
SELLING YOUR 
HOME PRIVATELY
HELPFUL SUGGESTIONS

With you all the way



Firm name recognition or salesperson contact

For Sale sign

Responded to ad, but purchased different property

Responded to open home, but purchased different property

Referral by relocation service

Bought advertised property

Bought open home property they saw

Bought for a combination of reasons

Your buyers will use a variety of media to search for property, depending on their circumstances. Active buyers will look on the 
internet and talk to local agents to see the newest properties in the market. Passive buyers scan the print media and make an 
enquiry when they see the property. Both types of buyers are important to you as they will create urgency and interest.

Selling your home can be a stressful and time-consuming procedure and you want to make sure that you get the best price 
that the market is willing to pay. We understand that you are wishing to sell privately and so have developed this assistance kit 
which we hope helps you achieve your goal.

How much time do you have? In order to sell your property you must be able to react to the market as it dictates. Whenever you 
list your property it is not in isolation but competition. There will be other properties on the market that are competing for your 
buyer so make sure you do it right first time. The majority of properties will sell within the first 4-6 weeks of marketing and this 
is the time when you will achieve your best price for the property.

Fact: Top condition gets the best price and a faster sale.
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Buyers will rush to see new/fresh stock on the market.

Buyers are well educated on the market and will buy using        
either their heads or their hearts. 

If your home is correctly priced during this rush of buyer activity, a 
sense of competition and urgency to act will be created between 
buyers, encouraging:

• higher offers
• fewer conditions of sale on contract
• multiple – offer situations.
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TIMING

CORRECT PRICING IS ESSENTIAL AS THE FIRST TWO WEEKS SEE THE HIGHEST BUYER ACTIVITY.

WHERE DO BUYERS COME FROM?

BUYER
REQUIREMENTS
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PRICING
YOUR HOME
WHAT IS THE MARKET PRICE?
Comparisons are made between your home and other similar homes that are on the market or have recently sold. Properties 
that have been offered for sale, are still for sale or have even been withdrawn due to lack of buyer interest will also be compared. 
These properties will probably have been withdrawn as a result of unrealistic pricing.

OVERPRICING YOUR PROPERTY
Overpricing reduces activity and advertising response.  You will lose genuinely interested and qualified buyers and attract the 
wrong prospects. Overpricing also eliminates offers and extends the amount of time that your property stays on the market.

FACTORS THAT DO NOT AFFECT YOUR PROPERTY PRICE
A simple fact of economics is that the value of your property will not be affected by your original cost, the cost of building or 
replacement, your investment in improvements or your personal attachment to the home. Ultimately, it is the market that will 
set an accurate figure for your property. The two ways to sell your property in New Zealand is either with or without a price.

MARKETING WITH A PRICE
This gives the buyers the flexibility to make conditional offers. Setting a realistic asking price is crucial with this pricing strategy. 
Too low and you miss out on the best return, too high and you miss out on potential buyers. You tend to find buyers are more 
often led by their heads then their hearts under this approach and as a result will often look for defects in the property to drive 
your price down.

MARKETING WITHOUT A PRICE
A no-price strategy places a greater emphasis on the property and typically attracts a greater number of potential buyers. This 
strategy offers premium price opportunities with no ceiling and a higher rate of success within a shorter time frame. The best 
way to do this is to place the property into a campaign. Set a time frame within which the property will be sold; this will place 
urgency onto buyers to make decisions and compete for the property. Statistically the best way to sell a property is to use the 
‘REAL ESTATE SECRET’,  which isn’t really a secret at all.

• The more we market a property, the more potential buyers we have through that property.

• The more people who view the property, the greater the competition.

• The greater the competition, the more interest (offers) we receive.

• More offers means the price of the property can only go one way – UP!

03



Kitchen                    Stove, refrigerator and sink should be spotless, all work spaces should be clean.
Bathrooms                   Neat, spotless and fresh.  Repair broken tiles, reseal around the bath and basin if necessary.
Closets                            Have a good clean out – untidy or overly crowded storage spaces suggest inadequate space.
Children & Pets          They can distract buyers from thinking positively.  Keep them secluded or out of the house if possible.
Lawns & Yards            Remove clutter, cut grass, edge paths, trim hedges, weed gardens.
Front of House           Paint, fix or wash fences, steps, windows, screens and front door.
Other Exterior            Paint, fix or wash side or back door, gutters, wash windows.
Gararge                          Straighten up, paint, fix or wash doors and windows.
Plumbing                      Repair dripping faucets, leaky toilets.
Lights                              Replace all burned out bulbs, faulty switches. Turn on sufficient lights when showing.
Halls & Stairs              Remove any clutter to give wide appearance.
Hardware                      Oil hinges, tighten door knobs and taps.
General Condition    Dust, wash, paint, fix defects.
Consider                        A feeling of spaciousness, store unnecessary items to enlarge room size.
Open                                Drapes in daytime, close at night.
Spray                               With scented disinfectant, especially if smokers live in the house, or put percolated coffee on before buyers arrive.
Turn                                 On soft background music.

