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Selling your property 
is one of the most 
important transactions 
you will ever make. 
Making the decision to 
sell and knowing what 
to do next can be quite 
daunting. We are here 
to make the process 
seamless and the result 
exceptional. 



Partner with  
someone you trust.  
Even if you are not quite ready to sell, 
meet with a real estate agent early. They 
can provide so much more than just 
marketing strategies to sell your property. 
They can tell you if any improvements on 
the property will have a major result or if 
you should sell now or wait for a different 
market. Select an agent and build a line of 
communication; you will benefit from  
their advice. 

When you’re ready to meet with 
someone, do some research about real 
estate agents in your area who have 
a history of successful sales. Scour 
realcommerical.com.au for recent 
comparable sales to see who is active in 
you market.

Knowing an agent can sell your property 
in the current market is vital. Did the 
agent sell previous properties for a 
good price? Did they sell them within a 
reasonable time frame? Understand what 
other vendors thought of their experience 
with the agent.

Is the agent currently selling properties in 
your area? How well do they know your 
area? What reach and resources do they 
have available to access buyers?

You want to be able to trust this person. They are 
selling what is potentially your largest asset and 
the result can have hugely positive or negative 
effects. 

SELECTING  
A REAL ESTATE AGENT

Recent  
results 

Local area  
knowledge  Rapport
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After connecting with a real estate agent, they 
will schedule a time to meet with you at your 
property to go through a strategy including:

Current market conditions – Whether it’s a 
buyers market, sellers market or a balanced 
market, will have an impact on what your 
property is worth and the time it may take to sell 
your property.

Recent experience – Consider what they have 
recently sold  and what skills they have to sell 
your place. 

Recent comparable sales – Compare what 
properties like yours have sold and at what price.

Current competition – Consider the price of 
other properties that are currently on the market 
and how they compare to yours.

Unique selling points – What distinguishing 
features sets your property apart from the rest?

Marketing strategies – What marketing 
strategies will attract potential buyers?

HOW MUCH IS MY 
PROPERTY WORTH?

This is the number one question real estate agents are 
asked, and rightly so. Your future decisions and investments 
rely on knowing how much you can get for your property. 

What your property is worth – Every real 
estate agent will tell you that your property 
is worth whatever a buyer will pay for it, and 
this is true, however they will likely give you 
a range or estimate of where they see the 
property sits in the current market. 

Timeline – A schedule that outlines exactly 
what happens from the moment you appoint 
the agent.

Commission and costs – The costs for 
marketing your property and the commission 
that the agent charges. 

This is your opportunity to ask questions. The 
more questions you ask, the more answers 
you will get and this will help to put your 
mind at ease. 



GOOD QUESTIONS 
TO ASK A REAL 
ESTATE AGENT

The typical questions most property owners want answered 
when they meet a real estate agent for the first time are 
often:

• How much?

• How soon?

• How likely? and; 

• Why you?

Good questions a property owner can ask a real estate 
agent to gain a better understanding of their suitability 
include:

• Why do you do what you do?

• What is important to you in this appointment?

• What properties have you recently sold similar to mine?

• So, what was you most recent transaction?

• How do you recommend we achieve the best outcome for my 
property?

• Who would you contact first if you were appointed to my 
property?

• How can you demonstrate I am getting good value by appointing 
you?

• What more can you offer me now to make this an easier decision 
for me?

Observing how your potential 
agent handles face-to-face 
interactions will help you 
identify someone you can trust.
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DOCUMENTATION

Once you’ve selected an agent 
to sell your property, you are 
required to sign an agency 
agreement. This agreement is 
a legally binding document that 
outlines costs, fees, expenses 
and commission.

