
FOR SALE BY 
TENDER

The process explained

Getting you the best 
price for your home

Best practice guide

How to present your home
The benefits of tenders

With you all the way.



02 www.teamharcourts.co.nz 

Tender benefits
How can we buy this home?
Some thoughts as the marketing progresses
It can take time
Now that you have signed the contract
What happens at settlement time
Tender best practice guide
Presenting your home for sale
Serious buyers find more homes

3
4
5
6
7
8
9

10
11

INDEX



03

Harcourts Cooper & Co Real Estate Ltd 
Licensed Agent REAA 2008

www.devonport.harcourts.co.nz

Harcourts People Understand
The team at Harcourts of Devonport are very aware that selling your home can be a 
very emotional and stressful time for you and your family.

All of us here at Harcourts have been through the selling and buying process ourselves 
and understand the pressures that are associated at this time in your life.

Everybody will endeavour to look after your interests and to take as much stress off you and 
your family as we can. Your personal sales consultant will always be available to assist you.

Harcourts of Devonport Management and the sales consultant team are very proud to 
represent you and may have some helpful suggestions to make the selling process by “Tender” 
run smoothly.

So please let us look after you and we will do our best to give you all the help you may need.

Tender Benefits
• Selling by tender is private and confidential – less public than an auction.

• A tender promotion creates a deadline for interested buyers who are required to act within 
a given time frame.

• Your property gains prominence through high profile marketing, including print and 
internet marketing.

• You as the vendor have a five-working-day period in which to decide which offer to accept.

• Conditional offers may be submitted.

• A tender allows you, the vendor, to have control over the terms and conditions of the sale e.g. 
you choose the possession date.

• A tender creates potential for premium price through buyer competition.

• You are never limited by an asking price that is too high or too low – no price marketing.

• Extensive use of open homes during a planned timetable allows easy access for buyers.

• Weekly market feedback to assist you in establishing the selling range of your property.

• An available network of branches nationwide. Referring of out of town buyers.

• Harcourts' powerful national and international websites are free to all our clients.

HARCOURTS PEOPLE
UNDERSTAND

WHY SHOULD WE SELL A HOME BY 
                    

               
                          

TENDER?

The team at Harcourts  is very aware that selling your home can be a very emotional 
and stressful time for you and your family. At Harcourts we understand the pressures 
that are associated with this process.

Everybody will endeavour to look after your interests and to take as much stress off 
you and your family as we can. Your personal sales consultant will always be available 
to assist you. Harcourts’ management and sales teams are very proud to represent 
you and may have some helpful suggestions to make the selling process by tender 
run smoothly. So let us look after you and we will do our best to give you all the help 
you may need. 
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YOUR HARCOURTS SALES CONSULTANT IS 
SPECIALLY TRAINED TO ASSIST YOU IF YOU 
HAVE ANY QUESTIONS OR IF YOU REQUIRE 
FURTHER INFORMATION ABOUT TENDERS.“

HOW DO WE BUY A HOME
            BY TENDER?

What is a real estate tender?
A tender is a form of marketing and selling a property through intensive marketing designed to capture the maximum attention 
of buyers within a set timeframe. The process is a means of purchasing/selling real estate through private negotiations to 
determine  the  market value of the property at that time.

How should I approach the tender process?
The tender contract, which is your offer, is filled in and then deposited at our branch office and held secure until closing time.  
The tender documents are different from normal sale and purchase agreements and you may wish to seek legal advice before 
submitting  your tender contract. Your sale consultant can assist you in completing your tender.

Can I submit a Tender if I have to arrange finance?
Obviously, an unconditional and cash tender would be more attractive to the vendor and you can organise finance prior to 
submitting your offer. However, do not hesitate to submit your tender, even if it is conditional. We are able to assist you with 
your financing requirements through our recommended mortgage advisors if required.

Can I submit a tender if I have a house to sell?
Yes. There are three options;
(1) You may make a tender conditional on the sale of your property  
(2) You may want to arrange a bridging loan to cover any delay in settling the property  
(3) You may make an offer on an unconditional basis but with a longer settlement date, giving you time to sell and settle your 
own property.

