
SELLING YOUR HOME  
GETTING THE 
BEST PRICE

With you all the way



OUR OBJECTIVES FOR YOU

WHO WE ARE

No matter how many times you have sold a house, whether you're a first-home buyer or an 
experienced seller, our objectives are the same:

1. To secure the best possible price for YOU

2. To sell in a timeframe that suits YOU
3. To deliver a process that is smooth and stress-free for YOU

The three key components essential for a successful result with your home:

1.  Choosing the RIGHT SALESPERSON
2.  Choosing the BEST MARKETING (where placed and how big)

3.  NEGOTIATION (our process that creates the ability to extract the highest price).

We are Harcourts, NZ’s largest real estate agency with over 780 offices and more than 5300 agents in New Zealand and nine other 
countries. We have the local, national and global connections for buying and selling real estate. This is a powerful marketing 
capability. In addition, we have advanced systems and training, enabling our people to recognise every opportunity for our clients.

Committed to teamwork
Our sales consultants work strongly as a team to secure the successful sale of your property. The sales team inspects newly listed 
properties individually. A weekly meeting is held where each listed property is discussed in detail with the goal of ensuring every 
prospective buyer is introduced to the property.

Referral network
With almost 200 offices nationwide, the Harcourts Group has the largest and strongest referral network in the country. Locally, 
we own offices in Palmerston North, Feilding, Taihape, Foxton, Levin, Waikanae, Otaki, Paraparaumu, Paremata, Khandallah, 
Wellington City, Eastbourne, Lower Hutt and Upper Hutt, plus our extended network in Tawa, Johnsonville, Masterton, Carterton, 
Martinborough and Wainui.

Marketing and promotional team
We have a dedicated marketing team that utilises the latest technology to ensure that all material produced during the marketing 
of your home has a professional edge in order to attract prospective buyers. We also use our bulk buying power to negotiate the 
best prices for your marketing.

Training and support
All sales consultants and managers attend regular training modules facilitated by the Harcourts Training Academy. Our systems 
are the most advanced, comprehensive and intensive available and are widely accepted as the industry standard  for quality and 
professionalism. You can rest assured that your Harcourts sales consultant is one of the most highly trained in the industry and is 
well qualified to advise you on the sale of your property.
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In New Zealand, the property market fluctuates and prices rise and fall, so it is important to have an understanding of where 
the market is when you plan to sell your house. Here is an overview of the three main market types.

BUYER’S MARKET
This is when there are more properties on the market than there are buyers.

This can mean
• Properties usually take longer to sell 
• Prices are steady, but trend lower
• The buyer has more power to command the selling price.

SELLER’S MARKET
The number of buyers is greater than the number of suitable properties on the current market.

This can mean
• Properties tend to sell faster
• Prices, based on demand, can move upwards
• Sellers can often receive more than one offer (multiple offers)
• Sellers can secure prices often higher than expectations.

BALANCED MARKET
The number of buyers and sellers in the market at the same time is roughly the same.

This can mean
• Sellers will generally consider reasonable offers
• Prices do not move greatly 
• Properties tend to sell within a reasonable timeframe
• Harcourts agents tend to have several prospective buyers for the property.

SEASONAL FACTORS
At Harcourts we find that any time can be a good time to list and sell your property, but the warmer months, from September 
through to March, can showcase your property better. Having said that, coming into a lovely snug house on a cold wet day also 
provides a great feeling of warmth, comfort and provides any potential buyers with a real appreciation for exactly how they 
could see themselves in what could be their new home.

WHAT CAN YOU TELL ME ABOUT THE

DIFFERENT MARKETS?
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Harcourts agents provide you with an in-depth knowledge of the local market backed by proven and trusted marketing strategies 
supported by a team based in your local community.

At Harcourts,  ALL of our agents are fully qualified, licensed sales people; they are backed by a local management team based in 
Wellington who have proven sales and marketing strategies designed to sell your house at the best possible price in the shortest 
possible time with the least stress. It is important that you select an agent with whom you quickly build a level of trust, and they 
can demonstrate to you that they will bring all of the power of the Harcourts Group to bear in selling your property. 

We pride ourselves on delivering a professional service at a fair fee that demonstrates to you that we have fully explored every 
avenue to market your property to the widest number of potential buyers and that our agent team has taken the property to market 
at the right price using the most appropriate selling method.

Your Harcourts agent will demonstrate...

That Harcourts is the biggest (sells the most property) in New Zealand
A profile to show how they are connected to the community
Evidence that your local Harcourts has sold many properties in YOUR market
That they will be YOUR dedicated agent, but also that the Harcourts method also ensures that the whole team will be marketing 
your home for sale (not just a one-person band like some others)
That Harcourts has the PROMISE, which is your security that we will deliver on what we say we will do.

