DIy

Quaid Real Estate Publication - Issue One

ROPERTY NEWS

Ideas to help you when you’re Buying or Selling

[ARK

16 Draper Place, Whitfield - $498,000

FREE HOME VALUE
APPRAISAL - See P3

Prices above vendor expectations and rapid sales are becoming
the norm for the Quaid Real Estate team, pointing to a great time

to seII in the months ahead

Managing Dlrector Stacey Quaid says as the market continues
to improve, there is opportunity for owners to further capitalise

—-on  price growth . and renewed interest in Cairns property.
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Letter ﬁfom the Editor

Dear Readers,

As more buyers fight for fewer
available properties, we are seeing
a turn in the market with sellers
increasingly in a position of power
when it comes time to sell.

Sellers are getting fast sales and,
quite often, better than expected
prices.

But what is your property really
worth in this market? Are you asking
enough or, indeed, too much?

When appointing an agent, you
need to make them justify their price
expectation.

For our part, we utilise best
practice industry resources to
analyse sales trends and pricing.

Betweenathorough understanding
of market dynamics and trends and
over 60 years of experience in the
local market, the Quaid team can
help determine the best price for your
property - to achieve the ideal result.
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Kind regards

Stacey Quaid
Managing Director
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35 Lake Street
Cairns, QLD, 4870

Phone: (07) 4051 3300
Facsimile: (07) 4051 9470
E-mail: properties@quaid.com.au
Website: www.quaid.com.au

Disclaimer Notice: Neither Quaid Real Estate nor
Newsletter House Pty Ltd, nor the publishers and editors
of articles in this issue, 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. All the information
contained in this publication has been provided to us
by various parties. We do not accept any responsibility
to any person for its accuracy and do no more than
pass it on. All interested parties should make and
rely upon their own enquiries in order to determine
whether or not this information is in fact accurate.
©Newsletter House Pty Ltd 2013
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Choosing the right agent

to sell your home is crucial.
This is why you should always
interview a prospective agent
before making your decision.
When sizing up your prospective

agent, it is important to take into account

their attitude towards you and your
property.

| agents

So what questions should you ask
a prospective agent before putting your
future happiness and success in their
hands?

How long has the agent been in this
business and what type of training have
they completed?

An agent who has years of experience
in the real estate industry and knows the
local market like the back of their hand is
obviously a big advantage. But be sure to
ask about their industry training as some
long-standing agents will not be so vigilant
about updating their skills, especially as
technology in real estate continues to
advance. In some cases if the agent only
has a few years experience but works for a
well-respected company that prides itself
on internal training and mentoring, they
can also achieve wonderful things for your
property sale.

Ask the prospective agent what their
average list-price to sales-price ratio is.

A capable agent should be able to
show you a record of sales where they
have negotiated sales prices that have
been very close to the listing prices.

The right price can only be achieved
with the perfect marketing. So ask the
agent what methods they would use to
sell your home.

A successful marketing campaign will
incorporate a range of different methods,
not just a sign or a bit of newspaper
advertising. Ask the agent how often they
advertise, will they be able to show you a
sample flyer, do they have a database of
buyers and how do they use the internet
to market property.
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/ are the same

Let the agent tell you what
things make them better than
their competition.

While everyone hastheir own objectives
to look out for when they want to employ
an agent, some of the most important
elements to take into consideration include
honesty, excellent negotiating skKills,
availability, good communication skills and
the ability to maintain a sense of humour in
difficult situations.

One of the most important questions
for many vendors is what an agent’s
charges will be and how that value is
earned.

In a market with relatively few homes
available, competition between agencies
can see agents offer to reduce their
commission before you even ask! While
this can seem like a great deal, what does
it mean for their negotiation skills and
their ability to achieve the best result?
Some agents will tie their commission to
a specific result (price or time on market),
some will have a flat fee. Over our many
years in business we have learnt that as
professional agents achieving you 10%
more for your home will always outweigh
any perceived saving in commission..

Client testimonials speak volumes,
when it comes to deciding if an agent
will be the real deal or a dud.

Ask to see any testimonials that have
been written by the agent’s clients. If the
agent does not have anything to show you,
this is not a good sign.

When interviewing prospective agents,
ask if there is anything else that you need
to know that you haven’t asked about.

This is important as there is always
something you need to know. It is
important for the agent to take the time
to explain everything to you to ensure
you are confident in their knowledge and
experience.

Once you have taken the time to
question a few potential agents, trust your
instincts and go with the professional who
you can put your complete faith in.

Selling your home is a huge financial decision and trust
between you and your agent is essential for a smooth process.



ACHIEVING RECORD

The market is almost a perfect storm
for vendors with a range of factors
combining to increase demand and,
hence, the speed of sales and the
prices being achieved.