How do I decide how much to pay?
Naturally the more attractive the offer, the more likely the chance of having your tender accepted.  Although vendors reserve the 
right to negotiate with the highest or any tenderer, in most cases a decision is reached on the tender day. However, the vendor 
can have up to five working days from the closing of the tender to make a decision. For this reason, your submitted tender 
should be your  best offer. A combination of your own instincts, market awareness and guidance from your sales consultant will 
give you a good  indication of price. Obviously, the price you tender is in direct proportion to your desire to own the property.
Prior to tender you may have considered getting the property valued by a registered valuer.

Can I buy before tender day?
Any  tender received will only be considered at the close of the tender at the date and time stipulated on the tender 
documentation. However, If the wording on the tender advertising includes “unless sold prior” or similar, the seller may consider 
and accept an  offer before closing date. In this case all other interested parties will be informed so they can also submit their 
offer at an agreed time frame  and date. These offers will not be complete on a tender document but on the normal sale and 
purchase agreement.

What contract do we sign and what are the standard conditions?
The contract is the standard tender contract approved by the Law Society of New Zealand and the New Zealand Real Estate 
Institute. This is available from the sales consultant. You should have read and understood the tender documents.  If you need 
to  insert any conditions or vary the settlement date, do so.  To ensure the correct wording, seek assistance from your solicitor 
or your  sales consultant. If your tender is accepted, you are legally bound by the terms and conditions of the tender contract.
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HOW YOU MAY FEEL AS THE MARKETING OF YOUR

HOME PROGRESSES
Early stage
The first advertisements have been placed. The online photos and advertisements are activated on New Zealand’s largest 
online real estate site, realestate.co.nz, plus Harcourts.co.nz and other sites that you may have selected. Our extensive 
database has been informed that your property is on the market, invitations to open home viewings have been sent, plus our 
entire agent team has personally viewed your property and advised their own buyer database that your property is available. 
We have even distributed flyers in your neighbourhood updating your neighbours that your house is available so as they can 
spread the word even wider. 

Midway
If you’ve had a lot of people through at this stage, they may be doing their own research on home prices in the area, getting 
a valuation, getting a building inspection done, talking to the bank, checking council information. Don’t forget it’s only the 
first stage. Buyers will be waiting for the tender day. If, on the other hand, you haven’t had lots of potential buyers through, 
remember, it’s not a reflection on you or your home. Talk about it with your consultant in terms of demand, the market, and 
any revue of the marketing that may be needed. It may be an opportunity to broaden your advertising reach.

Mid-week Activity
We find some sellers become concerned that there is not as much activity during the week. This is not a problem. It’s better 
for you, your consultant and potential buyers that activity is mainly during the weekends at open homes. If anyone wants to 
see your home during the week we will be only too happy to show them, with your permission, of course.

Tender marketing
Sometimes you may feel it’s not working–we’ve had all these people through … we are getting feedback on the house and 
what people think of it. Remember, if you are feeling like this it may be that you’ve only been on the market for 1-2 weeks. 
This is not a long time in terms of the average selling time. The tender process is a 3-4 week marketing campaign. Remember 
– slow activity is not a reflection on you or your home.

Just prior to tender date
You may feel nervousness because you have a feeling of being “on show” until the tender time. Remember, the sales 
consultant will have a review meeting and will sum up all the activity so far. You’ll know what’s happening all the way. Your 
consultant will be giving you constant feedback on what the marketplace has been saying about your home and the price 
indication. Your consultant is also specially trained in negotiating the tender process and will be working hard on your behalf.

The tender day
The “on show” nerves can come again. It’s not you or your house on show, and it should not be taken personally if no tenders 
come in. See it as a time of gathering up all the activity and results that have taken place up to the tender day.

After tender day
The activity that reached its pinnacle at tender day may have died down. If no tenders were acceptable, your consultant will 
be negotiating with all those who put in a tender, and others who have seen your home, to get a sale for you. Don’t be too 
disappointed if this does not happen as we still continue to work on your behalf with the same passion, drive and enthusiasm 
to get the best results for you. Remember, this is our job.

