delivers a selection
of results. The internet is a must today!

T Newspapers ¢ Time honoured, tried and true,
though which paper to advertise in differs greatly
with one area to another. The type, size and colour
of adverts also differs upon the requirements of a
property. This is also one of the most costly forms of
advertising.

I Site Boards ¢ The Site board should not be
overlooked, it is essential to identify the address,
alert Sunday drivers looking for their dream home
and communicate to locals who more often than
you might think buy again into the area they already
call home.

{  Window Boards & Brochures, eBrochures, letterbox
drop flyers, special site events, Open for Inspections,
pointer-signs, web-site and more, are all tool which
our sales team can use to communicate to buyers
that your home is the one they should buy!

Campaigns can be tailored for your budget, the character of
your home and for the method of sale ¢ speak to one of our
sales team to customise your advertising campaign.

ORemember that the trick to selling a home at true
@ tdzS AayQi (G2 FTAYR 2yS
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How to Choose the Right Agent?

There are many very good agents , who work hard and achieve results and there are equally those
gK2 NB @GSNE 3F22R Fd f221Ay3 | ¥FigBeNaryotiayeotsS NJ
who are very good at selling themselves and not what they can do for you; Be careful of agents who
LJdza K @2dz (12 aLISYR Y2NB 2y | ROSNIAaAAYy3d GKSH
by large agencies selling their network, human nature tells you that large sales teams develop a
dog-eat-dog atmosphere and agents become very defensive about their listings ¢ At the end of the
RIFIed @2dzQNBE OK22aAiAy3a (GKS |3Syd GKIFIG o0Sai
This is what the REIV (Real Estate Institute of Victoria) has to say, this is an extract form the Herald
Sun during the peak of the Home-Shortage Crisis 2010:

T A

There are no guidelines on the commission
and marketing costs agents can charge, but
CAV says an agent must advise that such
charges are negotiable and they must be set out
and agreed in the sales authority.

Morrell says most sellers should expect to
negotiate a 2 per cent commission, and those
selling homes for less than $500,000 should
expect to pay about 3 per cent. Those with high-
end properties might strike a deal for 1 per cent.

He warns against driving too hard a deal,
saying you usually get what you pay for in an
agent.

“If you hit them too hard on the commission,

you probably won’t

‘ They get tftlsir atten:iior’li
over other properties,
: 8Et the he says.

guninto Morrell also warns
sign you up against §uccess-based

dth commissions, saying a
ancthenan  good agent should A GOOD AGENT WILL:
18-year—old W(I)Irk just las hal'd_ﬂtlo | Handle your home's sale from start

: sell your home with- to finish

WhO still ~haS out such an incentive. H Give arealistic estimate of your home's
all his hair Sellers should also value and justify it using comparable
takes over check the sales auth- salesdata

fees for copyright and proofing.
As well as practical checks, Morrell says buyers
need to follow their instincts. “The choice of the

ority for excessive ad-
vertising costs, such as

| Have a good understanding of your
local area

Have agood local reputation

M Be punctual and professional
| Be friendly and trustworthy
B Have good negotiation skills

agent is someone you feel you have an affinity
with, who should have strong branding in the
area,” he says. “Be wary of agents not being as
local to the area. They won't understand the area’s
dynamics. Each suburb has its own nuances.”

Grabyn says a good local reputation is import-
ant and urges sellers to get recommendations
from family, friends and neighbours.

CAV says it is crucial sellers are certain of
their choice and fully read and understand the
terms of a sale, because once the sales authority
is signed by the seller and agent it can only be
ended with the agreement of both parties and
according to any termination clauses.
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& ABADAGENT WILL:

Give you an unrealistically high price
estimate to win your business
Be uncertain about your home's value
Be difficult to contactand not
returncalls
Not provide you with regular feedback
from prospective buyers
Not advise that commission and
marketing and other selling costs are
negotiable
Be apatheticand a poor negotiator
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LANDFIELD

GOOGLE MAP
™ INTERACTIVE SEARCH

Partnering with Landfield

2 KSy OKz22aAy3d GKS NRIKG F3S
questions ¢ Why should | choose you to sell my property? What

do you see are the strengths and weaknesses of my property?

How will you achieve the best possible price for my property?

Try them on us!

We believe we have many advantages over our competitors.

f

2SONB | f2y3 aildlyRAy3 Ay
enviable reputation, serving Manningham for more than
20years.2 S R2y Qi aSNBS | fI N
serve you.

Our team has all grown up and lived in the area, we

know it well and know the subtleties and tastes of the
area ¢ we live and breathe the area.

hdzNJ GSFY A& aGAyd2é LINELIS
than just our job! We know the growth rate, history,
builders and developments happening on the street.

2 SONB AYTF2NYSRZ S EadsSgNA Sy
Tailored ¢ unlike rigid template driven agencies running
through a well prepared and over used script, we

change and adapt constantly to the market and your
needs. We can tailor marketing campaigns, works to

your home, services and more.