Under the Office of Fair Trading, the agency 
agreement must state:
• the services the agent will provide for you

•  the amounts of any fees or commission you agree to 
pay for those services

• the circumstances in which the agent is entitled to 
payment - for example, commission is usually payable 
only when the property is sold

• how and when payment is to be made - for example, 
whether the agent can deduct their commission from 
the deposit money paid by  
the buyer

• warnings about circumstances in which you might 
have to pay commission to more than one agent 

• a warning about the commission if the agreement 
includes a term that a commission is payable even 
if the sale of the property is not complete the extent 
of the agent’s authority to act for you - for example, 
whether the agent is permitted to exchange a sale 
contract on your behalf or make changes to the  
sale contract
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Exclusive agency agreements
Exclusive agency agreements are commonly used 
for the sale of property. In this kind of agreement, 
you give exclusive rights to one agent to sell your 
property. This may entitle the agent to be paid 
commission if the property is sold during the fixed 
term of the agreement, even if the property is 
sold by you or by another agent. The agent may 
also be entitled to commission if the property 
later sells to a person who started negotiating for 
the property with the original agent.

Sole agency agreements
This is similar to an exclusive agency agreement. 
You give rights to one agent to sell the property 
but you may find a buyer yourself. If you find a 
buyer who has not been introduced by the agent, 
then no commission is payable to the agent.

General listing / Open agency agreement
This lets you list your property with a number of 
agents. You pay a commission to the agent who 
finds the buyer.

Multiple listing agreement
This occurs when you deal with an agent who is 
part of a network of agents working together to sell 
your property. It covers both auction and private 
treaty. You pay a commission to the agent you 
signed up with.

Auction agency agreement
This is effectively an exclusive agency agreement 
where the property is listed for auction.



Conveyancing is the 
process of transferring 
ownership of a legal title of 
property from one person  
entity to another.
Conveyancing is a necessary process in both 
buying or selling property. A professional 
conveyancer or conveyancing solicitor helps 
with the settlement and title transfer process 
by ensuring that their client is meeting all 
legal obligations and that their client’s rights 
are protected during this transaction.

LEGAL/ 
CONVEYANCING

Both buyers and sellers need to use the services 
of a conveyancing professional. 

A conveyancer will do the following:

•  Draw up the contract of sale and ensure any special 
conditions you require are in the final contract

• Represent you and respond to requests from the  
buyer – for example the request to extend dates,  
title questions etc

•  Provide advice on effect of the contract

•  Stamp required documentation

•  Prepare settlement statements

•  Liaise with mortgagors and financiers

•  Attend settlement
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An auction is when prospective buyers gather 
to bid on your property. The highest bidder at 
the end of the auction becomes the successful 
buyer, provided the bid matches or exceeds 
your reserve price and buys the property on an 
unconditional contract.

This is when you set the price you’d like your 
property to sell for, and your real estate 
agent negotiates individually with prospective 
buyers to achieve a sale as close to this price  
as possible.

An off-market transaction usually relies  on 
the agent talking to potential buyers one at a 
time.

Each property is different and knowing which method of sale to 
use depends on numerous variables. 

With the contract drawn up and the agency agreement signed, it’s best to decide on your sales 
strategy. That is, the type of sale process. Your real estate agent will outline these types of sales and 
will suggest the most appropriate for your property and market conditions. 

TYPES 
OF SALES

Auction

Private treaty Off-market
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Expressions 
of interest 

An expression of interest is a campaign to sell a 
property without a price with all the benefits of 
an auction while being able to assess all offers 
in a private setting.



 

TIMING OF  
SALES PROCESS

Everyone has a theory about 
how long it takes to sell a 
property, but what’s the 
reality?

On average in Australia, it takes about 30 days 
from when you take the photos of your 
property until the date of sale. Settlement 
then takes usually 60 days, but can be 
anywhere from 30 to 120 days. 

In a hot property market, days on 
market can be closer to 20, whereas in a 
cooler property market they can stretch 
substantially. Pricing a property correctly 
will drive more people through the 
front door and give you a better chance 
of achieving the desired result in the 
shortest possible time. 

