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Landfield Real Estate, founded in 1989 by 

Francis Van Gulick, celebrated its 20th 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.  

 

 

 

 

 

 

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 

mailto:landfield@landfield.com.au


 
 

Selling Overview 
  

  

You may have many questions regarding what is involved 

with selling your home ς 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 ς 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 

ǎƘƻǇǎ ƻǊ ǎŎƘƻƻƭǎΦ aƻǎǘ ǇŜƻǇƭŜΩǎ ǊŜŀǎƻƴǎ ŦƻǊ ōǳȅƛƴƎ ŀƴŘ 

selling are independent from the state of the market, but of 

course if you can factor in the flows of the market then 

ǘƘŀǘΩǎ ǘƻ ȅƻǳǊ ŀŘǾŀƴǘŀƎŜΦ  

Legal Documents 

You will need a contract of sale & section 32 drafted by your 

solicitor or conveyancer ς we can contact your preferred 

ƭŜƎŀƭ ŀƛŘŜ ŦƻǊ ȅƻǳ ŀƴŘ ǊŜǉǳŜǎǘ ǘƘŜ ŘƻŎǳƳŜƴǘǎΣ ƛŦ ȅƻǳ ŘƻƴΩǘ 

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.  

LǘΩǎ ŎƻƳƳƻƴ ǘƻ ƘŀǾŜ ŜȄǘǊŀ ƛƴǎǇŜŎǘƛƻƴǎ ƻǳǘǎƛŘŜ ƻŦ ǘƘŜ ǎŜǘ 

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.  

We prefer to keep inspection times short ς ǘƘƛǎ ƛǎƴΩǘ ǎƻ ǿŜ 

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

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. 

Pointers for Selling 

Advertise aggressively and try 

to be a little different but not 

ǘƻƻ ŘƛŦŦŜǊŜƴǘΣ ȅƻǳ ŘƻƴΩǘ ǿŀƴǘ 

to scare buyers away! And 

ŘƻƴΩǘ ŦƻǊƎŜǘ - ǘƘŀǘ ȅƻǳ ŘƻƴΩǘ 

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. 

SometiƳŜǎ ƛǘΩǎ ŀōǎƻƭǳǘŜƭȅ 

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 ς remember to sell 

the sizzle and the sausage. 

You want a good partnership 

with your agent ς 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. 

 

 



 
 

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. 

Private Sale  

¶ Private Sale can be low key and have a potentially 

lower cost - depends on property desirability and 

market activity. 

¶ Danger - If you understate the asking price you run 

the risk of underselling the property. 

¶ Danger - If you overstate the asking price you scare 

off potential buyers who are always in search of a 

άƎǊŜŀǘέ ŘŜŀƭΦ 

¶ Problem - ¸ƻǳΩǊŜ ŎƻƳǇŜǘƛƴƎ ǿƛǘƘ ǘƘŜ ōǳȅŜǊ ōȅ 

encouraging a negotiation and the only direction 

the price can go in a negotiation is down! 

Auction 

¶ Sale by Auction reduces the pricing problem and can 

be quoted using a pricing range. A pricing range 

helps by attracting more potential buyers and 

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. 

¶ Under Auction conditions buyers cannot draw you 

into lengthy negotiations ς each Auction has a set 

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 

ǎŀƭŜΦ ²ŜΩƭƭ ǿƻǊƪ ǿƛǘƘ ȅƻǳ ŀƴŘ ŀŘǾƛǎŜ ȅƻǳ ƻƴ ȅƻǳǊ ōŜǎǘ 

method. 

άChoosing eƛǘƘŜǊ ƳŜǘƘƻŘΣ ƪƴƻǿ ǘƘŀǘ ȅƻǳΩƭƭ ƘŀǾŜ ǘƘŜ 

full resources of Landfield behind you to assist in 

achieving the best possible result ς ǘƘŜ ƘƛƎƘŜǎǘ ǇǊƛŎŜΦέ 

 

 

FOR SALE 

 

FOR AUCTION 



 
 

Determining Worth & Desirability 
 

 

  

There are many methods to determine the worth of a 

property the most commonly used are Comparable Sales 

and Summation.  