Price
We don’t put a price on straightaway–better to keep working with the interested parties. Once that interest has been 
followed, then you put a price on the property. Have patience here – a high percentage of sales are made within a few days 
of the tender. Yours may be one of them.

Ongoing marketing
The things you can do to help:

1. Keep your home looking its best 2. Give all the help you can with price, taking into account the information that you have 
been given. 3. Talk to your consultant. Let them know what you are thinking. 4. Contribute to any part of the marketing you 
wish: better headlines perhaps, or any ideas you have and would like to use.
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IT CAN TAKE
         TIME
Selling your home is an emotional time and communication with your consultant is vital.
The average time it takes to sell a home in your area will always depend on the current market conditions 
at the time. We will make sure the marketing pieces all fit: our international websites, advertising, open 
homes, flyers, invitations, database contacts and price. We are here to take away the stress and help you 
achieve your own goals–you are part of our powerful team and we go the extra mile for you and your family 
to achieve a successful sale. This is our job and we have the passion, drive and enthusiasm to get you the 
best result.

What if a buyer walks in off the street?
Please refer the buyer to your sales consultant at Harcourts as they are specifically trained to deal with 
all buyer enquiries; simply say, “Please kindly ring Harcourts” and give them your sales consultant’s 
name and phone number or business card. Security of your home is very important to us. Do not let other 
companies’ consultants through unless they are with a Harcourts consultant.  Simply ring us and we will 
make arrangements. We are here to help as much as possible.

What if a sign is damaged? 
If the sign blows down or is damaged, then please ring your consultant or ask to speak with the Manager 
and they will arrange to either replace the sign or have it fixed immediately.

What if I feel unsure about the market conditions? 
The market is constantly changing and you need to take notice of this. Your consultant can keep you up to 
date with possible changes in market conditions. These changes can happen quickly and you need to take 
these into consideration.
What if I don’t feel confident in negotiating?
Your consultant has been specially trained in negotiation and to help you through the process.  Feedback 
from our clients tells us that this is the stage where most people need some assistance. Remember we are 
always here to help you.

What if I can’t get hold of my consultant? 
If for some reason you want your consultant urgently and you cannot contact them, please ring the office 
and speak with management.  They will do everything in their power to either contact your consultant or 
put your problem right (0800 427 000).

What if my advert is wrong? 
This should never happen because the ads are thoroughly checked; however, sometimes mistakes with 
newspapers are beyond our control.  If your ad is incorrect, please tell your consultant.

What if other ‘what ifs’ arise? 
It is our intention to work with you to get your home sold in the quickest possible time for the maximum 
amount of money.  If there is anything else that is concerning you at any stage of the marketing, you must 
not hesitate to call your consultant in the first instance.

What if I feel that there are not enough people coming through my home?
Harcourts’ system of sales is geared towards the open days and this may mean that you do not get a lot 
of activity during the week.  This is positive from the point of view that you usually know when someone 
is coming through and the bulk of that should be during the weekend at open days. You can review the 
marketing with your consultant. We have many marketing options that we can offer you and we can change 
the advertising for you at any time.

WHAT IF...?
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Your consultant will try very hard to make sure they negotiate the very best contract they can on your 
behalf. They are trained in negotiation and will always have you in mind throughout the process. They will 
be trying to get you the highest price possible. They will do this during the 5-day tender period. Use all the 
information you have..

Start planning. Over the years we have found some vendors feel a sense of relief but almost an anti-climactic 
feeling. Selling your home is an emotional process and it is normal to have a flat period soon after selling.  
You don’t have to have it, but some people do. Relax. You have sold using a process that involves you as 
much as possible. You made the right decision, now its time to move on. Your lawyer handles the process 
from here, but don’t hesitate to call us for anything you need or are unsure of. 

We can recommend:

Pre-settlement inspection

The buyer has the right to come and inspect the property, usually just before the settlement. The property 
and chattels should be the same as they were when they viewed the property. Please ensure all rubbish is 
removed, the property is clean and tidy and the chattels are all there and are in working order.

If something is not clear to you, ring and ask for the manager, office administrator or your sales consultant. 
They will get you the answer (0800 427 000).

