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RealEstateNews
SPRING EDITION 2019   INFORMATION TO HELP YOU WHEN BUYING OR SELLING 

FEATURE

Choosing an agent
Selecting a real estate agent to sell your most 

valuable asset is an important and difficult 

decision.

You want to get the best price for your property, 

but how do you go about choosing the agent who 

will deliver the best result for you?

There is truly much to consider when deciding 

who you will entrust with the sale of your 

property. 

Here are some suggestions and tips to help you 

choose the best agent: 

Firstly, don’t choose an agency because of their 
brand, that’s not going to sell your property. 

Equally as important, be careful of choosing a 
salesperson who works in a large agency and 
thinking that the whole office is going to be 
working on your property. The truth is, many of 
these salespeople work as a one-person team 
with their junior assistant(s). Many agencies 
operate under this model. You think you have a 
large agency working for you, but you only have 
the salesperson and their assistant(s). What if 
another agent in the same office has a buyer in 
their database willing to pay more? If the whole 
office is not committed to working together as 
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EDITORIAL

BY PAUL KOUNNAS, DIRECTOR

Letter
from the
editor
Dear Reader,

Welcome to our spring edition of 
Real Estate News.

There has been a notable change in 
buyer confidence in the Melbourne 
housing market with an increase in 
the number of buyers out looking 
to buy. 

The turnaround in market 
sentiment started after the Federal 
election, in early June, reversing a 
two year decline in property prices.  
The factors that have contributed 
to the change in consumer 
sentiment are: the re-election of a 
government which eliminated the 
uncertainty negative tax changes 
would have on the housing market, 
interest rate cuts, the easing of the 
banks assessment criteria for new 
loans, personal tax cuts and the 
positive commentary in the media 
in general.

The feature article in this spring 
edition of Real Estate News is 
perhaps the most important and 
difficult decision you will ever make 
when selling your home, and that’s 
“How to find your perfect Real 
Estate Agent” - how to choose the 
agent who will get you the best 
price for your property. In this 
article we provide you with some 
helpful tips and information of how 
to go about selecting the 
best agent.

In this edition we also look at what 
emotional impact the presentation 
of the house has on the buyers 
under the heading of “Buying 
beyond the presentation”.

There is also an article on 
“Property investment lessons you 
want to remember”, which offers 
some important lessons we can all 
learn from the challenging market 
conditions we have recently 
experienced.

The June Quarter median house 
prices are also tabled for the 
Manningham area.

Best Wishes,

Paul Kounnas

Director

MARKET UPDATE

COMMUNITY SERVICE

The release of the median house prices 
by the REIV shows the Melbourne median 
house price at $785,000, down slightly 
from the March quarter.

Although the median house price for the 
June quarter is down, there is growing 
confi dence in the market place since 
the election. After bottoming out in May, 
the property market has turned around. 
Housing prices had stabilised in June 
and started improving in July. After two 
years of declines, some stability looks 
ahead for the housing market, barring any 
international event that may negatively 
impact the Australian economy or fi 
nancial system.

There is strong evidence that consumers 
now believe the housing market has 
turned around as many of them are now 
frantically trying to buy at or near the 
bottom.

We are experiencing an 
unprecedented level of buyer 
inquiries and selling many 
properties well above our 
seller’s expectations. If you are 
considering selling, don’t wait; 
take advantage of the current 
buyer frenzy because these 
market conditions are not going 
to last for long.

Median House Price Data sourced from REIV  
*Indicates a median price based on a small sample (less than 30 sales) 
# Indicates a revised median price from what was reported last quarter