 Comparable Sales ς compares your property with 

other properties which have sold recently (usually in the last 

3 months). This method is arguably the most effective and 

ŀŎŎǳǊŀǘŜ ŀǎ ƛǘΩǎ ōŀǎŜŘ ƻŦ ƳŀǊƪŜǘ ǾŀƭǳŜ ŀƴŘ ǿƘŀǘ ōǳȅŜǊǎ ŀǊŜ 

ǿƛƭƭƛƴƎ ǘƻ ǇŀȅΦ Lǘ ŎŀƴΩǘ ŀƭǿŀȅǎ ōŜ ǳǎŜŘ ƘƻǿŜǾer ς if there are 

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 ς 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 

ŘƻŜǎƴΩǘ ŦŀŎǘƻǊ ƛƴ ŜƳƻǘƛƻƴ ŀƴŘ ǘƘŀǘ ǎǇŜŎƛŀƭ Ȅ-factor a home 

might have; some older homes use materials which can be 

ƛƴŎǊŜŘƛōƭȅ ŜȄǇŜƴǎƛǾŜ ōȅ ǘƻŘŀȅΩǎ ǎǘŀƴŘŀǊŘǎ ōǳǘ ŀǊŜ ƴƻǘ 

considered desirable, and other factors which might skew 

the real value of a property. 

Generally an experienced estate agent will use a 

combination of Comparable Sales, Summation,  local 

knowledge and previous experience with buyers to 

determine the worth and desirability of your property. 

One key thing to remember and point out to your agent is: 

Ψ²Ƙŀǘ ƛǎ ǎǇŜŎƛŀƭ ŀōƻǳǘ ǘƘƛǎ ǇǊƻǇŜǊǘȅΚΩ ǇŜƻǇƭŜ ƻŦǘŜƴ ōǳȅ ƛƴǘƻ 

an idea and tƘŀǘΩǎ ǿƘŀǘ ǿŜ ǿŀƴǘ ǘƻ ǘǊȅ ŀƴŘ ǎŜƭƭΦ Lǘ ƳƛƎƘǘ ǘƘŀǘ 

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

front every 20 mins, it might be the fantastic garden that 

ŀǘǘǊŀŎǘǎ ƭƻŎŀƭ ōƛǊŘǎ ōȅ ǘƘŜ ŘƻȊŜƴǎΣ ǿƘŀǘŜǾŜǊ ƛǘ ƳƛƎƘǘ ōŜ ƛǘΩƭƭ 

help give your home character and give it a marketing edge. 

ά²Ŝ ŘƻƴΩǘ ǿŀƴǘ ǘƻ ŎǊŜŀǘŜ ǇŀƎŜǎ ƻŦ ƎŜƴŜǊƛŎ ŀŘǎ ǿƛǘƘ 

our branding, we want to find that special something, 

that x-ŦŀŎǘƻǊ ȅƻǳǊ ƘƻƳŜ Ƙŀǎ ŀƴŘ ǎŜƭƭ ǘƘŀǘΦέ 

 



 
 

Building Value & Desire 
 

  

There are a few key things to think about first before 

planning to present. 

1. Identify your target market ς 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 ς 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 

ƴǳƳōŜǊ όŀŦǘŜǊ ŀƭƭ ǘƘŀǘΩǎ ǘƘŜ ŦƛǊǎǘ ǘƘƛƴƎ ǇŜƻǇƭŜ ǿƛƭƭ 

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 

Open-for-Inspections think about little things that will make 

people feel welcome ς 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! 