PREPARING YOUR HOME
FOR SALE
To take advantage of this process, you as the seller only have to make one decision: which method of sale suits your 
circumstances? Most buyers look for homes that are well cared for and bright, clean and sparkling. Here is a checklist:
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HOW SHOULD I MARKET
MY PROPERTY? ert Harcourts logo here

How should I market my property? 
You have one chance to make a first impression. Homes are bought by comparison so make sure yours looks 

1. Have some professional photography done.

2. Dress the property for sale.
3. Get some expert advice on what you should do to prepare the house for sale.
4. Have documentation for the buyers (flyer, contract, title, etc).
5. Sign board outside (you can’t sell a secret).
6. Make sure you seek out those active buyers by having excellent internet coverage.
7. Make sure you seek out those passive buyers by having strong print advertising.
8. Open homes and private viewings are a must and work with the buyer to suit their timetable. Make it 

as easy as possible for someone to inspect the property so you don’t lose them.

9. Expect people not to communicate with you at your open home, when buyers know you are
selling privately they will be less likely to share their thoughts with you.

10. You may find it hard to ‘follow up’ buyer visits and they will be reluctant to talk.
11. Get a solicitor involved from day one so they can help with contracts.
12. Make sure you can provide independent advice on builders, tradespeople, mortgage providers, etc.
13. Be prepared for negotiating the deal, as well as handling multiple offers.
14. Make sure you verify prospective buyers.

The reason most buyers are not as keen to buy from a private seller is that they are not protected by the 
same consumer rights as they have if they deal with a licensed real estate agent. As a seller, there are also 
factors you may wish to consider:

1. You may accept an insincere offer and spend months of time and money in litigation, in order to free 
up your property, so you can market your property again.

2. You may show your home 100 times or more to could-be-buyers and then spend time, money and
effort to eventually pay a commission to an agent, who is properly trained to verify prospective
buyers.

3. You may find buyers' and sellers' personalities conflict, thereby losing a perfectly good sale. The sales 
consultant, as a third party, can diplomatically consummate a sale.

4. The real estate consultant can also enlist the services of fellow real estate salespeople, giving 
the owner the advantages of the entire local sales marketing team.

5. Your real estate sales consultant guarantees their work. He or she gets paid only when your home is SOLD.
6. Finally, and most importantly, we will put more cash in your hand. Private buyers take the commission 

plus another 3-5% off what you are asking, in determining what they are willing to pay. When buyers see 
our professional marketing programme and service, they expect to pay top dollar.
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AGENT | A registered or licensed person who facilitates the 
sale, purchase, letting or management of a property on 
behalf of the owner(s).

ALLOTMENT | A section of land subdivided from a larger 
portion generally referred to as a lot or section.

APPRAISAL | An opinion of your property’s saleability and 
estimated market value based on current conditions and 
individual property attributes. It should NOT to be confused 
with a registered valuation.

ASSETS | The items of value that you own.

AUCTION | The sale of a property via a bidding process. 
Usually a minimum or reserve price is set, and only sells if the 
price is met or exceeded.

BODY CORPORATE | A legal entity and management 
structure set up for and by the owners of a building or 
complex responsible for administering and maintaining the 
building and surrounds including common areas, gardens, 
pools, parking etc.

BREACH OF CONTRACT | When one or more terms of a 
contract are not fulfilled.

BRIDGING FINANCE | A short-term loan, usually at a higher 
rate of interest which assists to cover the purchase of a 
property while waiting to sell another. The security is secured 
over both properties.

BUILDING REGULATIONS | These are designed to uphold 
the standards of public safety, construction and health. They 
are developed by local authorities to control the quality of 
buildings.

CAVEAT | A document lodged by a person with a legal interest 
in a property to ensure the property is not sold without their 
knowledge and consent.

CAVEAT EMPTOR | A Latin term meaning, “let the buyer 
beware”. In some instances it puts the responsibility on the 
buyer to be satisfied before buying the property.