Median House Prices 
in Manningham

March 2019 
Median Price

December 2018 
Median Price

Quarterly 
Change

Annual 
Change

Bulleen *  $965,000    $1,077,500 #     -10.4%          -16.6%

Doncaster   $1,153,250    $1,155,000      -0.2%           -15.4%

Doncaster East  $1,134,000    $1,125,000 #     +0.8%           -13.2%

Donvale    $1,220,000    $1,055,000 #     +15.6%          +1.6%

Park Orchards *  $1,430,000    -      -           +5.4%

Templestowe   $1,350,000    $1,200,000 #     +12.5%         -8.5%

Templestowe Lower * $990,000    $1,025,000      -3.4%           -14.1%

Warrandyte *  $1,120,000    $1,245,000      -10.0%          -0.7%

Melbourne   $785,000    $794,000      -1.1%           -2.4%

Median house prices
JUNE QUARTER 2019

LAARFS is a choir aimed at people with 
chronic illness who use music to ease 
some effects of their condition. Singing 
is great for easing pain and discomfort 
and is based on founder and musician 
Leon Moore’s strong belief in the social, 
therapeutic and physical benefits of 
singing in a group. It’s well documented 
how folks who have had strokes and are 
not be able to speak, have often been 
able to sing. 

Starting over 6 years ago with only 6 
members the choir has now grown to 
over 100 members, and 40+ singers 
attending each week.

LAARFS’ meets every Monday, at the 
Templestowe Baptist Church, 103 
Andersons Creek Road, Doncaster East 
from 2pm to 4pm. 

The LAARFS Choir is a project of the 
Rotary Club of Doncaster and is an 
example of Rotary making a difference in 
our community. 

If you like to come along contact Leon 
Moore on 0412 932 794. 

LAARFS - the Laughing, All Abilities, 
Really Friendly Singers
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a team to sell your property, there is no 
way of guaranteeing you will sell to the 
best buyer and for the highest possible 
price. There is every chance you will 
undersell your property.

Choose an agency which has systems 
in place where all the salespeople 
work together as a team to sell your 
property. Look for evidence that proves 
the agency truly works as a team, don’t 
just take the salesperson’s word for 
it. Does their advertising promote the 
salesperson’s details or the whole team? 
The best way to tap into all the buyers 
and ensure you achieve the best market 
price is when the whole team works on 
selling your property. This is a critical 
factor if you want to get the best price.

You must know that agents are going to 
try and buy your listing. What does this 
mean? They will sometimes quote you 
a high price or they will tell you what 
you want to hear. If your home is worth 
$1,000,000 some agents may say they 
believe it could sell for $1,100,000 to 
$1,200,000 so they can get you to sign 
with them. Don’t fall for this, don’t list 
with them because of the price they 
quote you! The best advice is to do some 
research and get a realistic feel for what 
is selling in your area and at what price. 
This will give you an idea of what you can 
expect to achieve. 

Over the last few years cut-price sales 
commissions have crept into the real 
estate industry. Agencies like Purple 
Bricks set up business in Australia 
offering reduced sales commission for 
a reduced service. Their focus was on 
numbers and winning market share with 
little focus on results. Where are they 
today? They are out of business, gone! 

Understand that the best value agent 
is the one who gets you the very best 
price, not the one with the lowest fee. 
You will find that discount agents are 
less motivated to get their vendors the 
best price. They are about quantity over 
quality. The cheapest agent and the best 
agent are generally not the same agent.

You may find this hard to believe but 
the difference between a good agent 
and an average agent can be as much 
as ten percent in the price they can get 
for your home. Over my 38 years in real 
estate I have witnessed vendors listing 
their properties with an average agent, 
because they were cheaper and/or 
quoted them a higher price, and later 
see these vendors sell for up to 10% less 
than what a good agent with the right 
sales strategies could have got for them. 

What evidence do I have of this? Plenty, 
some of the buyers who bought these 

undersold properties were the same 
buyers our office was working with, and 
before going to the other agent to buy, 
they disclosed to us the price they were 
willing to pay to secure those properties. 
But when they met with the average 
agent to make an offer, they didn’t have 
to pay their highest price because the 
agent either didn’t ask them or didn’t 
have the skill level to negotiate the 
highest price the buyers were willing 
to pay. They offered a lower price and 
bought the property for less. Often 
much less than they would have paid if 
a good agent was handling the sale for 
the vendors.  And it should come as no 
surprise that these vendors also sold for 
a lot less than the agent had originally 
quoted them. 

A saving of one percent in commission 
could cost you up to nine percent in the 
price you get. 