Cutting edge Technology ¢ our office utilises some of
0KS 060Said NBaz2da2NHOSa GKS A
plugged in with Google analytics and realestate.com, we
R2y QG 2dzald 3JIdzSaaxz 4SS 1y2
from, where to spend resources and who to target
STFTSOUAQDSt & 2 §lupiSeekink-S f
cruise missile, not the costly blanket carpet bombing
campaign our competitors run.

LYLRNIFIyGte gSQNB 3ISyidtsS
Buyers like us and are comfortable buying from us; we
give open and honest advice and facilitate healthy deals
between vendors and purchasers. You can always be
adzNB KIG @2dQtt 6S 4SSt ¢
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Level of Service

We pride ourselves on intelligent service,

SERVICE GUARANTEE on a reputation long and hard earned,

LANDFIELD REAL ESTATE CONTINUALLY STANDS BY THE "in(j d0|rA1gZ\ u o6AUK l ~ LINE -

HIGHEST STANDARDS AND WE PRIDE OURSELVES IN SETTING SELSOu® / KFyosSa [ M

THE BENCH-MARK FROM WHICH OTHER ESTATE AGENTS

MEASURE THEMSELVES. IN CONTINUING OUR MISSION TO N i L .

IMPROVE IN ALL AREAS OF ATTENTION, DETAIL, SERVICE AND YSYOSNI YR UKIFO0Qa

COMPETITION WE OFFER YOU THIS SERVICE GUARANTEE OF
OUR QUALITY.

referred to us by a friend or family

we strive so high. More than any other
. | | I 38y 0es 6SQNB NBTFE
+* We guarantee to always be honest and open in all our dealings. to always

provide you with untainted feedback from opens and the most accurate have already expe rienced our expe rtise.

assessments of any price or situation we can.

% We guarantee tolook after vour best interests, to always represent vou, in

You can be as hands-on as you like

the manner in which s rould want to be represented.
% We guarantee to wi h you in partnership, provide vou with sales and through sales process, from ve ry
advertising options and follow vour instruction as agreed upon.
< We guarantee to communicate with you regularly, as often as agreed upon inVOlVEd, pa rtly involved with regU|a r
and to provide you unbiased and informed updates to the sale of your communication or perhaps you Only

property.

% We guarantee that you will only be charged approved expenses, we will want to hear from us when we have a
not surprise you with extras and we will answer any questions you may

(e . ey oG winning offer. We can do that.

< We guarantee to be professional at all times and provide vou the service
which we have promised. We stand by our Service Guarantee and
our reputation to serve and perform.

We have partnerships with all trades and
services to facilitate any needs you might

have now or in the future. Nothing is

CELEBRATING

impossible.
20 YEARS

Importantly something that clearly

divides us from other agencies is our
active approach to selling. We take the
AYAUGALFGABST 6S R2y
look for better ways, we listen and we
adapt, we bring forward suggestions and
stay fresh, we solve problems and
ySI2GAIGS RSHEAD 2
6SF2NB GKS F3ISyidas
ready to serve you.
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To Serve and to Succeed

LANDFIELD

At the end of the day, when the dust has settled and the deal is
done, when contracts have been signed and service fulfilled, one
factor will continue to have a lasting impact for many years to
O02YS IyR GKIG oAttt 0 SachigvkdSn R
dollar and settlement terms for your property.

WE ARE 100% SUCCESS DRIVEN,
TO SERVE AND TO SUCCEED.

LANDMARKS

ALL THE NEWS FROM LANDFIELD Issue 14 MAY 2002

St Clements... An
Amazing Success!

St Clements is an exciting new apartment
development due to start construction in June
this year and slated for completion in July 2003.
Ideally located on the old St Clements Catholic
Primary School site (hence the St Clements
name) right in the heart of Bulleen in

Manningham Road directly opposite Bulleen
Plaza, it is another quality development by
renowned builder Darnley.

Upon its release for sale, most of the
apartments were eagerly snapped up in the

space of just a few days.
It was such a flurry of activity that by the end of
the first week of the St Clements apartments
being available for sale, just two of the 44 being
offered for sale remained.

What made it such a success? Many factors can
be applied: the quality, location and more, but it
also demonstrates the amount of work put in
behind the scenes at Landfield.

Many phone calls, long days and late nights
went into ensuring that once the apartments
were available for sale, they would have buyers
ready to take them up!

Prices ranged from $240,000 for the one
bedroom apartments through to $355,00 for the
two bedroom plus study apartments with two
car spaces.

If you're in the market for a very good investment, all
we can say is... be quick, because there’s only two
left, and they're sure to go very soon!

42 Apartments SOLD
in less than a week!

KNOW ANYBODY ELSE THAT
‘WOULD LIKE TO SUBSCRIBE TO
LANDMARKS FROM LANDFIELD?

It's free, and is delivered every second
Friday right to your computer desktop.
All it takes is an email to:
landfield@landfield.com.au
with SUBSCRIBE in the subject line.
We'll do the rest...
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