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THE BELMAR DIFFERENCE

WHY BELMAR?

We understand that choosing an Agent is not an easy decision. We 
know that there is a lot at stake. So before you decide, we invite you 
to get to know us. Over the next few pages you’ll find the reasons 
why we believe Belmar Associates will help get the best result for 
you.

We have done all the hard work for you. The Belmar Group comprises of an elite selection 

of highly accomplished, fully licensed and experienced real estate professionals, who we 

refer to as Associates. Some Belmar Associates are auctioneers too, ensuring that all your 

needs are covered. 

SELLING YOUR PROPERTY

E

To guide you through the selling process we have identified four key 

components to a successful sale. All of these components combined will 

contribute to delivering a great result.

To sell one of your most valuable assets for the absolute best price means ensuring it 

is presented in such a way that you benefit from its full potential. Through all of our real 

estate experience, we believe these key components are crucial to a successful sale.
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KEY COMPONENTS TO A 
SUCCESSFUL SALE

PRESENTATION

Buying a home is an emotional process. You need to stir up the 
emotions in potential buyers.

You need to make a potential buyer feel instantly at home. You need a potential buyer 

to imagine themselves living there. You need to appeal to the masses, not the minority. 

Just because you love something, doesn’t mean everyone else will too. This is why it is 

so important to take yourself out of the picture and de-personalise the space whilst still 

making it feel ‘homely.’

This can take a bit of finessing, but if you get it right you will appeal to more buyers. Your 

goal should be that out of every 10 inspections, 9 will love your home (not the other way 

around).

“Presentation is 
everything.

”

1
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KEY COMPONENTS TO A 
SUCCESSFUL SALE

WHAT CAN YOU DO?

1. EXTERNAL PRESENTATION

First impressions count. If a potential buyer 

drives past your home are they going 

to want to take it further by booking an 

inspection? Ensure the exterior of your 

home looks great.

Weed the garden, mow the lawns, clean the 

windows and repair chipped paint. Make 

sure you entice buyers to come inside.

2. INTERNAL PRESENTATION

You may need to hire furniture, remove 

furniture and de-clutter. Do whatever it 

takes to make your home look and feel 

great. We can assist with advice on this 

process.

Remember, you want a buyer to imagine 

themselves living there.

SOME SUGGESTIONS FOR 
PRESENTATION

Remove personal items and 
pictures

Neutralise your colour scheme

De-clutter rooms

Paint or wash walls

Clear kitchen benches

Remove magnets, paperwork, etc 
from fridge

Add fresh flowers

 
We have a checklist with many 
other suggestions. Please feel free 
to ask us.
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By stimulating the senses you increase the 

emotional tie. Play soft music in the background, 

make the home warm in winter and cool in summer. 

Place wrapped lollies in a bowl, add fresh flowers 

for visual appeal. Bake bread or cookies and grind 

some coffee just before an inspection. 

We can offer some excellent suggestions to add to 

the ‘wow’ factor that will help someone truly fall in 

love with your home.

“ If someone is 
emotionally attached 

to your home they will 
often pay more for it. 

Everybody wins.

”

KEY TIPS

Create emotional attachment

Allow buyers to imagine 
themselves living there

Appeal to the masses, not the 
minority

First impressions count

3. STIMULATE THE SENSES

Appealing to a buyer’s 
sensory perception 

is key to a 
successful 

sale.
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KEY COMPONENTS TO A 
SUCCESSFUL SALE

WHAT WE CAN DO

Not all real estate agents are created equal. Choosing the right 
agent is paramount. It could be the difference between selling or not 
selling, getting an average result or getting a brilliant result.

No. 01
Professional photography is a must. The right angles, lighting, cropping and styling are crucial to 
a memorable first impression. It’s true when they say, ‘A picture speaks a thousand words.’

No. 02
We pride ourselves on arriving at least 15 minutes prior to the client arriving to ensure we have 
the home looking just right. We will turn on lights and music, light candles, open windows and 
doors, put the heater/cooler on, straighten cushions, neaten towels. We will do whatever it 
takes to ensure your home looks as enticing as possible.