CERTFICATE OF TITLE | A document which details the 
ownership of land along with dimensions and other details. It 
is held by the lender as security for the loan.

CHATTELS | These are the items generally fixed on the 
property such as light fittings, carpets, stove, dishwasher, 
blinds etc.

CMA | Comparable Market Analysis is the price comparison 
of your home with other that are currently on the market 
and those recently on the market in your general location of 
a similar size.

COMMISSION | The fee payable by the seller to the real estate 
agent for the professional services provided in the sale of 
your property.

COMMON PROPERTY | The areas on a title which have joint 
ownership with another property, often common with cross 
leased, strata title and unit title properties.

COMPANY TITLE | Title of ownership often associated with 
older apartment buildings.

CONDITIONAL CONTRACT | A contract that is agreed to by 
the seller and the buyer where one or more conditions need 
to be met, usually within a specified time frame, by either 
the buyer or the seller, and example would be “subject to 
finance”, or “subject to sale of another property”.

CONTRACT OF SALE | A written document that sets out the 
terms and conditions for the sale or purchase of land and all 
improvements to it.

CONTRACT FOR SALE OF LAND OR STRATA TITLE BY OFFER 
AND ACCEPTANCE | The contracts between the buyer and 
the seller.

CONVEYANCING | The legal process of transferring the 
ownership of property and money making sure that 
everything is legally correct as the property transfers from 
one owner to another. This is most commonly performed by 
a solicitor or settlement agent.

COOLING–OFF PERIOD | The time when a buyer can 
withdraw from the contract, subject to a penalty.

COVENANTS | Special rules and regulations which might 
apply to a property regarding its use.

CERTIFICATE OF TITLE (CT) | The document that shows the 
legal owner of a property.

DEPOSIT | A defined percentage or agreed amount of the 
purchase price paid by the buyer which is held in trust as a 
confirmation of intention to pay the balance.

EASEMENT | A right held by someone to use land belonging 
to someone else for a specific purpose. Drains, footpaths, 
water pipes and mains electrical are usually covered by an 
easement.

ENCUMBRANCE | An easement, mortgage or other liability on 
a property which impedes its use or transfer.

EQUITY | The value you hold in your home. The total value 
less your mortgage and any other liabilities on your property.

ESCAPE CLAUSE | This allows the owner/s to issue notice to a 
conditional buyer that unless that buyer confirms the sale as 
unconditional within a short stipulated time, then the owner 
can proceed with another offer from another party.

EXCLUSIVE LISTING / EXCLUSIVE AGENCY | Only the agency 
appointed as the right to sell the property.

FSBN | For Sale by Negotiation. This is an undisclosed price 
marketing strategy where often a price guide is used to 
advertise the property.

GENERAL AGENCY | A listing that is open for any agent in any 
company holding a real estate licence to work.

INTEREST ONLY LOANS | A loan on which only the interest is 
payable with the principal payable at the end of the loan.

INVESTMENT | The purchase with the ultimate goal of 
generating income and or capital gain on the resale of the 
property at a later date.

JOINT TENANTS | The equal holding of property by more 
than two people.

LAND TRANSFER OFFICE | The government department 
where all property records are held and any changes are 
registered. These are public records and can be viewed by 
anyone.

LEASE | A document granting possession of a property for a 
specified period without transferring ownership. The lease 
document specifies the terms and conditions of occupancy 
by the tenant including the period and the compensation 
(rent) payable.

LICENSED REAL ESTATE AGENT | All New Zealand Real Estate 
agents are required to be licensed under the Real Estate 
Agents Act 2008 (REAA). All Harcourts agents carry current 
licenses.

LIABILITIES | The outstanding debts that you owe to others.

LIM | Land Information Memorandum is a report available 
from your local authority (council) which contains 
information regarding a property and includes such elements 
as rates owing, drainage and building plans.

LISTING AUTHORITY | A contract between an owner and the 
real estate company selling the property. It is normally set 
for 90 days and details the commission rate and additional 
costs such as agreed marketing and promotional costs. This 
authority includes whether the authority is an exclusive, 
general, tender or auction.

LOAN PERIOD | The term (months and years) that a loan 
covers.

MATURITY DATE | The day when the loan is required to be 
paid in full.

MORTGAGE | The security over a property given to the lender 
for the repayment of the loan. The lender (mortgagee) has 
the right to take the property if the borrower (mortgagor) 
does not repay the loan.

MORTGAGEE | The person who lends the money for the 
property.

MORTGAGOR | The person who borrows money to purchase 
a property.