Focus on finding an agent who uses a 
sales strategy that can guarantee you 
sell for the highest price the buyer is 
willing to pay. This is how you will end 
up with more money in your pocket, not 
by choosing the agent with the lowest 
commission. 

continued from page 1
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agent and an 

average agent can 

be as much as 

ten percent in the 

price they can get 

for your home”.
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Buying beyond the presentation
Buying emotionally or logically?
Presentation that meets the eye has a 
major impact on how buyers “perceive” 
a property. Being purely objective and 
logical is easier said than done when 
buying a home. Buyers can mislead 
themselves if they allow their immediate 
emotional reaction to conjure a reflex 
response to a property.

In selling school, all sales people are 
taught that people buy emotionally and 
justify logically.

Residential real estate is very emotional. 
“Home” is one of the strongest 
emotional words in the English language. 
But what impact does emotion have on 
us when evaluating true value? Whilst we 
all want to have an emotional connection 
with the property we buy, emotion can 
cause us to overstate and/or understate 
the property’s true features.

Presentation largely determines the 
emotional reaction buyers will have 
toward a home. So whether you are 
buying or selling, it pays to be aware 
of the emotional appeal the property 
does or does not exude. Sellers need to 
ensure they enhance emotional appeal 
whilst buyers need to ensure they don’t 

pay for emotional appeal that won’t be 
there on settlement day.

Sometimes the poor presentation 
of a property will cause the buyer to 
believe the property is inferior to the 
reality. Alternatively, sometimes the 
presentation will glorify the homes 
features, based on a staged or 
manufactured presentation.

Investment properties are often 
good solid properties that have had 
the cosmetic and emotional appeal 
diminished. The fundamentals of 
such properties can be overlooked as 
emotional homebuyers view what is in 
front of them on that day, rather than 
what the property could be with some 
cosmetic enhancement.

The most poorly presented homes 
lacking emotional and cosmetic appeal 
can often be the best “buys”.

Conversely, buyers should remember 
that they are not buying the artwork or 
furniture when they inspect a home. 
Ask yourself, how will the home present 
when the designer furniture is removed? 
How would the home present with 
your furniture in it? Is the actual home 
appealing to you or is it the presentation 
of the home? Many people hire storage 
units to de-clutter when selling. So 
whilst this creates a wonderful 
presentation on inspection day, how 
practical is the home?

The more you inspect a home, the more 
you will see it for what it really is – good, 
bad or indifferent.

By Peter O’Malley Author of Inside Real Estate

What lessons can property 
investors possibly learn 
from the challenging 
market conditions we have 
experienced in the last 
few years. 

An important lesson we can all learn 
is not to get sucked into the negative 
sentiment portrayed by all the headlines 
in the media and become pessimistic 
during a market downturn. Just as 
important is to not get too carried away 
with all the hype and optimism when 
the market is booming thinking that 
it’s going to keep going. The longer a 
market continues to go up, the more we 
are inclined to believe that it might be 
different this time, it may just keep going 

up. People start to think the good times 
will never end, but neither booms nor 
busts last forever.

Because the property market goes 
through a predictable cycle, we should 
know that over the next few years the 
market will rise again to a new high 
and then it will eventually be followed 
by another property downturn. After 
the downturn there will be another 
boom again, and so on. Knowing this 
can empower you and give you the 
confidence to prepare for each phase of 
the property cycle and to capitalise on it 
by investing wisely. 

Don’t allow the media, which will 
generally use fear as an emotional 
means to get our attention, to stop 

you from the opportunity to invest in 
real estate and become financially 
independent.  Follow the property cycle, 
knowing that a downturn follows a boom 
and then there will be another boom and 
another downturn. 

Finally, when you invest in real estate, 
invest wisely whilst you bear in mind that 
you are investing for the long term. If you 
do, you will in time be financially better 
off. Just remember to make investment 
decisions based on good research and 
invest in an area that has potential for 
long term growth. You will then enjoy 
watching the value of your property grow 
over time. 

Well located property has always 
increased in value over time.

Property investment lessons you 
want to remember