THE RIGHT PHOTOS

PREPARING FOR AN INSPECTION

No. 03
It’s important to dress for success. You only get one chance to make a good impression. We will 
ensure your home, whether big or small, is presented at its absolute best across all marketing 
channels.

MARKETING YOUR HOME
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No. 04
We will provide you with at least 24 hours notice of any requested inspections so that you are 
never caught off guard and can have your home looking great every time.

ADEQUATE NOTICE

No. 05
We will launch your home on the market up to 10 days prior to its first opening. We will hold 
back clients from inspecting until the big day. This will ensure we maximise ‘buzz’ and create a 

competitive environment at your property viewing.

PREMIERE VIEWING

KEY COMPONENTS TO A 
SUCCESSFUL SALE

KEY TIPS

Professional photos will showcase 
your home best

You only get one chance to make a 
good first impression

Take time in preparing your home 
for sale to present it at its best.
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KEY COMPONENTS TO A 
SUCCESSFUL SALE

THE RIGHT AGENT

Selecting the right agent is paramount. It’s not about the company, 
but about the person who you entrust to sell one of your most 
valuable assets. Someone with many years of industry experience, 
a skilled negotiator and someone who is passionate and committed 
to real estate is exactly who you need on your side when selling your 
home.

2

At Belmar, we are committed to having only the finest real estate agents working with the 

brand. Our stringent recruitment process ensures that you can choose any one of our 

Associates and expect the very best experience service and experience.

Fully Licensed Estate 

Agents

Minimum 5 years 
industry experience

Accomplished in your 
area

Skilled negotiators

Proven success in 
the industry

Live locally

Belmar Associates run their own business

REIV Members
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KEY COMPONENTS TO A 
SUCCESSFUL SALE

YOUR CHOSEN BELMAR ASSOCIATE WILL...

Recommend which method of sale best suits your property

Dedicate themselves to your property as if selling their own home and will be your 

property specialist, knowing everything there is to know about your home

Design a marketing campaign that gives you maximum exposure

Not rush any inspections giving prospective buyers ample time to soak it all in

Arrive at least 15 minutes prior to an inspection to prepare your home including 

turning on lights and music, open doors and outdoor umbrellas, put heating on in 

winter and cooler in summer, etc

Present all genuine offers to you for consideration

Provide constructive feedback after every inspection

KEY TIPS

All Belmar Associates are 
Fully Licensed Estate Agents

Highly skilled and many years 
industry experience.
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KEY COMPONENTS TO A 
SUCCESSFUL SALE

PRICE

We believe that every home has two values. The first one is the 
logical price. This is the price that the home should be worth based 
on comparable sales and properties on the market. The second one 
is the emotional price. This is what someone will pay over and above 
the logical price because they have fallen in love with your home.

It is important to price your home considering both the logical and 
the emotional value.

3

Setting the right price can be the difference between selling 

and not selling. Price your home too high and the buyers 

that should be looking won’t come. Price it too low and you 

may attract the wrong buyers.

If you price your home right, you’ll not only sell within a 

short time frame but we are confident you will achieve a 

better financial result.

Following are some useful methods used to determine a 

realistic value for your home.

DID YOU KNOW...

Buyers may pay up to 
15% more for a home 
that they fall in love 
with.

You should always 
lure the buyer in at 
the ‘Logical Price’ 
to achieve the 
‘Emotional Value’.

We are happy to 
explain the pricing 
process in more 
detail.

“The wrong price could cost 
you money.

”
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No. 01
Comparing your home to recent sales in the immediate area can certainly be a good guide, 
but be sure you’re comparing ‘apples with apples’ such as land size, number of bedrooms 
and general presentation. Check the sales used for comparison are within 6 months or 
less. Also, check that your selling conditions are similar.