 άThey say Dollars are in the Details ς and itΩs often 

the little things  that sway a buyer from one property 

to another. Make them fall in love with your home as 

ƳǳŎƘ ŀǎ ȅƻǳ ƭƻǾŜ ƛǘΗέ 

 

 



 
 

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 property is ς LǘΩǎ ƴƻǘ ŦƛƴŘƛƴƎ ƻƴŜ ōǳȅŜǊΣ 

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: 

¶ The internet ς 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! 

¶ Newspapers ς 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. 

¶ Site Boards ς 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 ς speak to one of our 

sales team to customise your advertising campaign. 

 άRemember that the trick to selling a home at true 

ǾŀƭǳŜ ƛǎƴΩǘ ǘƻ ŦƛƴŘ ƻƴŜ ōǳȅŜǊ ƛǘΩǎ ǘƻ ŦƛƴŘ ƳŀƴȅΗέ 

 

 



 
 

How to Choose the Right Agent? 
 

  

There are many very good agents , who work hard and achieve results and there are equally those 

ǿƘƻ ŀǊŜ ǾŜǊȅ ƎƻƻŘ ŀǘ ƭƻƻƪƛƴƎ ŀŦǘŜǊ ƴǳƳōŜǊ ƻƴŜ ŀƴŘ ǘƘŀǘ ŘƻŜǎƴΩǘ ƛƴŎƭǳŘŜ ȅƻǳ ς be wary of agents 

who are very good at selling themselves and not what they can do for you; Be careful of agents who 

ǇǳǎƘ ȅƻǳ ǘƻ ǎǇŜƴŘ ƳƻǊŜ ƻƴ ŀŘǾŜǊǘƛǎƛƴƎ ǘƘŜƛǊ ŀƎŜƴŎȅ ǊŀǘƘŜǊ ǘƘŀƴ ȅƻǳǊ ǇǊƻǇŜǊǘȅΤ !ƴŘ ŘƻƴΩǘ ōŜ ŦƻƻƭŜŘ 

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 ς At the end of the 

Řŀȅ ȅƻǳΩǊŜ ŎƘƻƻǎƛƴƎ ǘƘŜ ŀƎŜƴǘ ǘƘŀǘ ōŜǎǘ Ŧƛǘǎ ȅƻǳǊ ƴŜŜŘǎΣ ƴƻǘ ǘƘŜ ŀƎŜƴǘ ǘƘŀǘ Ƙŀǎ ǘƘŜ ŦŀƴŎƛŜǎǘ ƻŦŦƛŎŜΦ 

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: 

 

 



 
 

Partnering with Landfield 
 

  

²ƘŜƴ ŎƘƻƻǎƛƴƎ ǘƘŜ ǊƛƎƘǘ ŀƎŜƴǘ ŦƻǊ ȅƻǳΣ ƛǘΩǎ ƎƻƻŘ ǘƻ ŀǎƪ 

questions ς Why should I 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? ς 

Try them on us! 

We believe we have many advantages over our competitors.  

¶ ²ŜΩǊŜ ŀ ƭƻƴƎ ǎǘŀƴŘƛƴƎ ƛƴŘŜǇŜƴŘŜƴǘ ŀƎŜƴŎȅ ǿƛǘƘ ŀƴ 

enviable reputation, serving Manningham for more than 

20 years. ²Ŝ ŘƻƴΩǘ ǎŜǊǾŜ ŀ ƭŀǊƎŜǊ ŦǊŀƴŎƘƛǎŜ ŎƻƳǇŀƴȅ ǿŜ 

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 ς we live and breathe the area. 

¶ hǳǊ ǘŜŀƳ ƛǎ άƛƴǘƻέ ǇǊƻǇŜǊǘȅ ŀƴŘ ŘŜǾŜƭƻǇƳŜƴǘΣ ƛǘΩǎ ƳƻǊŜ 

than just our job! We know the growth rate, history, 

builders and developments happening on the street. 

