
A	Guide	to	Selling	
Your	Property	for	

More



Welcome

“Every	Seller	wants	their	property	sold	for	a	premium	price	within	30	days	of	it	
being	on	the	market.		Premium	Prices	just	don’t	happen,	they	are	created.”

How can Impact Property help you?

Our mission is to sell your property for a premium price in a minimal time-frame to create a positive
experience for you.

Impact Property believes there is a value added formula that increases the sale price of your property often
by 10%more than what you may have thought possible.

Our resultsdriven formula

• Correctly marketing your property to sell for more;
• Maximising a buyer’s emotional connection;
• Creating buyer tension;
• Marketing/Perception Optimisation;
• WinningNegotiation;
• Adapting to Current Market Conditions (including fear ofmissing out).

So,	how	do	we	achieve	this?

Impact Property combines traditional real estate saleswith contemporary techniques to achieve the excellent
results that our reputation is based on.

Real estate transactions have evolved and we have evolved with these changes. We understand that getting
buyers emotionally connected to your property and in competition with one another adds thousands of
dollars to your sale price.

Selling real estate in 2016 is all about transparency and not misleading buyers, who have their own market
knowledge. We understand property economics along with the importance of effective communication and
marketingwhen positioning your property to sell for more money.

Our job is to help and guide you when selling your greatest asset. We have sold hundreds of properties and
are dedicated to providing you with a five-star service and ensuring the path to selling your property for a
fantastic price is smooth as possible.

Kind	regards,

Phil	McGrath	- Director



“The trick is to have buyers emotionally
invested; imagining themselves moving into
your property before they have even
purchased it. If several buyers are doing this at
the same time, then the selling price
increases.”

Buyers have to be given the opportunity to emotionally connect
with your property. We know that buyers who imagine
themselves living in your property, even before they make an
offer will pay the most amount of money.

Our job is not just to find one of these buyers but to find many.
Mastering buyer competition is one of the areas in which
Impact Property excels.

Buyers need to know that they are buying your property in
competition with other buyers and not in isolation.

We know it takes very little skill to sell a house for an “average
price”. In fact, many unskilled agents end up being glorified
Uber drivers taking an offer between the seller and the buyer
until an agreement is reached.

The skill with selling real estate for Premium Prices is to ADD
VALUE, to clearly communicate, cleverly market and negotiate
better outcomes. Maximising Buyers emotional connection and
creating buyer competition ADDS VALUE. These factors alone
can be the difference between achieving a ‘price’ and a
‘Premium Price’.

.

“Our	job	is	to	find	
buyers	emotionally	
connected	to	your	
property	&	then	put	
them	in	competition	
with	each	other.	
These	two	elements,	
if	implemented	
correctly	with	skill	
and	finesse,	add	
thousands	to	the	sale	
price.”

Maximising Buyers Emotional Connection
& Creating Healthy Buyer Competition



Let’s Get Your Property Noticed

“At Impact Property we embrace the latest
tools to create ultimate exposure for your
property.”

The world is rapidly advancing, pulled by the forces of
technological advancement. In order to stay ahead of the game,
you must directly engage in this growth and expansion.

To achieve a Premium Price we will capture the attention of
potential buyers using the latest technology. The effectiveness
of your marketing campaign will be the difference between
potential buyers noticing or missing your property.

Our	basic	marketing	recommendations:

• Great Internet strategy;
• Advertising on the new B4 Real Estate App;
• Professional photography and video from experienced
property-specific professionals ;
• Photo descriptor signage;
• A professionally drawn floor plan;
• A detailed and emotionally engaging description of your
property highlighting its benefits, written by professional
journalists;
• A tailored open house strategy and ensuring all buyers are
followed up within a timely manner;
• Database and open house invitations.

The right marketing structure is vital in ensuring this Premium
Priceelement is maximized.

The quality of your marketing campaign will give your property
a premium position relative to your competitors. Every property
is different and as such wehave a number of marketing options
available. Wecan also tailor a package. to suit your needs.

