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RENOVATE TO SELL

Adding value vs overcapitalising
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PETER O’MALLEY

When it comes time to sell, many face the
difficult question to answer - what should we
do before putting the home on the market?

It is a challenge trying to work out what improvements
will add value above and beyond the cost of the
improvements.

Will the buyers respond favourably to the
proposed improvements? What is it that buyers
are looking for?

When it comes to preparing a property for the
market, there is not one right answer on what
works are appropriate. It is very much a case by
case basis. However, it pays handsomely to be
aware of some certain facts.

INVESTMENT OR COST

Once the decision to sell has been made, all
money that you spend on the property should be
treated as an investment. We all invest to make a
profit, so any money that you put in to the property
needs to become a profitable investment. Simple.

A good rule of thumb is to look for $1.50 in extra
value on the property for every $1 dollar you invest.

Where it derails is when sellers invest $50,000
of works into a property and the works end up
adding $50,000 to the final sale price. In this
instance, the $50,000 investment returned 0%.
When you consider the time, effort and energy in

managing the works, the real return is more likely
to be negative.

When it comes time to prepare a property for the
market, many sellers simply raise the cost of the
house by spending $1 to get $1 extra on the sale
price.

To spend $30,000 on a new kitchen that adds
$30,000 to the final selling price may not be worth
the time, effort and risk.

It may make you feel better about selling your
property for more, but did it really make the sale
more profitable?

Ask yourself, are the proposed works an
investment in the property or a cost?

continued on page 3
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It only takes ONE good friend to
prighten the whole season!

Merry Christmas!

Cate, Sean, Di, Nikki, Jake and John

Choose an Agent That

Has Buyers Waiting

The best agents keep detailed
records of buyers.

Most agents get dozens of enquiries from
buyers each month. Some get hundreds.
But most don’t keep records of these
people — names, enquiry details, emalil
addresses and phone numbers.

Usually these agents do not feel the need
because their home sellers pay for the
advertising.

When agents keep records of genuine
buyers, there is less need for advertising.

Insist on an agent who keeps detailed and

accurate records of genuine buyers. One of
these buyers may be perfect for your property.

List Exclusively

The more agents you employ the greater
your chances of getting a lower price.

Do not place your property for sale with
several agents. You may think this will
increase your chance of finding a buyer,
but it decreases your chance of getting the
highest price.

All of those agents will be in a hurry to sell
your property before someone else sells it.

GARY PITTARD

The sale will be most important. The price
will be forgotten.

Buyers shop around. They will use the
agent who can obtain your property for the
lowest price.

Test this yourself. When you see one
property with several agents, call them all
and ask this question: “What is the lowest
price | can get this for?” You will be told
different prices.

The saying goes that a chain is only as
strong as its weakest link.

It is hard enough when buyers shop around
for properties, but do you also want them
shopping around for the weakest agent too?

This article is adapted
from the seller booklet,
How To Get the
HIGHEST PRICE for
Your Property. To have
a complimentary copy
home delivered, please
contact the agent

who sent you this
newsletter.




Renovate to Sell

continued from page 1

WHAT DO BUYERS WANT?

Another trick with renovating for the market
is anticipating what buyers want.

Again, there is not one right answer. Beauty
is in the eye of the beholder. What attracts
one buyer will repel another.

Many sellers have made the mistake of
renovating a kitchen or bathroom in the
wrong place or style or standard. Buyers
then feel as though they are paying for a
feature that needs to be replaced. This
in turn causes the buyer to decline the
property altogether or make a lower offer
to compensate for the replacement works.

This potentially makes the renovations a
total write off.

A common example is when the bathroom
at the back of the house is renovated.
Buyer preference is for open plan at the
rear of the property. If you renovate a
bathroom at the rear of the property, the
brand new bathroom can be a major turn-
off to buyers.

In this instance, the buyers would have
been more interested if the original
unrenovated bathroom was in place and
the sale price was lower by the same cost
as the new bathroom. Then the buyer does
not feel as though they are paying for a
misplaced bathroom.