Your real estate agent will outline the 
length of the sales campaign, usually 
around 5 weeks. This means styling, 
photos and floorplans will be done in the 
first week, then the marketing material 
will be distributed to potential buyers.
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PRESENTATION

You never get a second chance to 
make a great first impression.

Your property will always have competition, so ensuring the 
presentation of your property is top-notch will leave a lasting 
impression on potential buyers. 

You can’t please everyone’s tastes but you can give yourself 
the very best chance to pique someone’s interest and spark 
the emotional connection they may need to purchase your 
property. 

Ways to make a good impression: 

  Street appeal – Your property could be perfect 
inside but if it’s unkempt from the street, many 
potential buyers might not even step foot inside.

  Declutter and organise – Less is more when it 
comes to clutter. This gives people every chance to 
imagine how the home would work with them in it. 
Reducing personal items is a good move.

  Clean – The property should be neat, clean and 
free of all debris.

1

2

3



The objective of marketing your 
property is to spark interest in 
potential buyers and draw them  
to the opportunity.  
A real estate agent can only negotiate for the best price 
if interested parties turn up, so marketing is a critical 
element of any sale campaign. A well planned marketing 
campaign will target the right buyers, at the right price 
at the right time. Your real estate agent will go through in 
detail what is included in their marketing plan.

To effectively market a property, more and more savvy 
buyers, looking to give their property an edge in a 
competitive marketplace and maximise its value.

From there, marketing a property commonly includes:

  Professional photos – Great photography is 
the key to every property marketing campaign. 
In a competitive market, quality professional 
property photos are essential in capturing the 
unique selling points of a property with vibrant, 
high-resolution imagery. 

  Floorplans – Similar to how a photo can bring 
a room to life, a floorplan provides perspective 
one easy glance. 

  Copywriting – Real estate copywriting is an 
art form, one that tells your property’s unique 
story. Copywriters know what buyers are 
looking for and as such, they draw the reader’s 
attention to these elements in their eloquently 
written content. 

  

TARGETING  
POTENTIAL BUYERS
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  Video – Thanks to the ubiquity 
of broadband internet and 
smartphones, video is now a 
“must-have” on many vendor’s 
marketing checklists. Give interested 
prospective buyers a guided tour 
of your property with the help of a 
video complete with voiceover and 
music.

  Signboards – Property signboards 
are the local cornerstone of your 
property marketing campaign. Large 
format and sitting front and centre, 
the signboard signals your property 
is for sale and attracts the attention 
of all potential buyers.

  Brochures – Showcase your 
property’s unique selling points and 
stunning photography with a set 
of brochures to engage potential 
buyers.

Digital advertising – Property listings on  
realcommercial.com.au and 
commercialrealestate.com.au target a 
massive database of potential buyers. 
There are additional advertising options 
on both of these platforms that your real 
estate agent can discuss with you. 

Print advertising – Extending your 
campaign into print can bring more page 
views to your listings. Options can include 
advertising in local, national and international 
publications and specialised targeted 
publications. 

Savills Sellers Guide | 15





Savills Sellers Guide | 17

You hire a real estate agent 
to negotiate on your behalf, 
so put your trust in them and 
clearly communicate for the 
best possible outcome.
Should you be approached directly, always refer 
their enquiry to your real estate agent. The agent 
will discuss with all interested parties what they 
are willing to pay for your property. The agent 
will present any offer in writing, at which time 
you have the right to accept the offer or you can 
make a counter-offer of a price that is acceptable 
to you. 

Talk with your real estate agent about the price 
you feel comfortable with. They are there to 
support you through this process and work to 
get the price you want, so open communication 
is helpful. 

NEGOTIATIONS

You’ve found a buyer  
congratulations!
Once you have accepted a verbal or written offer 
the contract can be signed and a deposit will be 
paid by the buyer with the remaining balance 
due on the agreed settlement date. 