No. 02
Don’t price your home to sell your neighbours home.
It is important to compare your home to what is being offered elsewhere in the market 
place. Diligent buyers will look at all properties for sale tht are within their price range, so 
you must price your home accordingly to what is already on offer.

RECENT SALES

PROPERTIES ON THE MARKET

No. 03
No two homes are alike. Take into consideration any unique attributes that your home 
may have. For example, 50 solar panels, water tanks, 6 car garage, etc. Use the points of 
difference to your advantage.

UNIQUE ATTRIBUTES

KEY COMPONENTS TO A 
SUCCESSFUL SALE

KEY TIPS

Compare ‘apples with apples’

Don’t look at sales older than 6 months

Highlight your home’s features
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KEY COMPONENTS TO A 
SUCCESSFUL SALE

MARKETING4
Quality marketing is vital to maximising your property’s sale price.
The first introduction a potential buyer has to your home is likely 
to be the result of your marketing. A well designed marketing 
campaign can be the difference between whether or not a 
prospective buyer will make an enquiry or attend an open house.

It is important for us to do our absolute best to make sure your 
home stands out from the rest in all facets of the marketing mix.

1,2,3,4... PASSIVE / 
INACTIVE 

BUYER

ACTIVE 
BUYER

OUT OF 
AREA LOCAL

types of buying 
groups

1. PASSIVE / INACTIVE
- print

- board

- online

They are not looking all the time. If the 

right property comes on the market it 

may trigger the desire to look and maybe 

buy.

2. ACTIVE
- print

- board

- online

These buyers know everything about 

what is on the market and what has sold. 

They have folders at home with detailed 

data. They don’t miss a beat.

3. OUT OF AREA
- online Either out of the area, interstate 

or overseas. Whether relocating 

or investing, these buyers will look 

predominantly online.

4. LOCAL
- print

- board

- online

These buyers are either upgrading or 

downgrading within the same area. 

They will search in local papers as well 

as spotting boards in streets they love.

Page 14



KEY COMPONENTS TO A 
SUCCESSFUL SALE

Types of Marketing3
BUYERS

BU
YERSBU

YE
RS

BUYERS

BUYERS BUYER
S

BUYERS
BUYERS

ONLINE

AGENTPRINT

REAL ESTATE PORTALS
VIDEO

SOCIAL MEDIA

BROCHURE
SIGNBOARD
DATABASE

NEWSPAPER
MAGAZINE

ONLINE

AGENT

BROCHURE
SIGNBOARD
DATABASE

MISSING 
BUYERS

DON’T LOSE POTENTIAL BUYERS

To exclude a portion of the marketing mix is to exclude potential 
buyers. This can reduce competition and negatively affect your 
overall selling time and price.

It is important to understand how different media 

can influence each other. Print is a good example 

of this.

As much as 68% of readers act on something 

they have seen in their local newspaper property 

section.*

OF THOSE READERS....

Up to 43% then viewed online property listings

Up to 39% talked to family or friends about the 

property they saw advertised

Up to 33% drove past the property they saw 

advertised

Up to 22% attended an open for inspection of the 

property they saw advertised.

“ Give your property the best chance to produce 
an outstanding result with a strategic and 

comprehensive marketing plan.

”* Source: Know The Locals property survey Feb 2014
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KEY COMPONENTS TO A 
SUCCESSFUL SALE

INSPIRE PASSIVE BUYERS

A broader reach means that ALL buyers, including passive/inactive 
buyers, have more of a chance of seeing your home and potentially 
purchasing it.

Print advertising inspires passive buyers.

84%*

The majority of readers like to read the property section of the local 

newpaper even when they are not looking for a property.

37%*

More than a third of people not buying 

or selling go online after seeing a 

property in their local newspaper.

HOW MUCH TO SPEND ON MARKETING?

According to Andrew Winter, Selling 

Homes Australia, you should be willing to 

invest around 1% of your property value 

in marketing to achieve the best possible 

coverage and result.

Our campaigns are tailor-made to suit 

your home and budget. Setting aside 

a the right budget for marketing will 

ensure a much better result. Typically, 

our campaigns will range from $3,000 to 

$10,000.