1. Number of people through     
2. Time on the market  

         
3. Marketing that’s been done 
4. Open home activity            

         5. Price: where did it come from? Get feedback from your consultant on what is happening in the market    

NEGOTIATING

NOW THAT YOU HAVE
SIGNED THE CONTRACT

• Cleaners
• Plumbers

• Electricians
• Builders

• Handymen
• Valuers

• Harcourts Rental & Property 
Management

place
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WHAT HAPPENS AT
SETTLEMENT TIME?

INSURING YOUR NEW
           PURCHASE

Your solicitor will ask you to come in and sign the transfer documents prior to settlement date. A time will 
be set for the settlement when money transfers from the purchaser’s solicitor to the seller’s solicitor. Once 
the money is received by the seller’s solicitor, both solicitors will fax us giving us the authority to hand over 
the keys to the purchaser.  Please bring into our office the keys to the property, provided we don’t already 
hold them, so we can pass them on. If you want to make your own arrangements to give the keys to the 
new owner, please let us know as well. Just prior to leaving your property, you will need to get final water, 
power and gas readings from your suppliers and also get the landline, if you have one, transferred to your 
new home or have it disconnected. 

Please note: WE WILL NOT HAND OVER KEYS TO THE BUYER UNTIL WE HAVE RECEIVED AUTHORITY FROM YOUR SOLICITOR.

If you have purchased a new home In New Zealand, it is very wise to insure your home on the settlement 
date; however, many insure on the unconditional date. Insurance will be a requirement of banks who lend 
mortgages–the seller is required in the sale and purchase agreement to retain insurance on the property 
until settlement date. You will need the approximate floor area of your house to give to your insurance 
company.
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Best Practice Guide - Tender
1.0  General
1.1  Members should ensure compliance at all times with the 

provisions of the Fair Trading Act 1986, the Commerce 
Act 1986,the Real Estate Agents Act 2008, the Real Estate 
Agents Act (Professional Conduct and Client Care) Rules 
2009 and the Rules of the Real Estate Institute of New 
Zealand Inc.

1.2  Members should not engage in any conduct which is 
misleading or deceptive or is likely to mislead or deceive prior 
to, during, or after the sales process.

1.3  Members should endeavour to conduct a sale by tender in 
a manner that does not result in a sale prior to the tender 
closing date wherever possible.

1.4  Nothing in this guide limits or diminishes members’ 
obligations to report suspected misconduct or unsatisfactory 
conduct of a licensee to the Real Estate Agents Authority as 
required under the Real Estate Agents Act 2008 and/or its 
regulations.

2.0  Sale by Tender
2.1  Members should not use the expression “sale by tender” 

or any similar wording or engage in a process for sale by 
tender unless the process is one in which the seller invites 
confidential offers for the purchase of land or a business upon 
terms which include statements:
(a)  as to date and time for closing of offers, and
(b)  that offers shall remain unopened until that date and  
 time, and
(c)  that the price stated is without any reference to the 

price stated in any other tender(s).

3.0  Authority to Sell
3.1  Members should not commence a sale by tender unless a 

written authority for sale by tender has been signed by or on 
behalf of the seller.

3.2  Members should submit a copy of this guide to prospective 
sellers prior to accepting instructions for sale by tender. 

3.3  Prior to advertising a sale by tender members should agree 
with the seller on the form of the particulars and conditions 
of sale by tender to be used and should provide each tenderer 
with a copy of the agreed Particulars and Conditions of Sale by 
Tender.

3.4  Where the seller has reserved the right to sell the property 
prior to, during or after the opening of tenders the member 
should ensure that a written authority is obtained from the 
seller confirming such method of sale. In these situations, 
the particulars and conditions of sale by tender referred to in 
paragraph 3.3 should be carefully drafted to reflect the tender 
process chosen by the seller.

4.0  Marketing
4.1  In advertising a property for sale members should use the 

words “tender” or “for sale by tender” and should not use any 
qualifying words or expressions, such as “open” or “closed”.

4.2  Members should ensure that the tender process being utilised 
by the seller is made clear in all promotional materials, 
advertising and representations.