Local market experience and knowledge

Harcourts real estate agents have strong roots in the community. They have delivered successful results to many happy buyers and 
sellers and are very well equipped both with experience and state of the art technology. This enables them to provide an honest 
market appraisal of your property supported by hard facts of recent sales and properties on the market with ALL companies, to 
provide you with the truth about your market.

CHOOSING THE RIGHT

AGENT FOR YOU
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At Harcourts we provide a FREE appraisal report, which, based on a detailed inspection of your property, helps you have a clear 
understanding of what your property is currently worth in today’s market. We will also give you honest feedback as to how you can 
make your house more attractive to the market and can often assist you in making subtle changes that truly maximise both appeal 
and ultimately price. The appraisal process is free and without obligation.

Harcourts will provide you with a written report of your property and compare it with all other similar properties currently or recently 
on the market with empirical evidence of what those other properties were either sold or marketed for. By having this factual 
information, your Harcourts agent can work with you to ascertain the best method to market your property to achieve the best result 
in the time frame that works best for you.

It could assist greatly in the process if you have:

Plans of your property, which give  details of the exact size of your home and land. These are available from your local council offices.

Building plans of your property. These will include the materials that your home was constructed from, when it was built and even which 
construction company did the work. This type of information will assist in providing you with a replacement cost should the property be 
built today.

A list of any features that you would like to highlight which could have an impact on the selling price, such as an alarm, ducted vacuum 
system, LED lighting etc.

Any improvements that you may have added to the property since you owned it, or since it was built. These may include insulation, decks, 
garden irrigation etc.

Once we have all of the information, your Harcourts agent is able to develop a marketing campaign designed specifically to market 
your home to the broadest possible target market. Remember that when you are dealing with Harcourts, you are dealing with our 
entire database of agents and potential buyers… not just the agent you meet on a regular basis.

THE HARCOURTS 

HOME APPRAISAL
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The first 30 days your property is on the market will attract the most potential buyers; it is therefore critical that the price that is set 
is right for the market.

Your Harcourts agent will guide you, with market proof, as to what is the best price to set. Underpricing your property may cause 
people to wonder if it has something wrong with it, and of course overpricing will attract fewer buyers. A significant part of using the 
proven Harcourts method is that we know how to build a price and sales method strategy that creates competition to maximise 
your ultimate sale price.

Listing process explained

The listing authority gives clear guidelines to your agent who acts for you when selling your property. If you have any questions, your 
Harcourts agent will be only too happy to explain them to you before you sign. Within the agreement, you should check:

The complete names of the official owners are correct
The (legal) address of the property for sale is correct
The price target is accurate
The method of sale is what you agreed (you should check that  you have explored all methods and understood what they mean, as one 
you may have not considered, may in fact be the best for your property)
The terms of your sale are clear
How the professional fees for our service are calculated
How long the listing authority lasts for (usually 90 days)

What is the marketing plan for your property and what is your investment in it.

Remember that as an owner of the property, you are required by law to disclose certain information about the property. If you are not 
sure about something it is best to ask your Harcourts agent for advice. These may include the following:

Any property restrictions
Any planning and/or access issues
Charges/outgoings such as rates etc
Services connected to the property such as gas, sewer etc
Any building approvals that were granted during the time that you owned the property
Guarantees of any owner or builder activity
Any notifications from any local or central government body that may affect the property.
Any defect in the property that would affect its weather tightness, habitability or durability including potential drug consumption.

SETTING THE 

RIGHT PRICE
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Exclusive
This option gives you the complete attention of your Harcourts agent and the entire Harcourts team. This method has the 
added bonus that the Harcourts database, website and other promotional tools are focused on selling your property.

General or open agency
When you give several real estate companies a chance of selling your home, no single agent or agency has the sole responsibility 
and focus of selling. It may result in several FOR SALE signs outside your home, and would mean that you have your house keys 
out with several companies. By not having one person and company being held accountable for the sale process for your house, 
experience has proven that this method can be less successful than other methods. 

Sale methods, what do these mean?
In New Zealand, there are several different ways to sell your home. Your Harcourts agent will guide you as to the best method 
for you and your property, and demonstrate how these other methods work… Remember, it is our aim to get the best possible 
price for you.

  

  

CONSIDERATIONS:

ADVANTAGES:

FIXED PRICE
Any buyer can make an offer with or without conditions
(such as "subject to builder's report").

With FIXED asking pricing, it can make it easier 
for the buyer when it comes to negotiating.

A fixed maximum price.
No sense of urgency as no date to conclude offers by.