CASE STUDY*
JA Auctioneers undertook a random sample 

of 365 auctions and split them into two 

categories. 

Category 1
- Less than $5,000 spent on marketing
- 5 week campaign
- Average of 13.3 groups of inspections

Category 2 
- More than $5,000 spent on marketing
- 5 week campaign
- Average of 32.2 groups of inspections

*Source: News.com.au, 9th Oct 2012

*Source: Know the Locals Property Survey Feb 2014
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THE BELMAR DIFFERENCE

10 IMPORTANT QUESTIONS 
TO ASK WHEN SELLING

Selling your property can be a complex and life-changing event. 
At Belmar, we believe that our highly trained and experienced 
Associates will not only help you get the best result, but are also fully 
committed to an open and transparent process from enquiry to final 
transaction.

We’ve collated 10 of the most important questions you should have on your agenda when 

interviewing real estate agents. 

The answers to these questions will save you time, provide your meetings with structure 

and help you find an agent that is the right fit for you and the property you are selling.

1. Where do buyers come from? 

2. What is my property worth?

3. How will my property be marketed?

- How will a person find my property?

- Do you recommend a board and why?

- Why is that style of marketing best for my  

   property?

- Will you recommend photographers? Day or  

   twilight? Why?

- What kind of brochure do you recommend?

- What are the benefits of Open For Inspection 

   vs. Inspection By Appointment?

4. Which method of sale best suits my 

property?

5. When is a good time to sell?

6.

Do you have references from previous 

clients?

7.

Am I locked into a contract with one agent?

8. Is there anything I could do to help present 

my property at its best?

9. How long does it take to get a property on 

the market?

10. What is your fee for service and any other 

expenses I may incur?
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11. Why are you the best person for the job?



THE BELMAR DIFFERENCE

OUR GUARANTEE
If at any stage during the marketing of your property you are not entirely satisfied with the 

level of service being provided and your concerns cannot be rectified, Belmar Real Estate 

will be happy for you to cancel the agreement.

NOTES
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PRE-SALE CHECKLIST 

THE BELMAR DIFFERENCE

GENERAL

Clear all surfaces and spaces

Ensure all interior lights and lamps are 

working

Remove pets, pet beds and bowls

All vehicles are parked away from the home

BEDROOMS

Ensure bedside tables are clutter free

Lamps are turned on

Remove objects from underneath and 

beside beds

KITCHEN

Remove clutter from benchtops and 

shelves

Keep kitchen appliances to a minimum

Ensure rangehood light works

Remove magnets and paperwork from 

fridge door

Fresh flowers and fruit are welcome

Remove dishcloths, detergents, dishrack, 

plugs, etc

Remove bins and any floor mats 

BATHROOM

Remove personal items including 

toothbrushes, hair products etc. from 

benches, baths & showers.

Remove bins and bath mats

Hang fresh towels neatly on racks

Wipe shower screens and mirrors

LOUNGE / LIVING / STUDY

Remove remotes and newspapers

Arrange books, CDs and DVDs in an orderly 

fashion

Remove all clutter from coffee tables

Clean open fireplaces

Ensure curtains and blinds are open

Remove any personal photos that you do 

not want to appear in the marketing

Remove children’s toys from living areas

OUTDOORS

Mow lawns. Trim hedges and trees

Sweep courtyards and entertaining areas

Remove pool cover, hoses and excess 

leaves from pool

Put wheelie bins out of sight

Place cushions on outdoor furniture and 

put up outdoor umbrella

FOR DUSK PHOTOGRAPHY

Open all curtains and blinds

Ensure all external lighting including garden 

and pool lighting are working and are on.
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Belmar Real Estate
Head Office: Suite 1/16 Blamey Place, Mornington Vic 3931  

Postal Address: PO BOX 306, Mornington, Vic 3931

E  admin@belmar.com.au

W  www.belmar.com.au

T 1300 BELMAR (1300 235 627) 