NEGATIVE GEARING | Where the mortgage repayments 
exceed the income received from a rental property.

NEGOTIATING THE OFFER | As an owner, your Harcourts 
sales agent will negotiate your offer with potential buyer/s 
on your behalf. The key to securing the best possible price 
rests with the negotiating skill of your Harcourts agent. The 
difference between an effective agent and others can simply 
mean more money for you as the seller.

OFFER TO PURCHASE | A formal offer for a specified price for 
a property. At Harcourts, these are made on a Harcourts sale 
and purchase agreement.

PASSED IN | A property is passed in at auction if the highest 
bid fails to meet the seller’s reserve price.

PLAN | This shows the house design, elevation of the house, 
number and sizes of the rooms, kitchen, bathroom and 
general layout plus the position of the house on the land.

POSITIVE GEARING | Where the rental income received is 
greater than the property mortgage and expenses.

POSSESSION DATE | The day when the buyers take 
occupancy of the house. This is normally when the ownership 
of the property transfers and the balance of the purchase 
price is paid to the seller.

PRINCIPAL | The amount of money that has been borrowed 
against the property, excluding interest

PRINCIPAL | The licensed owner of a real estate business.

PRIVATE TREATY SALE | The sale of a property by a real 
estate agent through private negotiation and contract.

PRIVATE SALE | The owner does not engage a licensed real 
estate agent to sell their property, but acts on their own 
behalf, dealing directly with all potential buyers, managing 
the marketing and dealing with all paperwork and offers (see 
Harcourts’ Private Sellers kit).

PROPERTY FILE | Your local authority (council) has a file 
on every property which contains potentially important 
information that is not contained within a LIM.

PURCHASER | The buyer of the property.

REAA | The Real Estate Agents Authority. They are an 
independent government regulatory body for the real estate 
industry in New Zealand.

REAL PROPERTY | Land with or without improvements.

RESERVE PRICE | The amount below which a home owner 
will not sell on the day of auction.

RIGHT OF WAY | A legal right of access across a property.

SALE AND PURCHASE AGREEMENT | The legal contract 
between the buyer and the seller.

SECURITY  | Property offered as backing for a loan.

SECTION | A section of land subdivided from a larger portion 
of land generally referred to as a lot or allotment.

SEMI-DETACHED | Two buildings joined by a common 
boundary wall.

SETTLEMENT | Completion of a sale when the balance of the 
contract price is paid to the owner and the buyer is legally 
entitled to take possession of the property.

SOLE AGENCY | When only one real estate company has the 
right to sell the property (e.g. Harcourts).

STRATA MANAGEMENT | A legal entity and management 
organisation established for and by the owners of a complex 
or building who are responsible for administrating and 
maintaining the building and its surrounds including 
common areas such as gardens, pools etc. Also referred to as 
body corporate.

STRATA / COMMUNITY/UNIT TITLE | Most commonly used 
for flats and units, this title gives you ownership in a small 
piece of a larger property and does include air space. You 
have the selling rights to a particular unit and can lease, 
sell, or dispose of your units as you desire. You also have an 
undivided share of the common land and become a member 
of the body corporate.

STRATUM TITLE | This title gives you legal ownership over a 
piece of property and also a share in the common land of the 
area of flats or units. Air space is not included.

SUBJECT TO FINANCE | A condition inserted into a contract 
for the benefit of the buyer. This makes the contract 
conditional or subject to the buyer being able to raise finance 
in an agreed period of time.

SURVEY | Confirmation of where the property boundaries 
and improvements are.

TENDER | A tender involves potential purchasers placing 
confidential bids for a property by a specific time and date. 
The bids can include conditions and can be accepted or 
declined by the vendor/owner.

TITLE SEARCH | The process of examining the land title to 
ensure that the owner has the right to sell and therefore 
transfer ownership. It details the names of the owners and 
other information about the property such as caveats or 
other encumbrances on the title.

UNCONDITIONAL CONTRACT | A contract for the sale of a 
specific property that the owner and buyer have agreed upon 
has no conditions or all of the conditions have now been met. 

VACANT POSSESSION | When ownership is transferred by 
the sale of a property it is required to be empty. No tenants 
or leases.

VALUATION | The assessment of the value of a property 
provided in a written report by a licensed/registered valuer.

VENDOR | The person who owns the property for sale.  The 
owner.

ZONING | Control of the use of land exercised by the local 
authorities.
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NOTES
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The information provided in this brochure is to be taken as a 
guide only. Consultation with the company or your advisor is 
recommended © Harcourts Team Group of companies
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