One of the keys when deciding upon works
is to renovate towards what buyers want,
not what you like.

It pays to speak with a few people for ideas
on what works are prudent and necessary
before going on the market.

WHY
NEED
BUYERS?

Interior decorators, stylists and estate
agents can all offer valuable insights on
what will benefit the sale and what won’t.

Just remember, increasing the sale price
does not mean increasing the profit.

WHEN TO SPEND

There are many times and situations where
spending money on a property can create
a profitable outcome for the sellers.

The main reason being that buyers tend to
overestimate the true costs of works and
renovations. A buyer is likely to subtract
$20,000 in their mind for works that could
cost as little as $5000.

At the very least, always put a property
on the market in the neatest, cleanest and
maintained condition that you can. It is
common for investment properties to be
sold in less than ideal condition. Buyers
simply overestimate the cost of getting the
property up to standard, potentially leaving
the seller out of pocket.

Forareasonable amount, agood handyman
can do wonders for your property prior to
the sale campaign commencing.

Also be wary of blind works. If a buyer
cannot see the issues a building inspector
raises, they are likely to overestimate the
true costs.

During the crucial negotiation stages,
buyers are particularly nervous around roof
issues, sub-floor issues and access, rising
damp, termite risk and plumbing.

The building inspector is being paid by

the purchaser for a report on these areas
of the property. They are blind areas that a
purchaser is unlikely to access, relying on
the inspector’s report instead. If the report
comes back negatively, it can hamper the
seller’s negotiation position. It is usually
better to address issues upfront than get
walloped during negotiations on something
that is simple to fix.

There is no great science in working out
what works are worthwhile before going
on the market. Take your time and let
commonsense guide you with a good
sprinkling of opinion from trusted advisers.

For further assistance on what
renovations and works would be
worthwhile to your property prior to
going on the market, contact Cate
Killiner Real Estate on 8942 2283.

RISK FREE SALE
8942 2283




How to Mind Map -

Tony Buzan (2002, UK)

BY CASSIE SPIERS

Feeling creative? Got some blank paper, coloured pens and 3 Tt
a fired up imagination? No? Me neither! But still, Tony Buzan’s ﬁ__ﬁ)»@r
enthusiastic consideration of one daily task — making notes - i’&*__::; &
provides some food for thought. Banish the monotony of crowded,
one colour notes and let your brain loose — no limits! Tony guides
us to organise, compare, connect and remember our thoughts
— all in a colourful and pictorial way. See your shopping lists,
telephone conversations, holiday plans — even your future — as
you’ve never seen them before! So, if you’re looking to add some
colour to your note life, check out Tony’s step by step instructions
and handy examples — it could brighten your day!

“Excellent Service!

Respected and greatly appreciated your
complete honesty about the property. Thank
you for helping us to purchase our first home.
We will be recommending you to everyone.”

Jenna Bell and Robert Adams

_RECENT SALES

"

{% e 11 Caledonian Street, Anula Under Contract 12 Wagaman Terrace, Wagaman Under Contract

7/18 Henry Street, Stuart Park ~ Under Contract  1/14 Grasslands Street, Leanyer $387,326
19 Dorisvale Crescent, Tiwi $468,186 20 Bagshaw Crescent, Gray $430,000
10/18 Kelsey Place, Millner $380,000  4/298 Trower Road, Wanguri Under Contract

24 Tolmer Street, Anula Under Contract 19 Wescombe Court, Malak $592,538
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Disclaimer: It is not intended that the information and opinions in this newsletter be treated as advice professional or otherwise. Cate Killiner and Cate Killiner Real Estate do not accept
any form of liability, be it contractual, tortious or otherwise, for the contents of this newsletter or for any consequences arising from its use or any reliance placed upon it. The information,
opinions and advice contained in this newsletter are of a general nature only and may not be applicable or appropriate to your specific circumstances. As there are many pitfalls associated
with buying and selling real estate it is important to get professional independent advice.