“Your	Property	has	
to	be	noticed	by	as	
many	buyers	as	
possible.”



The	Importance	of	Correct	Pricing

“Studies show higher prices are achieved
within the first four weeks of being on the
market. Let’s position your property to fall into
this classification.”

Selling your property for a Premium Price is a culmination of
positive energy. It involves marketing that tells a story and
leaves a lasting impression. It also requires a solid Internet
strategy, widespread database awareness and most importantly,
the correct advertised price to attract the right buyers early on.

The amount and quality of buyer enquiries significantly reduces
after four-weeks for properties on the market in Brisbane, as
shown in thegraph below.

It is therefore crucial that the marketing, energy of the property
and buyer enquiry is maximised during this four-week period.

“Obtaining	a	
premium	price	for	
any	property	is	
much	higher	
within	the	first	
four	weeks	of	the	
property	being	
listed.	

Therefore,	it’s	
absolutely	crucial	
your	property	
sparks	interest	in	
the	early	stages	of	
its	marketing	
campaign.”



Persuasive Negotiation Techniques

“When you’re talking about real estate
negotiations some agents struggle and others
shine, likethose at Impact Property.”

Agents who’veundertaken tertiary education and received some
form of legal and negotiation training, like those at Impact
Property, really pack a punch when closing a sale and
negotiating contracts.

There aremany variations that people include in their offers and
we will negotiate and facilitate these on a case-by-case basis in
close discussion with you.

Types of Buyers

•Emotional buyers – Are those that fall in love with your
property. We listen to their needs and focus on why they want
your home so much with particular attention to negotiating the
most money for your sale.

•Value Sensitive Buyers – Are those who claim to know the
market very well and will limit their buying capacity based on
their beliefs.

•Bargain Hunters – Will offer a price that is opportunistic and
unrealistic. They have little emotional connection with the
property they are buying.

Multiple Offers

When we have offers from more than one buyer at a time there
is a fine skill in negotiating your property to sell for the highest
price.

Single Offers

When there is one offer at a time this turns into a pure form of
negotiation.

“Our	philosophy	
is	that	agents
fees	are	
indirectly	paid	
for	by	the	buyer	
and	not	the	
seller.”



Adapting to Current Market Conditions

“Is it a Good Time to Sell?”

We are now seeing a greater number of potential buyers in the
market place. They are ready to buy and are often competing
with each other over decent real estate listings.

High levels of motivated buyers, historically low interest rates,
reduced levels of quality real estate for sale, high consumer
sentiment and many cashed up buyers. These are all factors
culminating in demand outweighing supply, thus pushing up real
estate prices. Properties are spending less timeon the market.

Many commentators estimate the Brisbane market has ‘kicked’
bymore than 11-per cent in the past year. However, apartment
prices have fallen substantially. We understand the challenge of
selling established Brisbane apartments and we have specific
strategies for this depressed market.

The skill in 2016 is not how to market a property when there is
only one buyer but more importantly how to sell a property for
a premium price, taking into account theabove factors.

“It	is	vital	agents	
embrace	&	adapt	
to	a	constantly	
changing	real	
estate	market	to	
ensure	premium	
prices	for	their	
vendors.”



Different Ways To Sell Your Property

There are only twomethods that work effectively in selling residential real estate. They are Auction or Private
treaty (normal for sale).

We recommend selling via a variation to thePrivate Treatymethod. Buyer behaviour has changed considerably
in thepast few years. Properties are either sold within four weeks of being on the market or they are ‘stale’ in
the mindset of most buyers.

Many Brisbane buyers still prefer Private Treaty compared to the auction process. Despite the popularity of TV
shows such as The Block, buyers are less likely to want to face off with other buyers in a bidding war. An
inexperienced buyer will have more uncertainty when it comes to taking the leap. An experienced agent can
help in a Private Treaty arrangement by putting these buyers at ease and getting them emotionally connected
with theproperty.