Quaid Real Estate Sales Manager
and marketing agent, Tom Quaid, fears,
however, that the market could move so
fast many vendors may under estimating
the value of their properties.

He said that market growth might
be making it harder for some agents to
realistically appraise properties.

“Growth in the Cairns marketis likely to
accelerate given the mounting evidence,
particularly as southern buyers look to
the North for better value and stronger
rental yields compared to overheated
capital cities.”

Tom and his team ensure their clients
are on top of the market by offering a full
statistical analysis combined with their
own extensive market knowledge.

That wealth of local market experience
more than paid off recently for the owner
of 16 Draper Place, Whitfield.

Situated on a large 809m? block, the
highset home is one of just 8 in Draper
Place, offering a quiet retreat set back
from the main street yet within walking
distance of the cafes, restaurants and
amenities that make Whitfield and Edge
Hill such sought-after addresses.

The Quaid team determined that in
this case an auction campaign offered the
best of both worlds, given that auctions
create a real competition among buyers
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and provide the vendor the options of
selling before, during or after the auction.

The property was inspected by 26
groups and attracted four pre-auction
offers.

Working through the options with the
seller, the decision was made to continue
with the auction process, resulting in a
sale under the hammer of $498,000 -
proving the achievable value for such a
standout home was at the upper end of
expectations.

The benefit of an unconditional sale

RESULTS

under auction terms was an important
factor for the seller - offering certainty
with the fall of the hammer.

Tom said that in the current market,
vendors should speak with more than one
agent before deciding to sell.

“You need to make the agent justify
their pricing policy and recommended
sales method, particularly inquiring if they
have a database of investors and buyers.

“For our part, we do not rely on
guesswork, and are more than happy to
provide a full, free market evaluation.”

FREE REPORT: YOURHOME’S TRUE VALUE

independent, expert opinion on:

An analysis of comparable sales

Phone: (07) 40513300

Contact us today for an absolutely FREE,
no obligation market report on your property.

What Is Your Home Really Worth? Wonder No More

Have you ever wondered how much better off you'd be if you actually knew how a ket Trends for whitfield ...
much your property is worth. Property values have increased dramatically and many
home owners do not know that they could be set for life.

We have taken the guess work out of property market estimates.

We use real statistical data and our own unparalleled local market experience
to compile your Free Market Potential Report that will provide you with an

The likely highest and best price for your property
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Choosing an
INVESTMENT
PROPERTY

How do you know what
to buy that will suit
your needs?

Everyone who is contemplating buying an investment property,
feels a little bewildered by the decision that lies before them.

It's hard to know what and when to buy or even where to look.

All investors would love to be able to buy in an area before it
becomes the ‘the place to be’, so they can buy cheaply and enjoy
the benefits of increased property prices. However, how do you
find that suburb?

What signs can indicate an “up and coming’ suburb in the
making?

In this article we will attempt to point you in the right direction
and by revealing some of the signs you should look out for when
you are about to buy an investment property.

THINKING OF SELLING?

What questions should you ask yourself before buying a

property in a particular area?

* Doesthe demand for property in the area exceed supply?

Is the area’s price increase significantly greater than the

region as a whole?

Does the area have low prices, which are expected to

rise in the near future?

* Are the neighbouring areas experiencing good capital
growth and are there positive developments happening
in the area that will impact positively on capital gains?
By asking yourself these questions, you can determine

whether it is possible for the area you are about to buy into,

to experience some significant residential booms.

Investing always involves risks, so it is important to be

aware of these risks before you buy a property.

If the vacancy rate increases, rental may be less than
expected and a rise in interest rates. A rise in interest rates
will mean a rise in your monthly repayments.

Maintenance costs of the property could be higher than
budgeted for. Problems with tenants may arise causing
unexpected hassles.

There could be no capital gain or worse the property
could drop in value. Covering any shortfalls of the rental
from your primary source of income.

Why do properties remain vacant?

If the rent is too high it may be harder for you to find a
tenant for your property. High rents can lead to long-term
vacancies and this will greatly affect your investmentincome.

If there is a higher ratio of properties to tenants, it will
have a negative effect on the vacancy factor as the tenants
have more choice and are in a stronger position to negotiate
on rents.

If your property is poorly presented it may fail to attract
tenants, so it is important to keep your property in the best
possible condition. It is also important to buy an investment
property that is close to all the necessary amenities.

Itis always a good idea to seek professional investment
advice from your accountant and/or financial advisor.
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Call today for a free market appraisal of your greatest asset.
With Quaid Real Estate you will notice the difference!

Kerry Sell
0407 627 786

Julie George
0414 446 992

Stacey Quaid
0418 773 258

35 Lake Street, Cairns

Tom Quaid
0400 773 444

Ralph Westera
0418 187 161

(07) 4051 3300

Virginia Byers
0411 347 635

www.quaid.com.au