²ŜΩǊŜ ƛƴŦƻǊƳŜŘΣ ŜȄǇŜǊƛŜƴŎŜŘ ŀƴŘ ŀƭǿŀȅǎ ƭearning. 

¶ Tailored ς 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 ς our office utilises some of 

ǘƘŜ ōŜǎǘ ǊŜǎƻǳǊŎŜǎ ǘƘŜ ƛƴǘŜǊƴŜǘ Ƙŀǎ ŀǾŀƛƭŀōƭŜ ŀƴŘ ǿŜΩǊŜ 

plugged in with Google analytics and realestate.com, we 

ŘƻƴΩǘ Ƨǳǎǘ ƎǳŜǎǎΣ ǿŜ ƪƴƻǿ ǿƘŜǊŜ ǘƘŜ ǘǊŀŦŦƛŎ ƛǎ ŎƻƳƛƴƎ 

from, where to spend resources and who to target 

ŜŦŦŜŎǘƛǾŜƭȅΦ ²ŜΩǊŜ ǘƘŜ ƭŀǎŜǊ ƎǳƛŘŜŘ ς buyer seeking - 

cruise missile, not the costly blanket carpet bombing 

campaign our competitors run. 

¶ LƳǇƻǊǘŀƴǘƭȅ ǿŜΩǊŜ ƎŜƴǘƭŜƳŜƴ ŀƴŘ ǇǊƻŦŜǎǎƛƻƴŀƭ ŦƛǊǎǘΦ 

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 

ǎǳǊŜ ǘƘŀǘ ȅƻǳΩƭƭ ōŜ ǿŜƭƭ ǊŜǇǊŜǎŜƴǘŜŘΦ 

 



 
 

Level of Service 
 

  

We pride ourselves on intelligent service, 

on a reputation long and hard earned, 

and doing ƛǘ ǿƛǘƘ ŀ ǇǊƻŦŜǎǎƛƻƴ ȅƻǳΩŘ 

ŜȄǇŜŎǘΦ /ƘŀƴŎŜǎ ŀǊŜ ȅƻǳΩǾŜ ōŜŜƴ 

referred to us by a friend or family 

ƳŜƳōŜǊ ŀƴŘ ǘƘŀǘΩǎ ŜȄŀŎǘƭȅ ǘƘŜ ǊŜŀǎƻƴ 

we strive so high. More than any other 

ŀƎŜƴŎȅΣ ǿŜΩǊŜ ǊŜŦŜǊǊŜŘ ōȅ ǇŜƻǇƭŜ ǿƘƻ 

have already experienced our expertise. 

You can be as hands-on as you like 

through sales process, from very 

involved, partly involved with regular 

communication or perhaps you only 

want to hear from us when we have a 

winning offer. We can do that.  

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 

impossible. 

Importantly something that clearly 

divides us from other agencies is our 

active approach to selling. We take the 

ƛƴƛǘƛŀǘƛǾŜΣ ǿŜ ŘƻƴΩǘ Ŧƻƭƭƻǿ ŀ ǎŎǊƛǇǘΣ ǿŜ 

look for better ways, we listen and we 

adapt, we bring forward suggestions and 

stay fresh, we solve problems and 

ƴŜƎƻǘƛŀǘŜ ŘŜŀƭǎΦ ²ŜΩǾŜ ōŜŜƴ ŎƻƛƴŜŘ 

ōŜŦƻǊŜ ǘƘŜ ŀƎŜƴǘΩǎ ŀƎŜƴǘ ŀƴŘ ǿŜΩǊŜ 

ready to serve you. 

 

 



 
 

To Serve and to Succeed 

  

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 

ŎƻƳŜ ŀƴŘ ǘƘŀǘ ǿƛƭƭ ōŜ ǘƘŜ ŘŜƎǊŜŜ ƻŦ ǎǳŎŎŜǎǎ ǘƘŀǘΩǎ achieved in 

dollar and settlement terms for your property. 

 

 

 



 
 

 