Auctions are further complicated as buyers can only borrow from a few sel ected banks, including CBA, St
George and ANZ to buy a property at auction.

Our solution is a variation of the Auction and Private Treaty system. We conduct mini-auctions by making
buyers very aware they are buying the house in competition with others and not in isolation. The system is
designed to flush out offers frommany buyers so it turns into purenegotiation.

We use an “offers over” approach when marketing properties. The starting point has to be seen to be logical
from the buyer’s perspective in terms that the advertised priced has to correlate with other houses on the
market. Then our selling skills areused to take the buyers out of their comfort zone and facilitate a sale for you
at thevery upper end of the buyer’s reach.

Simply put, wehave to take the buyers out of their comfort zone in terms of the price they arepaying, in order
to do our job properly.

Regardless, of what approach you decideupon, it is important to realise theprice will bedictated by the selling
process. We want buyers emotionally connected to your property and to understand they are in competition
with others. This subtle art is how good agents earn their fees.

“Start	With	the	End	in	Mind	– Price	Maximisation.”

“Our philosophy is that commission is indirectly paid for by
the buyer and not the seller.“



Recent Sales

95	Bainbridge	St,	Ormiston 26	Crewe	St,	Mt	Gravatt	East 17/43	Love	St,	Bulimba

95	Effingham	 St,	Tarragindi 19/16	Hertford	St,	Upper	
Mt	Gravatt

98/170	Leichhardt	St,	
Spring	Hill

25	Citrine	St,	Camp	Hill 35	Galsworthy	St,	
Holland	Park

15	Lord	Byron	Pde,	
Strathpine



What People Say About Us

23 McCracken Street, Wishart & 21 Balfour St, FernyHills

“We have used Impact Property to sell two homes very
successfully. We had such a good experience when Phil sold
our first property, the choice was easy when choosing an agent
to sell our second home. Both sales gained us more than we
were expecting and both properties had numerous contracts
within days of being on the market. There was nothing that was
too much trouble for Phil to help us prepare the properties for
sale. We would highly recommend Phil and have no doubt that
when this house gets too big for us we will be using him again.
Thanks Phil, there are not too many agents that are as
trustworthy and down to earth as you are. Good Luck Phil.”

11 Lakes Entrance Drive, Springfield

It gives me much pleasure in thanking Phil for the professional
way in which he sold my house. The house had been on the
market for some time and the other agents in the area had not
been successful in obtaining lookers, let alone buyers.
Fortunately Phil sold my house within one month of having it
on the market. I would have no hesitation in recommending
Phil to any prospective seller as his professionalism and
integrity as a Real Estate Agent is beyond reproach.

64 Effingham St, Tarragindi

"Phil got us a price for well above what we were expecting,
through his hard work and skill. He always told us honestly and
promptly where things were at, especially with buyer interest
and offers. II will ask him to sell my next house. Thanks again
Phil for thegreat result.”

95 Bainbridge St, Ormiston

“Thanks again Phil for selling our second house within 24 hours
at thebest pricepossible. Well doneMate.”

Deby	and	Greg	Kelly
0451	967	769

Troy	Lewis
0412	524	498

Kevin	Crank

Andrew	Sinclair

CONTACT	US
418	Adelaide	St
Brisbane	Q	4000
Ph:	07	3324	1800
Mob:	0417	705	335
Email:
phil@impactproperty.com



Bringing It All Together

“At	Impact,	more	than	anything	else,	we	are	committed	to	assisting	our	
vendors	understand	the	formula	that	allows	us	to	work	with	you	to	achieve	a	
premium	price	for	your	property.”

We build trust and take all the necessary steps to
unlock themaximum value of your property.

Our role as your agent is to uncover the hidden 10%
premium in the market place over and above what is
thought to be 100% of the value of your property.

To us selling someone’s most valuable asset is our
greatest honour.

For a no pressure, obligation free appraisal of your
property contact us today.

10%

100%