4.3  Where the seller has elected to reserve the right to sell the 
property prior to, during or after the opening of tenders, then 
any advertising carried out by the member on behalf of the 
seller should state this method clearly. The appropriate phrase 

to insert in the advertising may be “tender unless sold by 
private treaty” which reflects the reference to the sale 
taking place prior to, during, or after the opening of tenders.

5.0  Receiving of Tenders
5.1  Members should ensure that all tenders (howsoever received) 

are placed in a sealed (tender) envelope and that immediately 
upon receipt the envelope is marked with the address or other 
appropriate identification of the property, the date and time of 
receipt. Members should ensure that all tenders are deposited 
and held by the member in a secure and confidential manner 
until the closing date and time.

5.2  Members should keep and maintain a register for all tenders 
received, and should, on request by the tenderer, provide a 
written acknowledgement for the tender received, identifying 
the property and the date and time the tender was lodged. 
Members should ensure that the register is held in a secure 
and confidential manner at all times.

5.3  Members should ensure that the tenders, tender envelopes or 
envelopes for records of payment for deposits are not 
opened by any person for any reason whatsoever prior to the 
closing date and time.

5.4  Where the seller has elected to reserve the right to sell the 
property prior to, during or after the opening of tenders then 
the member should notify each tenderer of this election by the 
seller at the time that the member is approached by a tenderer 
for information about the tender and also at the time that the 
tenderer submits the tender in accordance with the provisions 
of this clause 5.

6.0  Opening of Tenders
6.1  After the closing date and time all tenders should be opened 

by the member or the member’s representative in the presence 
of the seller or the seller’s nominated representative.

6.2  Members should ensure that they identify for the seller or the 
seller’s representative all tenders that do not comply with the 
Particulars and Conditions of Sale by Tender.

6.3  Members should ensure that all tenders, including the identity 
of the tenderer, will be kept secure and confidential and that 
the details of any tender (whether successful or unsuccessful) 
will not be divulged to any other tenderer or third party, 
save that statistical data may be provided to the Real Estate 
Institute of New Zealand Inc.

6.4  Members should ensure that all unsuccessful tenderers are 
notified and deposits returned within two (2) working 
days of a tender being accepted or the tender process 
being terminated.

BEST PRACTICE GUIDE
                   TENDER
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Presenting your home for sale
Here is a checklist of things you can do to help sell your home faster and for the best possible price.

Inside Outside

Evaluate paintwork. Often a wash down 
with a hose and brush will do the job. 

Ensure the spouting does not overflow in wet 
weather. Often a clean-out will do the job.

Keep the grounds tidy and the lawns cut.

Keep the garage and other storage areas 
as clean and tidy as possible.

Provide easy access for salespeople, such as 
a key lockbox on site.

Keep the drive and garden path free 
of overhanging shrubs and hedges.

Make sure all valuable items are removed  
or stored in a safe place. This is 
particularly important during open homes.

The real estate salesperson needs to have as much 
privacy as practical when showing your home. If 
the buyer asks you questions about the house and 
neighbourhood, answer directly and honestly. 
Questions about an offer or price should be referred 
to your salesperson.

Kitchen/Bathroom

Make any minor repairs such as sticking doors, 
plumbing leaks, broken light switches, cracked 
windows etc. Little things like these make a house 
hard to sell.  
Clean the carpets thoroughly (consider using   a 
professional), especially if you have animals. 

If you have a dog, keep it out of the house 
and under control.  Many buyers may be 
afraid of   dogs. 

For daytime viewing, draw the curtains back 
to let as much light in as possible. 

For evening viewing, turn on all lights 
to create a welcoming impression. 

For colder weather viewings, allow for 
heating time to warm up the rooms.  

Make sure all rooms are tidy: make beds, 
shut drawers, and close cupboard doors. 

Clean and polish bench, sink and taps. 

Wipe down cupboard doors, whiteware 
and appliances that may be on display.

Tidy cupboards, cabinets and pantry.

Make sure towels and tea towels are 
fresh and clean.

Dispose of all rubbish

Vases of fresh flowers say “this is a 
home”; use as many as you like. 

Finally

PRESENTING YOUR HOME
                     FOR SALE
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