•

•

•

•

WHAT TYPES OF LISTING OPTIONS

DO I HAVE?
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Auctions have been proven to attract a number of highly motivated and competitive buyers. Imagine if you were bidding on an 
auction, and someone bid $100 more.. would you let it go for one more small bid? Think what that could do for your property 
with a number of competing bidders in the room. Additionally Harcourts have skilled dedicated auctioneers who can create 
the conditions to deliver the premium price that you want.

There are two fundamental differences between an auction and a tender:
Tender – CONDITIONAL offers are made privately on the BUYER'S best terms and conditions.
Auction – UNCONDITIONAL offers are made publicly on the VENDOR'S terms and conditions.

The success of an auction campaign is not always determined by whether the property sells “under the hammer”, but often by the 
amount of interest created through the whole process i.e. the number of qualified buyers through the property. The build up before 
the auction of the conditional buyers waiting for “after the auction” can sometimes create as much competition as the auction day 
itself.

Creating competition between buyers will give you the best opportunity to sell for a premium. We know by experience that buyer 
response to a property is strongly linked to the size, frequency and impact of advertising.

 

They have no price. Enables buyers to decide whether they 
want to buy the house without any preconception of price.

 

They have a time frame. This gives both buyers and sellers 
a date by which they can expect the property to be sold.

 

Raised profile marketing. The property is only exposed 
to the market for one month. It is important to give every 
potential buyer the opportunity to know the property is for 
sale.

 

Competition is created. Rather than being encouraged to 
take the first offer that comes along, your property would be 
exposed to the market for a four-week period. By doing this the 
chances of having more than one buyer are significantly raised.

 

All buyers are able to make a tender offer with or without conditions.
Has the urgency factor as it has a specific closing time and date.
Privacy surrounding what prices are submitted. It is possible to negotiate with offers.

AUCTIONS

AUCTION
BENEFITS
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Tenders have some of the advantages of auctions, but without the transparency, which, via an auction, could allow the buyers 
to offer more once they see what others are prepared to offer.

All buyers are able to make a tender offer with or without conditions.

Has the urgency factor as it has as a closing date and usually time.

Privacy surrounding what prices are submitted (the disadvantage is that unlike the open auction process, the bidder can not 
increase the offer during the process). You may be able to negotiate with the bidder after the tender has closed.

Tenders



Marketing for SUCCESS

Successfully marketing your home to create the greatest amount of interest is quite a skill.

Harcourts has a dedicated team of professionals, based in Wellington, who have all of the modern tools at their disposal to build 
a marketing package for and with you that will target as many potential purchasers as possible. Included in the marketing will be 
a relevant mix of signage, letterbox drops, as well as online media such as realestate.co.nz (now NZ’s largest real estate website), 
Harcourts.co.nz (the largest real estate agency site in NZ) plus others such as hometour.nz etc, all designed to profile your property 
at its best. Additionally, we use targeted print media such as newspapers and various property publications.

During the whole marketing process, your Harcourts agent will provide you with regular feedback as to the media that are creating 
the most interest, and with you, fine-tune the marketing and presentation during this planned process.

Key marketing elements to use:

•  Print media and publications
•  Online marketing must be extensive and targeted
•  Harcourts' huge referral network of potential buyers.

Fixed price marketing tries to determine the premium market value and places the home on the market at that perceived value. 
The risks relate to either over-pricing or under-pricing the property. Generally FEWER BUYERS will inspect the home if they see it as 
being outside their price range. The seller is left trying to defend the price while the market tries to push it down. Putting a price on 
a property invites the 3 ‘P’s: people look at the price, the picture and then procrastinate.

No-price marketing generally attracts MORE BUYERS through its focus on features and benefits rather than price. There is no price 
to defend and buyers are left to determine value themselves based on their individual circumstances. With no-price marketing you 
put buyer against buyer, which enhances the sense of competition and thus the price people will pay. 

Fixed price vs no price marketing

MARKETING
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  Prominent street front signage
  Local letterbox distribution
  Newspaper promotion
  Property Press
        Harcourts Bluebook 
 

 

Your Harcourts marketing pack should include:

www.harcourts.co.nz
www.realestate.co.nz

    Online marketing

Key Marketing Elements

“Big ads in the right place attract a wider audience, which 
results in significantly increased enquiries on the property.”

-Eliot Falconer
 Harcourts Team Group CEO
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The old expression that “you only have one chance to make a great first impression” is very true when it comes to potential buyers 
viewing your home. If it looks great from the outside, well presented, clean and tidy, potential buyers will see that you take care of your 
home.. inside and out.