The contract exchange is a critical point in the 
sale process. Be aware of the following important 
conditions in the exchange of contracts:

• The buyer or seller is not legally bound until signed 
copies of the contract are exchanged

• If the agent arranges the exchange of contracts, the 
agent must give copies of the signed contract to each 
party or their solicitor or conveyancer

Once contracts are exchanged, the sale is legally 
binding and the process of conveyancing begins.  
Your conveyancer will handle this process. 

ACCEPTANCE



This is the final step in executing the real 
estate transaction.
Settlement day is when the freehold title is handed over to the buyer 
and they become the new owner. Your conveyancer and real estate 
agent take care of the paperwork.

You don’t usually need to be present for the settlement as your legal 
representatives will meet to transfer and finalise documentation. 

Your real estate agent will advise well in advance when and where 
settlement will happen. 

Once the meeting has taken place, your representatives will call you 
to say “congratulations you’ve settled!”

SETTLEMENT

Disclaimer: Although every care has been taken in preparing this document, Savills does not verify its accuracy. Information, opinions and forecasts in this proposal depend 
on the accuracy of any information and assumptions on which they are based, and on prevailing market conditions, for which Savills does not accept responsibility. No 
representations or warranties of any nature whatsoever are given, intended or implied about this document, any information, opinions and forecasts contained within this 
document or the accuracy or enforceability of any documents referred to in this proposal. Savills will not be liable for any omissions or errors. Savills will not be liable, including 
for negligence, for any direct, indirect, special, incidental or consequential losses or damages arising out of or in any way connected with use of or reliance on anything in this 
document. This document does not form part of or constitute an offer or contract. Recipients of this document should rely on their own enquiries about its accuracy. All images 
are only for illustrative purposes. All boundary outlines of the property are indicative only.
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“congratulations 
 you’ve settled!”



Adelaide
Brisbane
Canberra
Gold Coast
Melbourne
Notting Hill
Parramatta
Perth
South Sydney  
Sunshine Coast
Sydney

+61 (0) 8 8237 5000
+61 (0) 7 3221 8355
+61 (0) 2 6221 8200
+61 (0) 7 5509 1700
+61 (0) 3 8686 8000
+61 (0) 3 9947 5100
+61 (0) 2 9761 1333
+61 (0) 8 9488 4111
+61 (0) 2 8215 8871
+61 (0) 7 5313 7500
+61 (0) 2 8215 8888

savills.com.au

Savills advises corporate, institutional and 
private clients, seeking to acquire, lease, develop 
or realise the value of prime residential and 
commercial property across the world’s key 
markets.

Savills is expert in delivering results across all 
key commercial, retail, industrial and residential 
sectors  
in the following areas:

  Sales

  Leasing

  Valuations

  Asset Management

  Project Management

  Worldwide Occupier Services

  Property Accounting

  Facilities Management

  Residential Sales

  Residential Projects

  Research

For advice that gives advantage, contact Savills.

With a rich heritage and a reputation for excellence that 
dates back to 1855, Savills is a leading global real estate 
provider listed on the London Stock Exchange. 

Savills is a company that leads rather than follows with 
more than 600 owned and associate offices throughout 
the UK, Europe, Americas, Asia Pacific, Africa and the 
Middle East. With more than 35,000 staff, we seek out 
people who possess that rare mix of entrepreneurial flair 
and rock solid integrity, and are focused on delivering 
clients with advice and expertise of the highest calibre.

A powerful combination of global connections and 
deep local knowledge provides Savills with an almost 
unparalleled ability to connect people and property.

Savills extensive Asia Pacific network spans 60 offices 
throughout Australia, New Zealand, China, Hong Kong, 
India, Indonesia, Japan, Korea, Macao, Malaysia, Myanmar, 
Philippines, Singapore, Taiwan, Thailand and Vietnam.

In Australia, we offer the full spectrum of services from 
providing strategic advice to managing assets and projects 
and transacting deals. With a firmly embedded corporate 
culture that values initiative, innovation and integrity, 
clients receive outstanding service and can be assured of 
the utmost professionalism.