It is worth spending a few dollars on your home. Tidy up the garden, clean or repaint any tired or flaking paint and remove any rubbish. 
Same on the inside: clean or paint in a neutral colour to maximise broad appeal. Remember, a very small investment in tidying up your 
home can really pay dividends at sale time.

Open homes, how do they work?
Open homes are an easy and relaxed way to show your home to a large number of potential buyers in a short space of time. Generally 
open homes are held in the weekend and last less than an hour. They provide potential buyers with the ability to view similar homes 
to yours on the market and compare price, layout, etc, and help them decide if your home could be the one that best suits their needs. 
Typically, potential buyers will spend more time at your home looking, thinking and talking if they feel that they are not being watched 
or listened to. Remember that it is a big decision for them too, so give them space to make their decision. It is important to ensure that 
your Harcourts agent is aware of all of the elements that you would like highlighted, but remember that they are trained, experienced 
professionals who do this for a living; they know how best to portray your property.

Some key tips to consider when holding an open home:
Your home should smell nice: fresh flowers, baking can really add that something extra.
Make sure that it looks its best.. inside and out.
If you have a pet, especially a dog, consider taking it for a walk when your open home is on. Not everyone likes dogs.
Atmosphere is also important: consider some quiet music to “make the mood”.

After each open home your Harcourts agent will provide you with feedback from the prospective buyers who viewed your home, plus 
keep you up to date on market conditions and comments.

They will work with you to give you updates as frequently as agreed upon.

As part of the Harcourts PROMISE, they will be honest with you, always respectful, but if we receive comments from the market that can 
be used to help you sell your property, they will work in your best interests and share these with you, and possibly make some changes 
that will benefit you.

CREATE A GREAT IMPRESSION
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What does acceptance mean?
When a prospective buyer is ready to submit an offer through your Harcourts agent, it will be immediately presented to you for your 
consideration. Your Harcourts agent will advise you of your options in responding to the offer, the offer to purchase your property 
should contain any of the conditions of the sale, such as the time frame which the buyer has to arrange finance or a valuation, the 
date of settlement, when a builder's report is to be completed by and anything else that may be required to complete the sale, such 
as a LIM report.

Once all of the conditions are satisfied, the next stage in the process is settlement. Should the offer have no conditions therefore be 
unconditional, once you have accepted the contract it becomes binding and the buyer is required to provide the agreed deposit. In 
the event that the contract is unconditional, and the purchaser fails to proceed to settlement, the purchaser is normally required to 
forfeit their deposit under the terms of the contract. In some cases you may receive another offer during the time that your contract 
is conditional. In this case you will need to discuss this with your Harcourts agent, and potentially take additional legal advice, 
before you accept the new offer as a backup offer.

Settlement
Once you have accepted the offer and signed a contract, your Harcourts agent will forward your contract to your lawyer or con-
veyancer who will administer the settlement detail, which includes the transfer of funds and the exchange of title. It is part of the 
Harcourts process that your agent will work with all parties to ensure that the settlement process goes as smoothly as possible 
and works for and with you to handle any issues that may arise.

Inspection of the home before settlement day
It is normal practice that just before the settlement date, the buyer is allowed to inspect the property to check that it is in the same 
condition as when they viewed and agreed to purchase the property.  Of course, it goes without saying that as the seller of the 
property, you should maintain it to a good standard and condition.

Settlement and possession day
Once the full financial settlement has happened, which is handled by solicitors acting for the seller and then the purchasers, the 
keys of the property are handed over to the buyer on the agreed date and time and possession is taken by the new owner. Your 
Harcourts agent will keep a close eye on the process to ensure that the day you sell your home to its new owners is a smooth and 
positive time.

Should I accept the offer?
Under New Zealand law, ALL written offers, no matter what the price or conditions, must be submitted to you by your agent. Offers 
represent an intention or interest in your property and can be considered as a starting point in the process of negotiation.

If an offer is below what you could consider acceptable,  you do not have to accept it. If you are not comfortable with the offer, do not 
feel offended, but view it as your first offer, and either negotiate or wait for another offer to be presented. Remember, your Harcourts 
agent works for YOU, not the buyer, and it is their responsibility to work with you to secure the best result in the sale of your property.

Should I lower my asking price?
Asking prices should be viewed as the starting point in a negotiation; however, if you have no offers, or few people viewing your 
property, you may want to consider your marketing, your sale method and possibly then the price. Don’t be too hasty in thinking price 
is the issue.. it may be the method of sale or the presentation of the property, or its promotion.

The market will certainly make clear to you if your price is not “at market”. Remember, buyers compare your property with those 
currently on the market and those recently sold. The Harcourts comparative market appraisal will have shown you all of these other 
properties, but if you have been on the market for some time, a review of recent activity would  be a wise move.
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